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The Answer : 
to Your Pump and Sales Problems | 


HAT pump shall I recom- 

mend? What size pulley is 
required? What size pipe should 
be used? These, and many more, 
are the questions supply sales- 
men are frequently called upon 
to answer. 


tually every other possible ques- 
tion will be found in our new 
Catalog ‘‘S’? and Pump Hand- 
book just off the press. Copies 
are now available to every supply 
house. Use them for your sales- 
men. That will start them off 
right toward better pump sales. 


The answers to these and vir- We await your command. 


GOULDS PUMPS, INC., SENECA FALLS, N. Y. 
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C. D. Eno of 
leading Toledo 
supply company 
says Greenfield 
advertising 
stresses worth- 
while message 
to wholesalers 


For two years Greenfield advertising has said “Con- 
centrated Buying Pays—it will save time interviewing 


salesmen 





save checking time—save pricing time 





save 
transportation charges”. These are facts which are of 
importance to executives who want bigger and better 


black figures on the balance sheet. 


In a recent letter to Greenfield, Mr. C. D. Eno, 
president of a leading Toledo jobbing house, Eno Supply 
Company, had this to say about the value of Green- 
field advertising: 


ee 


.... TL want to compliment your company on the 
sound constructive job you are doing in your publicity 
by putting over the thought ‘Concentrated Buying 
Pays’. I know in our business we find the economies 


from this policy are considerable.” 
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ENO SUPPLY COMPANY 
MeraL-CuttinG Toois 


1619.21 VERMONT AVE 


ToLeDo, Onto 
april 27, 1929, 


F 


- 4.3. DuMont, 
Greenfield Tap & Die Corp., 
eenfield, Mass. 





Gr 
Dear Mr. DuMont:- 


Please send us with our next freight 
shipment 150 copies of the new Greenfield Catalog #29, 
The quantity originally s¢ has been distributed and 
we feel that we can place the additional quantity ad- 
vantageously. 






While on the subject of advertisi 
want to compliment yourcompany on tha sound, 
jobd you are doing in your publicity by putting ove 
thought "Concentrated Buying Pays". I mow in our ow 
business we find the economies from this polic7z are 
considerable. 






T 





Yours very truly, 


ENO SUPPLY °OMPANY 
A 











More and more the leaders in the mill supply trade and 
the hardware jobbing trade are concentrating their small 
tool purchases with Greenfield. They secure many 
benefits—quality-known products, actual money savings 
in transportation charges, important cooperation in the 
form of technical assistance for their customers, and the 
added push of an outstanding advertising campaign. 

Send today for a copy of the new Greenfield catalog 
No. 29. In it you will find a complete listing of screw 
plates, taps, dies, drills, reamers and gages. Figure the 
advantages of buying all these items from one reliable 


source of supply. 





GREENFIELD TAP AND DIE 
CORPORATION 





GREENFIELD. 
New York: 15 Warren St. 


Chicago: 611 W. Washington Blvd. 


MASS.,U.S.A. 


Detroit: 228 Congress St, W. 


Canadian Plant: Greenfield Tap & Die Corp. of Canada, Ltd., Galt, Ontario 
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Get Inside the Plant if You Want to Do a Real Selling Job. 50 
AVERY EASTER, Salesman, E. C. Atkins and Company, 
Incorporated, Memphis 





CY 
The Distributor Sells—But He Furnishes Essential = 
Ba sap hab nean neon ennseneeetecacenes 52 eile Ts 4 
THEODORE N. BECKMAN, Professor of Marketing, ee + eae Cc. 
5 : . a number of distributors reveal 
Ohio State University 
ae i ; : . © the fact that the bogey of the summer L,-. -7 
3uilding a Profitable Mill Supply Business in Three Years 54 sales slump is not so pronounced in ik 
An interview with A. W. LILLON and B. H. CURRY, the mill supply field as it is in many & 
Pacific Tool and Supply Company others. The subject is treated thor- “ ier 
Who’s Who in Industrial Distribution.................. 56 oughly in an article on page 45 of this ce 3 
F. W. SWANSON, President and General Manager, Globe issue of Mitt SuppPLiEs. e mf 
Machinery & Supply Company i ‘ 
: . . : ; Never-the-less, many supply houses “Fj 
When Selling Twist Drills—Sell Him Something More.... 58 do suffer a falling off in business dur- a. 
Editorial Comment 62 ing the summer. There are several &.)-- 
meena ih ial dai hic enug tit Gl, te nine af 
What's Selling in My Territory?...........ccsesccecces 64 supply house executives, salesmen and aa 
: se ae buyers, summer sports, a decline in Guss 
Join be gong on rn Bene ae gee perme a aR eager 66 production in numerous industries, and g 
; : ' a falling off in energy on the part of 
Drumming Up Business Out in the Plant.............. 68 many individuals. 
Have You Heard That—?............ssseseeeeeesesee But there are different ways in 
Up-to-the-minute news from the field about industrial distri- which the slump in business can be 
butors, and their salesmen at least partially overcome. Concen- 
Fee 6 Be A Gs cs erode candatenvesaeens 79 tration on certain specialties or on 
. BRUCE BARTON prospective customers out of the beaten 
What’s the News About Manufacturers?.............4-- 80 path, and sales contests or other in- 
centives, are suggested methods. 
What Our Readers Have to Say About Mitt Suppries.. 86 ; 
: ; Mit Supp.ies will welcome letters 
NG TINO 085.6 dns Hee Re Ay Se SRK AREER we whe ees 100 from distributors and their salesmen, 
What’s New in Industrial Products?............0.02ee0. 104 telling how they meet the summer 
sales slump problem. 








Index to Advertisers on Page 140 
Published monthly. Entered as second class matter August 3, 1917, at the postoffice at Chicago, Illinois, under the Act of Mar. 3, 
1879. Copyright, 1929, by The Electrical Trade Publishing Company 


Subscription: U. S., $1; All Other Countries, $1.50 per year 





ELECTRICAL TRADE PUBLISHING COMPANY, 
520 N. Michigan Avenue, Chicago 


HOWARD EHRLICH, Pres. CHAS. W. FORBRICH, Vice-Pres. 


EDGAR KOBAK, Sec.-Treas. 
’ ) hen Te te . NEW YORK: CLEVELAND: i) ) 
il) Wakéateees i" D. G. Pilkington, Mgr. Geo. E. Pomeroy, Mgr. (il) 
ABE 520 N. Michigan Ave. 280 Madison Ave. Rockefeller Bldg. ABE 
Telephone Whitehall 4621 Telephone Caledonia 7811 Telephone Cherry 2440 


Member of Audit Bureau of Circulations, Associated Business Papers, Inc., 
Also Publishers of THe Jospper’s SALESMAN and ELectricaL CoNTRACTING. 














MILL SUPPLIES 














Re-New-Disc Valve 


150 Pounds Working Steam Pressure 


Every Walworth Valve 
is individually tested 












Off Ag’in, ... On Ag’in, ... Goin’ Ag’in, 


A disc holder, which slips on the stem, is 
accurately guided and held in place by lugs 
which fit snugly against the inner walls of the 
bonnet chamber, can be removed easily and 
quickly, and new composition disc inserted. 
Malleable iron stuffing box nut and bonnet 
ring give additional durability and permit 
unscrewing these parts any number of times 
without injury to the valve. 


Gland in the stuffing box, ventilated malleable 
iron hand wheel and rugged body construc- 
tion make the Re-New-Disc valve an indis- 
pensable servant on steam, water and air lines 
up to 150 lbs. working pressure. For steam 
service this valve is regularly furnished with 
hard composition discs. For cold water, gas or 
air, soft composition may be used. Discs of 
steam metals available for special service. 


Note. All sizes are provided with lock-on feature 
except 14, 34 and \% inch. 





ALWORTH 


Walworth Company, General Sales Offices: 51 East 42nd St., New York 
Plants at Boston, Mass. ; Kewanee, Ill.; Greensburg, Pa. ; and Attalla, Ala. 


. . - Distributors in Principal Cities of the World .. . 
Walworth Company, Limited, 10 Cathcart St., Montreal, P. Q. 
Walworth International Co., 11 Broadway, New York, Foreign Representative 
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| REPUBLIC means 
the Best Mechanical j 
Rubber Goods (@; 
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Advertising to Consumers 
about Distributors 


HE primary object of Republic’s present advertising campaign to 10 indus- 
tries is to educate the consumer to the best and most economical market for 
rubber goods. We know that the distributor has a ready made sales force; that 
he renders a competent storage service; lowers the cost of wholesale distribu- 
tion and cultivates the market extensively—that in other words, he is a special- 
ist in marketing. 
But the consumer, especially the prospective consumer, inclines, if anywhere, 
to the newer methods of purchase direct from the factory, from the warehouse 
and from the branch office. He has been influenced by the ‘“‘eliminate the 
middleman”’ propaganda. This is what 4 
Republic advertising will seek to counter- 
act. In so doing The Republic Rubber A line of rubber items sufficiently com- 
Company is continuing its five-point dolglenind aroma 

































7 ce A quality of products uniformly good 
policy to aid its chosen outlet-— -the Indus- 2. and capable of ddieating rca th re- 
: : ; sults that should reasonably be expected. 
trial Supply Distributor. 3, A price basis inducing and making 
* possible aggresive competition with 
reasonable profit return. 
] . Freedom from competition from hi 
THE REPUBLIC RUBBER CO. 4. source of eupply, einer diver ot or 
: = direct, among the trade covered by his day 
¥ oungstow n, Ohio to day solicitation. 
; 5 peg: — . reasonable amounts so 
> , es E : * that his sales force may be gi h 
‘ t Details of our advertising, direct mail advantage of specialized aden ond ; 
a through the Distributor and aggressive knowledge of the product sold. 
zi sales campaigns may be had on request. 
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The Wings 
scoop up 
the air 





WILL YOUR AIR PUMP 
LOSE ITS PRESSURE OR> 
VACUUM NEXT MONTH & 






Aerating Forging Massaging Machines 
Agitating Hardening Laboratory Work 
Singeing Oil Furnaces Blow Lamps 
Branding Gas Furnaces Blow Pipes 
Preheating Coal Furnaces Glass Blowing 
} Assaying Suction Chucks Gas Pumping 
Brazing Vacuum Cleaning Testing Meters 
Annealing Solder Iron Heaters Pressing Irons 
| Soldering Wrapping Machines Calliopes 
| 






If it does, is it going to cause you 
a money loss? Is it going to mean 
a shut down of your factory for an 
hour, a day or more? Or is it going 
to mean a lowering or letting up of 
production ? 


In any case a rotary air pump that ‘“‘takes 
up its own wear’’ is likely to be a kind of 
an insurance policy against all this. 


“2” AIR PUMPS 


for pressure or vacuum 


—NEW SERIES— 


USED FOR HEATING HOMES AND FACTORIES WITH FUEL OIL 


Milking Machines Tempering 
Steam Heating Systems Blowing Dirt from Machines 
Paper Feeding Devices Glass Bending 


Printing Presses Atomizing 

Mailing Machines Spraying 

Testing Gas Fittings Blowing Chips and 
Removing Foul Air Stampings from Machines 
Supplying Fresh Air 

Melting 


And Many Kinds of Automatic Machines and Devices 


Our Complete Illustrated Catalog is Free'for the Asking 





| These Supply 
Houses Now 
Sell Them 





. 


-LETMAN BROS. 


Makers of Good Machinery for 40 Years 


LOS ANGELES—Shaw Palmer Bakewell 
CHICAGO—Squire Cogswell Co., 

. Channon Co. 
INDIANAPOLIS—Vonnegut Machy. Co. 
BALTIMORE—Kemp Machy. Co. 
BOSTON—Hayes Pump & Machy. Co. 
TOLEDO—National Supply Co 


PORTLAND, ORE.—Portiand Machy. Co. 


TORONTO—Williams & Wilson 


23 P Walker Street 
NEW YORK 


Co. MINNEAPOLIS—Northern Machinery & Sup. Co. 
Satterlee & Co. 
ST. LOUIS—Brown Machinery Co. 

Colcord Wright Machy. & Sup. Co. 
ROCHESTER—Homer Strong & Co. 
CINCINNATI—Kinsey Co. 
CLEVELAND—Cleveland Duplex Machy. Co. 

. M. Pattison Supply Co. 
Strong, Carlisle & Hammond Co. 


MONTREAL—Canadian Fairbanks Morse Co. SEATTLE—Cox & Co. 


Williams & Wilson 
QUEBEC—Williams & Wilson 
DETROIT—Chas. A. Strelinger Co 


Foreign 
ENGLAND—Thos. Ashton, Ltd., Sheffield 
JAPAN—Fukagawa Shokai, Tokio 
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‘*TOLEDO” No. 999 
THE 34” to 2” POWER PIPE MACHINE SENSATION 


COMBINES SPEED, PRODUCTION, STRENGTH, PORTABILITY, QUALITY AND LOW COST 


And now the ideal 14-inch to 2-inch portable, power pipe machine. Univer- 








sal motor connects to alamp socket. Rapid in operation, threading 2-inch NET PRICE, COMPLETE 

pipe in 30 seconds, cutting it off in 15 seconds. Instant change of dies, $ 

and dies easily reground when dull. Can be easily carried by two men. ) / 5.00 
The high production power pipe machine for which your customers have 

been waiting. A post card will bring you complete information on this pipe Cent ak neni, SUD 


. : : : F. O. B. Jobber’s Stock. 
machine extraordinary and how we will help you sell it to -your trade. 


THE TOLEDO PIPE THREADING MACHINE C0O., Toledo, Ohio 


NEW YORK OFFICE, 72 LAFAYETTE STREET. 

















VICTOR HIGH SPEED STEEL HACK 
SAW BLADES like the gladiators of long 
ago are ready, waiting, with strength, 
endurance and preparedness for any fight 
or job. 


These new blades are more than a 
symbol of the old gladiators; when kept 
on hand your cutting problems are solved. 
VICTOR HIGH SPEED STEEL HACK 
SAW BLADES give astounding results 
when used for power work. They will give 
cutting efficiency and lasting qualities that 
have not been experienced in any other 
blades. 


A trial will convince you. 


Victor Saw Works, Inc. 
Middletown, N. Y. 


Victor Hack Saw Blades 
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HE HIGHEST PRICED BEARING IN THE WORLD 
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of Nothing is apt t 
: 0 cost so much 
asa itt 
bearing that cost so little 
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Poor Bearings More Expensive in the Long Run 
Than Better Ones at a Higher First Cost 


re next time you have to replace a poor 
bearing... profit by your trouble... put 
in the best bearing that money can buy. It 
is well to remember that a bearing failure 
means something more than a new bearing... 
something more than the labor involved in 
replacing it. All too often it means the layup 
of a car, truck, bus or machine. 


You cannot get away from the immutable 
truth that ...a bearing built to sell at a price 
falls short of being the best that time, money, 
materials and men can produce. And so you’ll 
find S&s{SF Ball Bearings and performance 


per dollar of cost . . . inseparably linked. That 
is why the &X0S(P Ball Bearing is really a bar- 
gain when you buy it and you get a bargain 
out of using it. At no stage in its manufac- 
ture has quality been sacrificed to meet a price. 


Therefore, though an SiG Bearing may 
cost a trifle more, there’s a satisfaction in 
knowing that it will keep on the job with 
little attention and eventually save dollars in 
lost time, repairs and replacements. In other 
words, you get just what you pay for. Next 
time economize by using the highest priced 
bearing in the world. 





SKF INDUSTRIES, INC., 40 East 34th Street, New York, N. Y. 2292 
FOR NEAREST DISTRIBUTOR SEE THOMAS REGISTER 





THE HIGHEST PRICED BEARING IN THE WORLD 
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600 Hours Production Work in Cast Iron — 
Maintenance Cost A) Cents 









,) continuously 10 hours 


The full line of Stanley a day in cast iron, a Stanley 4” Heavy 
Electric Tools include: Duty Electric Drill has recently com- 
— pleted its 60th day’s performance. 
Now 142—1" ee ae " Tae At the end of this time a new set of 
Baviche, ge bombee rye inealed a oo of 40 
No. 122—" Heavy Duty 60.00 


No. 582—%” Heavy Duty 68.00 


No. 341—*,4” Standard Duty 70.00 4 ; 4 i 
—cuieeerke” me Sixty days operation with 40 cents mainte 
No. 781—%" Standard Duty 85.00 nance cost—that’s one of the reasons why 
Stanley Electric Drills are easier to sell 

ipa and why repeat orders specify Stanle 
No. 556 Bench Grinder 46.00 y P P Y ~ 


Drill Stands, Attachments, etc. 


Catalog S59g sent on request 


THE STANLEY RULE & LEVEL PLANT 


New Britain, Conn. 


STANLEY TOOLS 


The Choice of Most Mechanics 
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Just “somany — 
Bolts and Nuts” 


Ce | 
That’s what you get when you he | 
place an order with us. The 
small order receives the same 
prompt and careful attention as | 
the large one and the larger 
order is gotten out with the 
same dispatch as the small one, 
for our enormous and varied 
warehouse stocks are backed up 
by large production facilities of 
the latest type. 


Such high class service to- 
gether with the best bolts, nuts, 
screws, and rivets made cer- 
tainly is a combination that 
can’t be beat. 


We shall be pleased to quote. 


LARK BROSHOLT (0 


BLACK AVE. 












MILLDALE, CONN. 
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Be a Safety Salesman 


SAFE 


“Gold Medal” 
EQUIPMENT 


= 


= 


= om 
RS 


> 


Safety Extension Tresties 


Portable 
Telescoping 
Tower 


Nim y bi 34 
| Exten- 
‘)\ sion 

\\ Ladder 


¢ 


weight 
Stage 


ms 


“The 
Underwriter" 
Stepladder 


_ “Chicago 
Painters’’ 
Stepladder ~ 


“Gold Medal” 
Safety PlatformLadder | | 





You can profit more from a ladder line when it offers patented 
safety features that save time and accidents. The big ‘‘Gold 
edal” Line includes equipment for every overhead job. 


Write for complete catalog of ‘‘Gold Medal’’ Equipment 


.J 
The Patent Scaffolding Company 
Chicago, 1550 Dayton St. n isco, 13th St. 
Boston, 49 Ellery St. Pittsburgh, 518 Foreland St., N. 8. 
Atlanta, 44 Haynes St., N. W. New York, 3821 Sherman St., L. I. 
Philadelphia, 2835 Bridge St. City. 
St. Louis, 6168 Bartmer Ave. 


J Safe Ladders and Scaffolding for Every Purpose ©) 


"Sretane| | H | 


j i 
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How 
Alexander 
Solved A 
Knotty Problem 


The story goes that the Gordian 
knot was so ingeniously done, 
none could untie it. Alexander 
was told that whoever undid 

the knot would become 
conqueror of the world, 
so he cut it with 

his sword. 













There are knotty problems in your plant today that can be 
solved in this drastic manner. Cut out the old valves and fittings 
that are causing trouble and put in Vogt Drop Forged Steel. 
It is a matter of time, money and labor saved. 


“4 Vi Drop Forged Steel _, 7 | 
a O O Valves & Fittings jj 


HENRY VOGT MACHINE Co. 





INCORPORATED 
LOUISVILLE, HY. 
Manufacturers of: Oil Refinery Equipment, Drop Forged Steel Valves and Fittings, Water PHILADELPHIA CLEVELAND 
Tube and Horizontal Return Tubular Boilers, lce Making and Refrigerating Machinery . DALLAS CHICAGO NEW YORK 


ex 
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ey, SS HAT is “brush protection?” For the distributor 
Fer tend, it means assurance of PROFITS on brush 
ie sales. For the user it means assurance of RESULTS 
Shopesu on brush purchases. @ Osborn Brushes are made 


to profit both seller and user. Only the highest 
quality of materials are used. Only after require- 
ments are carefully studied are designs and con- 
struction established. When Osborn brushes are 


THE OseoRN MANUFA 


INCORPORS 
5401 HAMILTON AVENUE, CLEVELAND, OHIO » Brancl 
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production 


an extensive line 


designed for practically all brush require- 


~~ 


sales and engineering and 
facilities. G These factors plus 
making business 
brush protection. 


of brushes, 
offer distributors a profit- 


with all the advantages of Osborn 


IFACTURING COMPANY 


DRPORATED 


’ 
ns 


9 


sent out into the world to do their work, they 
are qualified to do it right. And both seller and 


user profit by the complete cooperation of 


Osbor 
ments 


Branch Offices: New York + Detroit + Chicago + San Francisco + Los Angeles 





) 
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suveE SAWS, 
<> Ask for the 
Blade with the | 


Blue End 





The 
Most Value 
for Your Money 


Scientific study of metals and 
cutting tools of the industry 
by Atkins Metallurgists—and 
experts in the Atkins Labora- 
tories, has given the world 
“SILVER STEEL” Hack Saw 
Blades—cutting tools» that 
have revolutionized the cut- 


ting of metals. 

Atkins Blades will cut 6 to 30 

_ Times More Than Alloy -Steet 
| Blades...and Faster 


| If you want to do fast ¢atting, at lew cost per cut, ask for Atkins 


“SILVER STEEL” Blades—the blades with the BLUE END... 


Sell Atkins Silver Steel Blades—with the Blue End— 
hey Pay A Good Profit 42> 
figs 8? 


K. C. ATKINS & CO. 


Home Office and Factory 
402 SOUTH ILLINOIS STREET, INDIANAPOLIS, INDIANA 


Branches Carrying Complete Stocks of Blades in the Following Cities 
Atlanta, Ga. Chicago, Ill. Memphis, Tenn. New Orleans, La. 
Minneapolis, Minn. New York, N. Y. San Francisco, Cal. 






Portland, Ore. Seattle, Wash, 
Vancouver, B.C. Paris, France 
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Keeping 
Step 
with 
Progress 


Industrial progress today is 
a rapid, ever-changing scene. 
Obsolescence sets in before the 
paint wears off. 

This is a pace-making chal- 
lenge that we are glad to meet 
for it has spurred us to greater 
effort, it has urged us to dis- 
card the old and accept the 
new. 

Improved methods, new ma- 
chinery, better materials, all 
are being used in prodigious 
quantities to the end that Fos- 
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ter products play their im- 
portant part in the march 
of industrial progress 


And they do. In almost 

every type of machinery 
made by the leaders in various 
industries Foster bolts and nuts 
and cap screws are making a 
full contribution to the exact- 
ing requirements of today’s in- 
dustry. 
Twostrategically located plants 
—one in Cleveland and another 
in Chicago—assure prompt ser- 
vice to all sections of the coun- 
try. Order Foster products 
with complete confidence in 
their quality and in the service 
we render. 

The 
Foster Bolt & Nut 
Mfe..Company 


CLEVELAND CHICAGO 
Union Ave. and East 6249 to 6265 West 
72nd St. 65th St. 
Telephone Telephone 


BRoadway 0840 Hemlock 4484 
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BONNEY NO. 40 
SET of RIGHT 
ANGLE WRENCHES 


Price, $6.05 
5 Double End Right Angle Wrench 
es - different size openings at each 
end. Will take care of 18 differ- 
ent size nuts and bolts from 
%4" U. S. Standard to %%” 
Hex Cap Screws. 


BONNEY NO. 25 
SET of X 
ENGINEERS’ WRENCHES \ 


Price, $8.25 


6 Double End Engineers’ Wrench- 
es - different size openings at each 
end. Will take care of 21 different 
size nuts and bolts from '/4” U. S. 
Standard to 34,” Hex Cap Screws. 





meats a ee ee 








YN 





Two distinctly different styles, made in similar sizes. 
Nuts that one won’t reach the other usually will. 


By the alternate use of these Engineers’ and Right 
Angle Wrenches you can easily remove or tighten 
nuts or bolts when obstructions only permit a twenty- 
fourth of a complete turn. 


Because of the tremendous strength of Bonney *CV 
Chrome Vanadium the wrenches are thin and the 
jaws pear shaped, which enables you to get into close 
corners. 


Re 














The leading Jobbers carry these wrenches in stock. 


BONNEY FORGE &? TOOL WORKS 
ALLENTOWN, PA. 
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BIACK & DECKER 


Note: TJhis Grinder can be 
supplied for other than 110 
volt 50/60 cycle at addi 
tional cost 


An entirely new, powerful Grinder with ball bearings throughou. 
Designed to fall the need for a 6’’ Bench Grinder of Black €? Decker quality 
at low cost, for general purpose grinding and tool sharpening. Se y 

Wheel guards are adjustable, making it possible to grind at any position 
on the circumference of the wheels. 

The rubber feet and lifting handle are special features, affording the ut- € 
most in convenience--- as the rubber feet make it possible to do ordinary grind- ’ 
ing without necessity for fastening the Grinder down and, by means of the han- 
dle, Grinder can be readily moved from place to place to suit the nature of the work 
or the convenience of the operator. 


This Grinder is practically vibrationless, due to inherent balance and the absorp- 
tive qualities of the rubber feet. 





SPECIFICATIONS. 
SIZE OF WHEELS: 6” diameter by 14” face by 4" hole. 
MOTOR: 110 volts, 50-60 cycles, single phase, A. C. 
NET WEIGHT: 36 lbs. 


EQUIPMENT: Switch located in base, three conductor cable with attachment plug. 
Rubber feet. Two adjustable tool rests. —Two adjustable wheel guards. 


The BLIACK A DECKER MEFG.CO. 


TOWSON, MARYIAND. 
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RUSSELE, BURDSALELE A WARD BOLE A NUE CO. 
ROCK FALLS, ILL. PORT CHESTER, N. Y. CORAOPOLIS, PA. 
Sales Offices at Philadelphia, Chicago, Detroit, San Francisco, Los 4ngeles, Seattle, Portland 
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“They fight 


HIGH COSTS" 





mane high costs—that’s the 
only trick Square “Gees” will play. 


Square “Gees” are a safeguard 
against delay and trouble. They 
fight time, too. 


The cream ofraw materials—a husky, 
rugged beading — skillful workman- 
ship—scientific heat treatment — 
deep, clean threads—reamed re- 
cessing for easier connections —29 


years of experience. 
An unbeatable combination! 


Recommend Square “Gees” to your 
customers. They will re-order when 


they’re in the market again. 


THE GRABLER MANUFACTURING CO. 
and its subsidiary GRABLER-REPUBLIC, Inc. 
4900 EUCLID BUILDING - CLEVELAND, OHIO 


Your Fitting Problem 
is Solved When You C A LIAR — 


46 ie) 
GEE 
Say Square “Gees.” p . 


Fittings 


MALLEAGLE, CAST IRON DRAINAGE, BRASS 
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A Completely Balanced Line 


Wood’s Hasky Trio—“<Moly’’; “Big Fist’’; 


a 
“Piqua; 


The right Shovel tor Every Job 


ITH the introduction of the new The ‘Big Fist’, though a newcomer, has al- 
\X) “Big Fist’, The Wood Shovel and 


ready earned the reputation of being the 








Tool Company now offers a completely 
balanced and simplified line of shovels, 
spades and scoops. Wood’s “Moly”, “Big 
Fist” and “Piqua” brands 


toughest, strongest shovel in its price class. 
Tests have proven the ‘Big Fist’ shovelsteel 
to be second to that of “Moly”, alone. A 
special heat-treating process 





comprise a husky trio that 
defies comparison. | 


The “Moly” (H. K. Wood’s | 
Mo-/yb-den-um Shove!) 
always has been, and con- | 
tinues to be the hardest, | 
toughest shovel on the mar- | 
ket. Mines, railways, con- | 
struction companies and 

foundries, needing the very || 








“MOLY” 


The world’s greatest shovel 


“BiG FIST” 


Second only to the famous 
“Moly” 


has made this possible. 


ae 

| The “Piqua’’, too, excells in 
| its price class. For jobs need- 
| ing a low-priced, non-heat- 
| treated shovel the “Piqua” 
| rates first every time. In 
| Wood’s Husky Trio — 
| “Moly”, “Big Fist’ and 
| “Piqua”— you will find 
| just the right shovel for 





“PIQUA” 
toughest shovel known, tanta ela every shoveling job. Send 
depend upon the “Moly”. 





for descriptive literature. 





THE WOOD SHOVEL AND TOOL COMPANY « PIQUA, OHIO 





Woods 


Shovels -Spades -Scoops 
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THE MONEY is in HYDRAULIC JACKS 


Demand for Blackhawk Hydraulics 
has made other types obsolete. 
easy-acting, 
jacks are selling sostrongly because 


These mighty, 


they do more work in less time. 

Blackhawk Hydraulic ‘‘Heavi- 
Lifts’? are made in sizes that handle 
from 12 to 75 tons. 


red 























TREMEN- 
DOUS POWER 
— that enables 
one man with a Black- 
hawk to quickly raise, 
shift, or 
up to 75 tons. 


lower weights 


PORTA- 
BILITY — that 


enables one man 


ow 
= 





Sa 


to conveniently carry the 
Blackhawk 


from job to job- as 


compact 


needed. 


BASSE. OF 
OPERATION 

that speeds up 

the work. A few 
strokes of the handle 
raise the load. A’ turn 
of the wrist and the load 


easy 


ently sinks down. 


oe 


BLACKHAWK JACKS 





PERFECT 

CONTROL 

— no 
ratchets. The operator 
moves the load exactly 
as desired—from a foot 
to the merest fraction of 
an inch. 


gears or 
































SAFETY — for 
men and work, 
because the men 
are always clear of the 
load, and the load is 
under certain control. 


That’s a list of advantages for 
you! A combination of every 
sure sales feature. Backed by 
strong, constant advertising to 
every prospective user in the 
field. The result to you can be 
made mighty interesting. Just 
drop us a line, 


BLACKHAWK MFG. CO. 
Dept. MS Milwaukee.Wis. 






Here’s Profit Too! 

Extra 
heavy duty 
industrial 
Socket 





f € 
Wrench Set 
o. 12 


12E.A 






tenance and shop men 


—_—_ = ferrec 
Bassas: 44 
> ixceptional . 
value at $58.40, with a discount that § 
euts you in plenty 


HYDRAULIC 
OIL- POWER 
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“We like ‘ARGUTO’ Bear- 
ings and usethemand specify 
them whenever we can, be- 
cause we believe all parties 





are benefitted by the transac- 






tion. Unless all parties are 





benefitted the transaction 








cannot be classed as ‘good’ 





Business.”’ 






—— 


BV—X ITLL 
””” HE MAN who made the above statement is 
LF President of a leading New York firm of con- 


BEE sulting engineers, specializing in the designing of 
\ —— machinery. In his position, he cannot afford to give 
N) a an opinion unless it is supported by concrete facts. 


This particular letter was the outcome of tests just 

completed on a very complicated mechanism on 

which they used ARGUTO OILLESS BEARINGS 
20 years with great success. 


WITHOUT A 


pa tte Time and again experience proves that Arguto 


Bearings outlast bronze or babbitt metal at least five 
or six times and never require a drop of oil or 
attention of any kind. 


Fuller details on request 


ARGUTO OILLESS BEARINGS COMPANY 
Wayne Junction Philadelphia, Pa. 
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A complete line of KNOWN quality 
- sold through the JOBBER 








A profitable line of vises backed by a reliable 
company with a sound policy of jobber distribution. 


The Columbian Vise & Manufacturing Co., 9021 Bessemer Ave., Cleveland, Ohio 


COMMMBIAN VISES 








“GENUINE DETROIT” 
Grease Cups 


Genuine Detroit Grease Cups are supplied in pressed 
steel, pressed brass and cast brass, in a large variety of sizes 
and threads. 


They are strong, durable, well designed and nicely 
finished. 


They are carefully manufactured of high grade metal 
and each cup is thoroughly inspected before shipment. 





Full information gladly furnished upon request. Write 
for catalog and prices. 





DETROIT LUBRICATOR (OMPANY. 
DETROIT, MICHIGAN 
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_|A Policy ‘ 
| that Pays 


OR twenty-five years we have 

consistently pursued the policy of 
selling to jobbers only. We believe this 
policy is fundamentally sound. Time 
has proved that we are right. 

As a result, we have a corps of dis- 
tributors whose business ability, finan- 
cial strength and reputation merit the 
support which our position in the in- 
dustry enables us to give them. 

If your business on Mechanical 
Rubber Goods is not increasing, both as 
to volume and profits, we solicit your 
request for detailed information about 
our policy and prices. 


WOVEN HOSE & 


1.4.08 5959 0p am OL OF 


CAMBRIDGE, MASS. 
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e.. and in less than two minutes 


both ends of a belt are laced 


HE speed and efficiency of the Clipper No. 6 Lacer is 

amazing. A single shopman operates it with ease. Although 
weighing but 56!% lbs., it laces both ends of any belt from one 
to six inches in width in a minute and a half. 

Its remarkable pressure of 37,500 lbs. embeds the Clipper 
hooks flush with the surface of the belt so smoothly and uni- 
formly that there is no weakening of the belt fibres—and a 
perfect, lasting joint is assured. 


Price $75.00 


(in United States of America) 
FURNISHED WITH STAND AT AN ADDITIONAL COST 





Whatever your shop requirements, there’s a Clipper Lacer to meet them effi- 
ciently—lacing the smallest of belts up to the heavier and wider ones. And the 
use of Clipper Pins and Clipper Hooks ensures a perfect, lasting joint. For 
complet stration, communicate with your nearest dealer or with the 


Clipper Belt Lacer Company 


GRAND RAPIDS, MICHIGAN 
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OADING, unloading, 
handling in process of 
manufacture —any 
materials from ingots 
to ivory — Chisholm- 
Moore offers you the 
modern method. 


Measured from any standpoint 
—time, cost or efficiency — the 
economy of a C-M installation 
contrasts sharply neti crf 
pense and uncertain and 
labor. — 
awl 

Chishotm-Moore maintainsastaff 
of engineers whose broad exper- 
ience has acquainted them with 
the problems of many industries. 


They are experts on the subject 
of material handling. 


You can avail yourself of the 
services of one of these engineers 
without cost or obligation. He 
will survey your plant, study your 
particular manufacturing and 


eS 


handling problems, and where 
practical, suggest equipment that 
will release men for more produc- 
tive labor and lower your produc- 
tion costs. Write for complete infor- 
mation about his services. 

* * * 


This is the second of a series of 
Chisholm-Moore advertisements 
reaching your customers and pro- 
spective customers thru national 
business magazines. This campaign 
is blazing the way to greater sales. 
Mill Supply jobbers should get the 












en oP) facts. Write. 
Yu | 
Yt Chisholm- Moore Hoist Corp. 
“alaee | (Division of Columbus-McKinnon Chain Co.) 
Wid f ss \ ; 5028 Fremont Ave. Tonawanda, N. Y. 
& “+s; => ee In Canada—St. Catharines, Ont. 
(=i iz N 
aA 
| A <* CHAIN HOISTS | ELECTRIC HOISTS 
= ts — 
NEW YORK PHILADELPHIA CLEVELAND CHICAGO PITTSBURGH 
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Hoists must he abuse -proof in order to 





Avoid interrupting machine-tool work 


face 
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Air Hoists wont fail 
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Simplest in construction, they stand neglect and 
overloading without expensive maintenance ~ ~ 


OISTING to and from a machine 
tool is another case where even 
brief and occasional periods of idle- 

ness due to hoist failure will eat up many 
weeks of “savings” on hoist operation. 
* * * 


Complete dependability, year-round op- 
eration even in the careless or inexperi- 
enced hands of workmen, and freedom 
from constant expensive maintenance super- 
vision are offered by the air-powered 
hoist alone. 

* * *K 

No other type approaches the air hoist 
in simplicity of construction. Therefore no 
other type is so abuse-proof; so free from 





Bulletin 
C-25 


damage by dust, steam, acid fumes, heat, 


overloading and neglect. 
* * * 


Curtis air hoists and cranes are indis- 
pensable in foundry, machine shop, assem- 
bly plant, warehouse, yard, loading plat- 
forms. 

* * * 

A large manufacturer {name on request} 
says: “Our Curtis Air Cranes, operated by 
unskilled labor, require little maintenance 
and have never needed any real repairs.” 

* * * 


May we send Bulletin C-25 giving actual 


costs and savings effected by Curtis hoists 
in many different plants? 


CURTIS 


This company was founded in 1854; is, therefore, in its seventy-fifth year. 
Three quarters of a century of successful business existence can be 
plained only by [1] integrity, [2} sound policy, and 
permit the extensive development and research work necessary to keep our 
product in advance of competition. 


ex- 
{3} financial strength to 
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CURTIS 
75th ence © 1854-1929 


Curtis Air Hoist 
is faster, more accurate 
than other types of power 
hoist, yet costs little more 
than chain block, Can be 
operated successfully by 
inexperienced workmen. 
Practically free from up- 
keep cost. Very slow de- 
preciation. Stands heat, 
moisture, grit, acid fumes, 
etc. without harm. Capa- hk 
cities one halftotentons. Curtis Air Hoist and 
Curtis I-Beam Trolley, I-Beam Trolley 
the large wheels. roller bearings, self equalizing frame, and 
other special features make unusually easy running. 


Curtis I-Beam Air 
Crane has 10 to 40 foot 
span, 14 to 10-ton capacity. 
Very light and strong, due 
to special pressed steel con- 
struction. Easily handled, 
Requires no special oper 
ator. Successfully operated 
by any workman. Practical 
way tosupplement large 
electric crane or other sys- 
tem in foundries, machine 
shops, assembly plants, etc. 
Equipped with Curtis Air 
Hoists, this crane handles heavy loads swiftly, gently, ac- 
curately, Original cost low and maintenance is negligible. 

Curtis Paint 
Spray Compressor— sizes 
{to 5 H. P. Single 
or two stage. Automatic 
control, Recommended by 
leading manufacturers of 
spray guns because Curtis 
“Centro-ring” oiling sys- 
tem prevents clogging of 
filters, minimizes chance 
of lubricating oil getting 
over into air lines to ruin 
the paint job or to form 
an explosive mixture in 












































Curtis Paint lai 
Compressor 

tank. Safety and efficiency have made Curtis the standard 

compressor in automobile, airplane and other industries. 





Curtis Compressor 
—3 to 50 H.P. Capacity upto 
250 cu. ft. per minute. Water 
cooled. Curtis controlled splash 
lubricating system assures low- 
est oil consumption with cer- 
tainty of safe lubrication. De- 
sign of valves, bearings, piston 
and connecting rods has been 
improved to permit higher 
i _<__ speeds. Unloader regulates air 
Curtis Compressor pressure. By-pass valve permits 
starting unloaded. Built to automotive standards. 


St.Louis 


5 _ 
i Curtis-Pneumatic Mchy. | 
l 
| 











1928 Kienlen Av., St. Eo son: V Hudson Term 
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The COST of a pulley isn’t 
the only factor to be considered 
—themain factoris PERFORM- 
ANCE! 
REEVES Wood Split Pulleys 
GRIP the belt — they cannot 
slip like cast iron or steel. 
They are stronger, run truer 
—and they keep everlastingly 
on the job! 
Low first cost, low upkeep ex- 
pense, and superior perform- 
ance — what more can any 
pulley give regardless of price? 
REEVES Wood Split Pulleys have been big 
money-makers for distributors since 1887. 


Write today for details about our liberal 
sales proposition. 


Reeves Pulley Company 
Established 1887 


Columbus, Indiana 


REEVES 


Wood Split Pulley 


UR catalog M-33 gives 


that REEVES Pulleys are the 
\ — they can buy at any 
price. 








Everlastingly 
on the Job! 
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YOU ~ and Your 


Gross !profits are good—but net a whole 
lot better. Selling costs are low because 
Dodge—and Dodge- Timken products are 
nationally accepted. A long net profit—with 
a volume that some dealers have run up 


to five figures— gives you an opportunity 
to make more money. 


‘There's a Dodge -Timken for Every Industrial ‘Need 
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DODGE Volume 


In addition to all types of hanger bearings and manufacturer in your territory with a Dodge- 
pillow blocks, there is a Dodge-Timken bearing Timken Data Book. Find out their bearing prob- 
specifically designed to best meet almost any lem. Dodge engineers stand ready to augment 
unusual situation. your sales work with specific engineering facts of 
These bearings are ready for immediate use at the vital importance to your prospects. 

leading mill supply houses from coast to coast. They can solve the problem—and the solution will 
The constant growth of Dodge-Timken popularity help you close the sale. Write for information that 
—their ability to prove their worth under all has helped sell Dodge- limkens to machine manu- 
tests and conditions—makes them one of your facturers in practically every industry. 


most profitable lines. Swing to Dodge-Timken DODGE MANUFACTURING CORP 
with your customers—it cuts their costs—and , 


increases your profits. Mishawaka, Indiana 
we . ; ’ Factories at MISHAWAKA, Ind., and ONEIDA, N. Y, 
Dodge engineers have made it possible for 


you to sell Dodge-Timken Bearings for machine 
applications. 









This sales opportunity offers you steady profits 
because of volume business that continues unin- 
terrupted. You should provide every machine 








There’s a Dodge -Timken Sor Every Industrial ‘Need 
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Z| THERE ARE ENOUGH “SICK” FIXTURES IN YOUR COMMUNITY To 
KEEP YOUR PLACE CROWDED WITH PROFITABLE SALES FOR) 


OKO 


THE QUICK RELIEF FOR HAM/ERING, OR!IPRING-, 
SQUEAKING OUTBREAKS OF DELIRIOUS FAUCETS, 
WATER PIPES, RADIATORS ETC. DUE TO EXCESS PRESSURE 


START A FIXTURE CLINIC IN YOUR COMMUNITY AND WEAR OUT YOUR CASH REGISTER 


MASON REGULATOR CO, ice soans sx 


Boston ass. (DORCHESTER CENTRE STATION) 
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Copyright 1929, by The Goodyear Tire & Rubber Co., Inc. 


In all lines of industry where mechanical dustrial use, Molded Goods, and Packing. 
rubber goods are used, you will find Good- 


year Mechanical Rubber Goods have an 
extremely high reputation for quality, effi- 
ciency and economy. 


Each item that bears the name Goodyear is 
made on scientific specifications, to meet 
the particular requirements of the duty it 
is expected to perform. It includes the 
They help importantly to make Goodyear, highest grade materials and represents 
“The Greatest Name in Rubber.” skilled workmanship. 

When you offer Goodyear Mechanical 
These products include a complete Rubber Goods you offer every value that 
line of Conveyor Belts, Elevator Belts, goes with an established reputation for 
Transmission Belts, Hose for every in- making “‘the right goods for the job.”’ 


Write to your jobber for information on Good- 
year Mechanical Rubber Goods, or direct to 
Goodyear, Akron, Ohio, or Los Angeles,California 


The Greatest Name in Rubber 
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T the Sheriff Street Market of Cleveland, 
Ohio—“‘ice-box” for a million dollars 
worth of perishable food products—the 
unfailing efficiency of ammonia circulating 
pumps depends upon Strong Steam Traps. 
Installed to remove condensation from 
cylinder heads and to insure highest oper- 
ating economy, the two Strong Traps in the 
foreground drain both ends of the steam 


STRONG 


In a refrigerating system 


cylinder, and the third drains the steam 
supply line. 

Seats and discs of Strong Steam Traps are 
made of ANUM-METL. Should the slight- 
est leak develop in a Strong Trap within 
one year from date of installation, a new 
seat and disc will be supplied without cost. 
Send for the Strong Steam Specialties Cat- 
alog—ask for it today. 








Among Strong 
steam specialties 
are Strong Steam 
Traps, Radiator 
Traps, Vacuum 
Traps, Pump Gov- 
ernors, Reducing 
Valves, Separa- 
tors, Non-Return 
Valves 


MANUFACTURERS OF STEAM SPECIALTIES 








& 
HAMMOND 


CARLISLE 








‘ 


3-Way Emergency 
Valves, Engine 
Stops, Instan- 
taneous Closing 
Valves, Combined 
Throttle and 
Quick-Closing 
Valves, Balance 
Throttle, “EVR- 
TYTE” Globe 
Valves. 


CLEVELAND, OHIO 
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Going SOUTH to Canada 


HERE the great new girders of the Ambassador 
Bridge stretch across the Detroit River a turn 
in the channel places a small corner of Ontario 
south of the United States. When the bridge is 


opened you will go due south to Canada. 


It is also of interest to know that the contractor 
who is building the huge steel span is the one who 
made and erected the mammoth gates of the 
Panama Canal twenty-five years ago. 


The necessary cutting tools for both jobs were 
supplied by Whitman and Barnes. 


In these days of lightning changes, it seems signifi- 
cant that for a quarter of a century, the same con- 
tractor and the same tool maker have worked to- 
gether upon operations so vital to human progress. 


WHuITMAN & BARNES 


DETROIT, MICH. 


Canadian Factory: Canadian-Detroit Twist Drill Co., Ltd., Walkerville, Ont. 
TOOL MAE ERS FOR 783 FEARS 
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HOTEL NEW YORKER 
New York City 


Architects: Sugerman and Ber 
ger, New York City. Consult 
ing Sanitary Engineer: A 
E. Hansen, New York City 
Plumbing Contractors: W 
G. Cornell Company, New York 
City 


THE NEW YORKER—NEW YORK CITY 


Another triumph in building wonders . . . New York’s tallest and largest hotel . . . joins America’s long list of im- 
posing hostelries. The New Yorker’s towering lines of beauty, its luxury and comforts are backed by quality material, 
particularly in the mechanical part of the structure. . . its major pipe tonnage bears the name NATIONAL Copper- 
Steel Pipe . . . especially resistant to atmospheric corrosion in soil, waste, vent lines and rain leaders. 


Ask for Bulletin No. 11—Copper-Bearing Steel Pipe. 


NATIONAL TUBE COMPANY, PITTSBURGH, PA. 
Subsidiary of United States Steel Corporation 


NATIONAL COPPER-STEEL PIPE 
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Wat do your cost 
sheets say about DRILLS? 








“What does it cost to drill a 
hole? Can this cost be lowered? 
How can I find out?” 


A prominent valve manufac- 
turer asked himself these 
questions and finding only 
approximate answers in his cost 
sheets, requested the “‘Cost-per- 
Hole Test.” 


Trained engineers carefully 
checked the performance of a 
multiple spindle drill press— 
noting production life of drills 
—carefully checking the num- 
ber of regrindings — analyzing 
hourly press output —and 
finally computing accurate costs. 


















A 


TRADE MARK REG. U. S. PAT. OFF. AND FOREIGN COUNTRIES: 


The Cost-per-Hole Test 
showed this manufac- 


turer how to reduce— 


drill costs A7 %, 


Cle-Forge High Speed Drills 
showed a drill life of 15,520 
holes as against 7,760 holes for 
drills previously used. Yearly 
savings were $476—five times 
the original cost of Cle-Forge 
Drills. And due to reduced 
number of regrindings, press 
output per hour was stepped 
up and the operator began 
immediately to earn a bonus. 


In every case where drills are 
compared on the ‘“‘Cost-per- 
Hole” basis the margin of econ- 
omy in favor of ‘“Cle-Forge” 
has been overwhelming. 


Why not make the test in 


We're interested. Please send a copy of Digest No. 58. 


CISCO 








your own plant? 


Match Cle-Forge Drills 
against the most economical 
drills you have ever used. Check 
their production life in number of 
holes drilled. Watch the daily out- 
put of the machine on which they 
are used. Then compare costs. 


If you would like instructive 
information about the “Cost- 
per-Hole Test” as it has been 
conducted in other plants, write 
for Digest No. 58. 


TWIST DRILL 
COMPANY 
CLEVELAND 
NEW YORK: CHICAGO-LONDON 

SAN FRAN 






























— Name 
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Quick-Set Address 
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Copyright, 1929, by The Cleveland Twist Drill Co. 
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WHAT does The 





Diamond Rubber Company 





offer to the distributor in the way 





of a SIMPLIFIED line of AIR HOSE? 








THE DIAMOND RUBBER COMPANY, Inc. 
Akron, Ohio 


Branches as follows: 
AKRON ATLANTA KANSAS CITY NEW YORK 
BOSTON PHILADELPHIA DALLAS 
CHICAGO LOS ANGELES SEATTLE SAN FRANCISCO 


Diamond 


FORMERLY, 6 different constructions were offered to cover 
all types of air hose service, ranging from air drills in mines 
and quarries to pneumatic tools in ordinary shop service. 

In these 6 different constructions there were 8 different 

qualities, and the total number of variations in size, ply, 
and quality was 136. 
NOW, to meet these same conditions, more effectively 
and more economically, we offer Diamond Distributors 4 
different constructions, developed in 6 qualities and 18 
sizes—the total number of variations being 37, a reduction 
of 72%. 

These 37 variations cover 95Z of all actual service condi- 
tions, including the highest air pressures, roughest handling, 
and contact with hot oil. And because of this simplification, 
our prices are lower than before, the increase in values 
amounting to from 10% to 20%. 


The practical result 
for the Distributor is this: 


1. He can buy a better hose at a lower price. 


2. He can choose for his stock two brands, in 5 sizes, 
and from that stock can supply at least 754 of all 
requirements. The balance of all demands can be 
shipped from our stock, or manufactured on 
short notice. 


This removes from the Diamond Distributor the burden of 
dead and slow-moving stock. The wanted sizes can be kept 
in good order, conveniently arranged. Customers always 
receive clean, new goods. Turnover is speeded up, and con- 
fusing details are eliminated. 

There is a Diamond representative near you, with whom 
you can discuss this new idea, and the methods by which it 
may be used to increase your own profits. 





RUBBER BELTING HOSE - PACKING 











JULY, 1929 MILL SUPPLIES 37 


Wis is YOUR stock 


ee. 














ap 4. Gn Gy Bn 4 4 Gh Ay Ab, S 


Use x/ 


E MAINTAIN this immense stock* of finished ROCK WOOD Pulleys 

—thousands of pulleys in over 2,000 sizes—in order that your custom- 
ers may always be supplied quickly. The demand for these better pulleys is 
steadily increasing. Our national advertising in leading industrial papers is 
educating factory executives on the importance of these efficient pulleys for 
maximum machine output... Carry a small stock of popular sizes on hand 
and draw on our complete factory stocks for other sizes. Write or wire your 
special orders and we will make immediate shipment to you or direct to 


your customer. 
* Above illustration shows only a portion of our complete stocks. 


THE ROCKWOOD MANUFACTURING CO. THE OHIO VALLEY PULLEY WORKS 
INDIANAPOLIS, INDIANA MAYSVILLE, KENTUCKY 


“Divisions of General Fibre “Products, Inc 


Over 2,000 Stock Sizes 





on? WALLEY PULLEY Wop KS, 
—a complete range from 114” to 14” diameter, always on hand. atte B R: OWN | NG ron Be 
Larger sizes, up to 72” diameter, made promptly to order. In tig. : 
ordering, give this information for each pulley: Diameter, width ASG a 2) URABILITY. ¥ v: Ss: Ay 
of belt to be used, size of shaft and kind of machine on which to LEE: KENTU cK 


be used. Write today for your list of stock sizes and prices. 
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quit right now!” 








orders.”’ 


interested in. 








POWER covers the specifica- 
tion, installation, operation and 
maintenance of all facilities and 
attendant services necessary to 
the generation and application 
of power to mechanical equip- 
ment throughout the plant. 
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SELLING CROSS INDUSTRY 


¥ of 
i 
Be 
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““‘Whooee—! 


& Sons, Distributors. 


“The fellow who 
friendship basis 


INKY BOWERS was talking. Two months asa 
distributor's salesman had given him some new 
ideas and this was apparently his latest. 


Walt Macy jerked his feet off the desk with a 
start, “Say what the h— are you talking about now. 
Who gave you that idea?” 


‘“*That’s all right, Walt, about who gave me the idea 
If I didn’t think that I could walk in on a new account 
and sell just the product alone—on its own merits 


You’ll set the whole world on fire 
yet, Pinky. Who’ve you been talking to anyway?” 


“‘Well—you know Jack Casey—selling for Blair 
He was waiting in the hall down 
at the Roscoe Pump Company the other day. When 
I walked in he saw my card and introduced himself. 
He’s a darned good egg even if he is a competitor. 
He said that he’d heard that I was on that territory 
now and just wanted to get acquainted. 
nice of a fellow like him to sit down with a new man 
working for a competitor and talk like an old friend 
about how to sell.’’ 


‘“‘Now listen, Pinky—shut your trap and listen to 
some straight reasoning for a minute. 
that Roscoe Pump account so much that he’d buy it 
if he could. He’s known as one of the greatest back- 
slappers and hand shakers in the country. And if 
anybody has gone after business on a friendship basis 
he’s the guy. Why he’s even sold himself to you in 
one short session.’ 


‘‘Well I may be idealistic and all that, Walt, but 
I’m not going to go around slapping backs to get 


“Ye Gods, man, you don’t have to slap backs. 
That isn’t the kind of friendship I mean. 
to build the kind of friendship that gives a customer 
confidence in you, makes him think of you first as 
being on the level and wide awake to everything he’s 


INDUSTRIAL ENGINEERING 
covers all phases of plant main- 
tenance and service to industry, 
including specification, installa- 
tion, operation of the electrical 
and mechanical systems necessary 
to production. 


FACTORY and INDUSTRIAL MANAGEMENT is the 
professional journal of executives in major manufacturing and 
allied industries whose primary responsibilities and interests 
are in efficient low-cost production and overall plant operation. 








It’s mighty 


Jack wants 


You ought 
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“Friendship—why all selling is more or less based 
on it. Look what the manufacturers of all the lines 
we sell are doing to get friends for their products. 
They find out who they’ve got to sell—then they figure 
out what those prospective purchasers do and what 
they’re interested in. 











~ 
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WERT rower 





“If a wide awake manufacturer finds that his 
products are usually sold to the plant engineer, master 
mechanic, chief electrician or anyone in the mainte- 
nance end of the plant, he advertises in Industrial 
Engineering. The men who buy his products are 
interested in that magazine and the field it covers. 


It’s the logical way for him to get on friendly terms 
with ’em. 





“If his product goes into the production end of the 
plant he advertises in Facto1y and Industrial 
Management. That’s the production executive’s 
magazine and it’s especially good because it is full of 
just the type of information that interests production 
men in all kinds of manufacturing plants. 








“And Power is another one that makes a lot of 
friends for a manufacturer. Every plant uses power 
of some kind—a lot of them make their own and 
they’re always hunting for the kind of information 
that they find in Power.” 


“Gosh, Walt,—I didn’t look at it that way. 
Casey was stringing me for fair, wasn’t he?”’ 


‘‘Why man—the whole thing is based on friendship 
—of the kind that comes from helping a man do a 
better job in his plant—helping him buy with his eyes 
wide open and giving him service when he needs it. 


“You'll need a lot of friends before you get through 
and the more advertising the manufacturer has done 
to win friends for the lines you’re selling the easier it 
will be for you to build up a real volume of business.”’ 


oy O39: 
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FACTORY and INDUSTRIAL 
MANAGEMENT 
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INDUSTRIAL ENGINEERING 
POWER 


McGraw-Hill Publications 


MeGraw-Hill Building, Chicago, Ill. 
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Efficient Operation, 
Maximum Production 
and Low Power Costs 
in this Group Driven 
Wire and Nail Mill 


In this well ordered, well lighted wire and nail of installation, lowest wiring and control costs, 
mill the economical transmission of power has been greater flexibility, high power factor and lower 
assured by the use of group drives. Sturdy mo- current cost, fewer motor repairs and other 


tors of larger horsepower rating effect sav- E R 
ings in the cost of electric current as well | ! oe 
pie tin ein di i. we” So \C If you have any transmission problems to 
as in maintenance. Penalties for low \ oe , 
, ; gm (S oF solve, the Power Transrnission Associa- 
power factor are avoided and continuous Q A ces ae ; : ; ; 
ge EAS tion will supply you with facts that will 
production assured. Sy 


help you select the most efficient and 
L economical power distribution system for 

MEMBER OF your plant. Write for booklet. 
POWER TRANSMISSION ASSOCIATION 


substantial savings. 








Group driving from electric motors to 
line-shafting will result in lower first cost 


Dodge Manufacturing Corporation 
Mishawaka, Indiana 





Group Drive for Power Efficiency and Economy 
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Standardize ( Question 





















(= comprehensive pro- 


gram of sales promotion 
direct with the consumer 
and localized in behalf of 
each of our distributors has 
as one of its aims the 
strengthening of his posi- 
tion with the comsuming 
trade. This program has 
the universal support of all 
of our distributors. 


Che Mechanical Rubber Co. 


‘MARCO / 


{ ‘cub 


f 
L 


“We Back&t, 


CLEVELAND, OHIO 
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Here’s a Real Labor Saver 


For Manufacturers of Goods in Metal, Glass, 
Celluloid, Rubber, Wood and Other Materials 


Will replace the scratch brush 
° for mat finishing and similar 
Clinan Ne OS. effects on all classes of goods— 


it will replace the use of dis- 
Paten ted agreeable acids for this work. 


It furnishes a modern, cleanly 
way of cleaning moulding sand 
from patterns and castings. 

Finishes may be fine, medium 
or coarse on all materials as 
desired—but, most important, it 
will always be uniform — no 


streaky, uneven results. 


Any article to be plated should be sand blasted first—it will 
result in a more permanent plate, quicker plate, and a saving of 
time in plating and a saving of current. 


The most inexperienced person can operate it without instructions 
—the work cannot be spoiled. 


Metal Goods of Every Kind and Description Should be Sand 
Blasted to increase Plating Durability. 


The sand blasting process is fully treated in our catalogue. It 
improves your plating, making a surface to which the plate 
will adhere more securely and much more rapidly and so sand 
blasting saves time in plating, and improves your finish—very 
desirable ends you will agree. This also applies to articles to be 
painted, sprayed, enameled or otherwise treated. Mat finishes of 
various degrees are quickly secured. 


ect LEIMAN BRO 
Illustrated Catalogue * 





23P Walker St. 
New York 


Makers of good machinery for 40 years 








Osborn Mfg. Co. 


Lustre Supply Co. 
Colcord Wright Machy. & Sup. Co. 


Foreign 


T J LOS ANGELES—Butcher Co. DETROIT—Chas. A. Strelinger Co. 
hese 1 Shaw Palmer Bakewell Co. 
Supply CHICAGO—Crown Rheostat & Supply Co. ST. LOUIS—Lasalco, Inc. 
Houses BALTIMORE—Kemp Machy. Co. 
Now BOSTON—Hayes Pump & Machy. Co. 
Sell TORONTO—Williams & Wilson SEATILE—Cen & Co. 
MONTREAL—Williams & Wi!son 
Them 


QUEBEC—Williams & Wilson 


ENGLAND—tThos. Ashton, Ltd., Sheffield 
Buck & Hickman, London 
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You can always sell 
W orthington Pumps 


= to the mill supply dealer, are the Aladdin’s lamp of 
selling. When all else fails, the salesman knows that he can 
rub up on pumps with a reasonable certainty of doing business. 

Provided ... .and here’s the vital point .. ... provided his 
line is broad enough in scope to meet the varying requirements of 
his prospective customers. 






The dealer who handles Worthington products can offer his 
trade a wide range of choice in type, drive and size. He has 
no axe to grind .... no one class of pumps to limit his sales 
effort. Whatever the customer’s need, he can offer a Worthing- 
ton Pump that will do the job as it should be done. 





Wi Ss 
S54; pea : ; 
ZZ ASS And the same is true of the Worthington line of compres- 
/WORTHINGTON sors ... whatever the requirement, the right machine can be ° 
DEALER LINE found in the Worthington catalog. 
CENTRIFUGAL PUMPS : . 
(Plain and Ball Bearing) Write for information on the Worthington franchise, backed 
DIRECT-ACTING by liberal cooperative policies, national advertising in the 
STEAM PUMPS 1 1 1 ; { ‘ s 
(Sieben and Dacpies) trade publications, and a reputation recognized in every industry. 
DUPLEX PISTON 
POWER PUMPS WORTHINGTON PUMP AND MACHINERY CORPORATION 
—......._— Executive Offices: 2 Park Avenue, New York, N. Y. 
‘ae wee GENERAL OFFICES: HARRISON, N. J. 
VERTICAL COMPRESSORS 














(Air and Water Cooled) 
HORIZONTAL COMPRESSORS 
(Steam and Belt Driven) 7 


5-7 
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Oniy AMES SHOVELS have the 
R-MOR-D 
handle 














MORE 


AMES 
SHOVELS 


are USED than any other kind 


The complete “All Star” Ames line includes the 
genuine QO. Ames Four Star, the Ames 3 Star 
and the Ames 2 Star to meet every need. You 
will profit best if you “look for the stars” on 
every shovel you buy. 








AMES SHOVEL AND TOOL COMPANY 
NORTH EASTON «<> MASSACHUSETTS 
ST. LOUIS, MISSOURI - - - ANDERSON, INDIANA 
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- WITH WHICH IS CONSOLIDATED 


_ INDUSTRIAL DISTRIBUTOR and SALESMAN 
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FOUNDED IN 1910 BY ELMER CRAWFORD 








ls There a— 
ummer SALES SLUMP? 


Nineteen Prominent Distributors Tell How 
Their Business Shapes Up in July and August 


HAT about the mill supply business during 
the summer months of July and August? Is 
there a natural slowing up? 
causes it? 


If there is, what 
Is there a tendency for salesmen to lie 
down on the job during the hot weather? Do buyers 
seem to hold off purchasing until the fall? What 
effect do vacations have on summer business? When 
sales during this period do slump off, what plans 


have proved effective in boosting them to normal. 
. 


These questions are especially pertinent at this partic- 
ular time, when all of us are facing the summer period. 
And so Mitt Supp ies is glad to be able to present to 
its readers the experiences of 19 outstanding distributors. 

“We have never found that our business slowed up 
during the summer months. In the past, a large part 
of our sales have been made to the sawmill trade and 
during the summer the mills run longer and operate 


without loss of time, owing to better weather conditions. 
* 





“No,” says Howard M. Schramm, 
“our business does not slow up during 
the summer months.” 
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Vacations do not cut into our 
business heavily because we al- 
ways distribute them over a pe- 
riod of about four months.” H. M. 
Schramm, president, Turner Sup- 
ply Company. 

ee « 

“Our records for a number of 
years back show that there is a nat- 
ural slump in the summer of from 
5 to 10%. This does not mean that 
we are not working hard but, like 
many others our vacation period ex- 
tends from May to September. 

“Naturally, our salesmen double 
up during this period and threfore 
are not able to make as many calls 
as when our full force is working. 

“At this very time, vacations are 
also in progress in many of the in- 
dustrial plants and, as a result, when 
our men call, the fellows they must 





“Yes,” says E. P. Welles, “we have a 
natural slump during the summer of 
from 5 to 10 percent.” 
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P. R. Helm 
“Formerly, we did have a 
slowing up of business in 
July and August, but this 
has not held true during 

the past few years.” 





W. C. Hunter 
“In recent years, July and 
August have been as good 
as any months in the year.” 





V. C. Boyd 
“We always experience a 
normal lessening of busi- 
ness in July and August.” 


proper frame of mind.” W. T. Todd, Jr., Somers, Fitler, 
and Todd Company, Pittsburgh, Pennsylvania. 


* 


“There is no particular slowing up of business in 


see are very apt to be away from their desks. 

“We try to work hard enough prior to the summer 
period so that we have enough orders booked ahead 
to keep our sales fairly steady. Yet we do have a 
little slump, the degree of which depends largely 
upon the general trend of business at the time.” 
Ik, P. Welles, president, Charles H. Besly and Com- 
pany, Chicago. 

“Our records, dating back for eight years show 
that July and August are two of our biggest months 
in the vear. This is true in spite of the fact that at 
this time at least two of our salesmen are on their 
vacations.” C. J. Salm, vice-president, Dixie Mill 
Supply Company, New Orleans. 


* * 


“There is comparatively little difference in our 
monthly sales during the year. Our line is varied 
and when business slows up in one particular group, 
it improves in others, so with the exception of June 
and October, which usually are our biggest months, 
the others run about the same.” S. S. Clary, general 
manager, James McGraw, Incorporated, Richmond, 
Virginia, 


“| have examined our books for the last six years 
in respect to total sales and find that the summer 
months do not affect our business. 

“T feel, however, that the extreme weather we 
have to contend with in summer is a handicap, for 
individuals tire quicker at this time and hence appear 
to be letting up in their work. Then, too, there are 
such added attractions as picnics, ball games, golf, 
and vacations which cut into business. I would say 
that it is not an intentional letting up on the part of 
individuals but that it is due more to causes over 
which we have no control. 

“Sales campaigns, properly handled, are produc- 
tive of results. During July and August we shall 
send our salesmen additional sales helps in the way 
of attractive mailing pieces prepared by one of the 
national advertising organizations. My purpose in 
fostering this campaign is not because business slows 
up. However, I do believe we can increase our sales 
materially in this way, as I feel that each salesman has 
a greater opportunity to get results if he is kept in the 





B. H. Ackles 
“We do find a slackening 
of business in the automo- 
bile industry in July and 
August and this naturally 
affects our business.” 





A. M. Smith 
“There is no_ particular 
slowing up in our business 

during the summer.” 





A. G. Ruddell 
“July is usually normal, 
but during August business 

slows up considerably.” 


“We never let up on our plans for keeping sales 
up, whether it be summer or winter, and we are con- 


‘ stantly striving to pep up our men, so that they will 


keep their sales steady the year around. 


. . a F ad y > ’ ) . arasiak . - is : * Ss si . o . 
our section during July and August. In fact build- We don't believe there is any such thing in our 


ing and road construction work are at a very high 
level at this time and therefore, our lines of con- 


territory as a seasonal slump.” Alvin M. Smith, 
president, Smith-Courtney Company, Richmond, Vir- 


aetnee” webctinere « - ETE SAT Ie ginia. 
tractors’ machinery and supplies are very active. ; me ‘ 
“Vacations, however, do produce a very hectic 
situation, due to the shortage of help while they are “We used to have a slowing up of business during 


going on. 


ing in the summer, but, if so, we know nothing of it. 
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July and August, but not during the past two or 
“It may be that some buyers do hold off purchas- three years. 


“One of the reasons for (Continued on page 74) 
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How I Get the Jump on the 
Other Fellow 


“Selling mill supplies means calling on plants in many industries, 
handling hundreds of items, selling the right product for the 
particular job, pushing those lines which render a reasonable 
profit, keeping up with the market, and making as sure as is 
possible that goods sold will be paid for when the bills come due”’ 


EPING on your toes and 
hustling is one of the most 
important of all selling 

At least that has been 
my experience and I have been 
on the road selling for some 17 
years. 


factors. 


For unless you maintain 
steady contact with your custom- 
and you cannot 
hope to get their business. And 
maintaining steady contact means 
hustling. 

Of course, 


ers prospects, 


mere contacting 
alone will not bring in the busi- 


ness, You must go further than 
that. You must perform a real 


selling service. I always manifest 
a real interest in the business of 
each of my customers. I am not 
interested in just selling merchan- 
dise, but I am vitally interested in 
selling merchandise which ‘fits 
best the specific requirements of 
my customers. In addition to sell- 
ing the best product for the particular job, I make 
it a point to pass helpful suggestions along to my 
customers whenever the opportunity presents it- 
self. If I can point out diplomatically how a specific 
job can be done better, I am just setting myself in 
a little more solid with my customer, thus making 
it that much harder for a competitor to break in on 
the account, 

In order to do a constructive job of this kind, it 
is necessary to study each account carefully. Fur- 
thermore, the facts picked up from studying one 
customer’s requirements may help considerably in 
selling another customer. 

Another thing I have learned from long experience 
is that a fellow selling should be a teacher as well 
as a salesman. When you find a prospect whose 
methods are not right up to date, set him right, 
but in so doing be sure not to offend. 

The same thing applies to the fellow who is in a 
“rut.” Frequently, a salesman can bring a customer 
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By T. M. Brown 
Salesman, Alamo Iron Works, 
San Antonio, Texas 


out of the “dumps” if he will but 
use a bit of common sense. 

I keep my eyes and ears open 
on every call and when I[ run 
information which may 
lead to future business, | make a 
note of it. In this way, I can 
frequently get the jump on the 
other fellow, many times landing 
the order before he 
wind of it. 


across 


even gets 

Obviously we salesmen must 
keep up with the market. It is 
essential for us to keep in close 
touch with our lines and the other 
fellow’s, too. In addition we must 
be on the lookout for new and 
improved products — products 
which may do particular jobs just 
a little bit better than the older- 
style products. 

In connection with introducing 
new products, | make it a point 
to show them to factory superin- 
tendents and mechanics wherever possible, rather 
than purchasing agents. For superintendents and 
mechanics are the fellows who come in close contact 
with the actual work done in the plant and they 
are much more apt to become interested in a new 
article, provided it fits their needs, than is the pur- 
chasing agent, whose job is purely one of buying. 

In my sales activities, I run up against a good 
deal of direct-selling competition—competition where 
the factories sell the consumer at about our cost. 
This is an impatient age and if the distributor does 
not buy often enough to suit manufacturers, they 
get the idea that they can do better by going around 
the distributor, cutting prices as they go. How- 
ever, this does not help pep up business any, It 
makes it harder for all of us. 

You can sell the pleasure-seeking public anything 
that gives pleasure. By the same token, you can sell 
those things which will help make money with which 
pleasure can be bought. (Continued on page 91) 
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Getting Rid of | 


*‘Our Plan Helps Keep Slow- Moving 
Items on the Go,’’ Says S. F. Wood- 
bury, Prominent Western Dustributor 
of Industrial Supplies and Equipment 


[Lf surplus-stock problem is probably one of 

the most perplexing facing the industrial dis- 
tributor, or any other distributor for that mat- 

ter, today. Slow-moving stock cuts deeply into the 
profits. 
Yet is bound to accumulate a 


every distributor 


certain number of slow-moving items, regardless of 
the precaution he may take. 


help 


Card systems and other 


records guard against the accumulation of 








Surplus Stock List 


of 


/ 


WOODBURY & WHEELER Co. 





- Distrrbutors of 
Shop and Milt Tools and Supplies 


SECOND and PINE STREETS 
PORTLAND, OREGON 























“dead” stock, but they are not foolproof by any 
means. And the reason why overstocks can not be 
eliminated entirely is obvious, when you stop to 
think of the many situations which may give rise 
to them. 

For example, overstocks may be the result of bad 
judgment in buying; wrong conclusions as to local 
consumption ; poor selling seasons which are unfore- 
seen; changes in style; or modification of standards. 

Naturally, the longer surplus merchandise is held, 
the less salable it becomes. It gets shop worn and 
frequently out of date. Therefore, it is just good 
business judgment to keep stocks of slow-moving 
items at a minimum. 

In meeting the problem of slow-movers, we have 
benefited greatly from the experience of other mer- 
chandisers, Let us take department stores, for in- 
stance. In order to keep their stock fresh and up-to- 
date, they put all their left-over straw hats on the 


bargain counter around the first of August. These 
hats are gotten rid of at a low price. 
The shoe store follows the same procedure. [xtra 


large or small-sized shoes and other surplus stocks 
are advertised and sold at under-the-market prices. 


HIN the automobile accessory dealer discovers 

that automobiles are being equipped with 
visors, fog lights, cigar lighters, gas filters, and a 
dozen or more accessories, that formerly were good 
items for him to handle, he prices the stock he has 
on hand attractively so that of the 
model automobiles will buy it. 


owners older 

The clothing merchant, too, when he finds out that 
double-breasted suits are going out of style, promptly 
puts all his suits of this model on sale. And there 
are always enough sensible, old-fashioned people 
left, who recognize good cloth and good value, to 
grab off these bargains. 


“When an analysis of our annual inventory shows 

that we have in stock a considerable number of 

slow-moving items, we get out a surplus stock list 

and offer the merchandise at lower than market 
prices subject to prior sale.” 
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Surplus Stock 


By S. F. Woopsury 


President and Manager, Woodbury and Wheeler 
Company, Portland, Oregon 


Why, therefore, should not an industrial supply 
distributor reduce his stock of rivets, when he finds 
that welding is replacing them? And why, also, 
should not this affect his stock of drills and reamers ? 


How can we distributors hope to get full price for 
old “V” type thread taps? Why should we not stim- 
ulate the sale of hexagon head bolts by tacking on a 
lower price than the current price on square head 
bolts, which the customer prefers but which he does 
not absolutely need? 


If we have on hand an extra large stock of carriage 
bolts, lag screws, washers, and the like, which were 
bought for ship work, and we discover that the stock 
is not moving because most of the ship repair work 
is being done at another port, why should we not 
sell these items at a lower price? 


HEN we are overstocked with air hose, mill 

hose, or mechanical rubber goods, which de- 
teriorates with age, is it not good sense to price this 
overstock below the market so that our customers 
will buy it and gamble on its deterioration? 


There is no getting around the fact that the aver- 
age industrial distributor has a surplus-stock prob- 
lem. It is up to him to meet it just as merchandisers 
on other lines meet their problems. 


Here is how we handle the situation. When an 
analysis of our annual inventory shows that we have 
in stock a considerable number of slow-moving items, 
we get out a surplus stock list and offer the merchan- 
dise at lower than market prices, subject to prior 
sale. The stock carries the regular guarantee and 
any found defective is replaced. 


In getting out these stock lists, our experience has 
been that a mere offering of items is a waste of time. 


The buyer wants complete information on all the 
items offered for sale—sizes, figure numbers, brands, 
list prices, discounts, f. o. b. point, terms, and guar- 
antee. When he has all these facts in a well-com- 
posed, well-bound, orderly-compiled, and correctly- 
indexed booklet, a buyer will keep it before him and 
buy from it. 
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S. F. Woodbury 


“In addition to moving dead stock, our 
surplus stock list puts new customers on 
| the books.” 





Prices on surplus material, naturally must be bet- 
ter than the customer is getting regularly, else he 
will not purchase for future requirements. 


We gen- 
erally put our cost in on these items. 


The proposi- 
tion has to be exceptionally attractive in order to 
make the buyer keep the list before him and go out 
of his regular routine to select from it. 


In addition to moving “dead” stock, our surplus 
stock list puts new customers on the books. These 
customers are attracted by bargains, but then it is 
up to us to show them why they should continue 
to patronize us. 


The surplus stock list also provides an excellent 
opening for our salesmen in making calls. And 
then, too, the labor of taking inventories and getting 
a list ready is beneficial, for it stimulates the entire 
force in many ways. 


LL in all, we think the surplus stock list is an 

excellent medium for eliminating slow-movers 
and getting new business. It has proved well worth 
the time and expense involved in taking inventories, 
segregating items, and printing the book. 
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Get Inside the Plant— 


Study your catalog, have con- 
fidence in your lines, your house 
and your customers, and get in- 
side the mill or factory, where 
you can talk with the men who 





DON’T believe any man really knows just how 
T he sells goods. He generally adheres to cer- 
j tain well founded rules of salesmanship, and 

in many cases inherits or develops certain 
outstanding qualities which are important factors in 
his success, but, generally speaking, he cannot say, 
| do it,” and then go ahead and tell 
his story, for lines, individuals and conditions alter 


“This is how 
cases. However, experience is a great teacher, and 
the salesman who has been at the game for some 
time can generally pass on a few thoughts that 
will be of value to the young “knight of the grip.” 

If someone were to ask me what I consider my 
greatest asset in achieving the modest success I 
have had in selling mill supplies, I would answer 
without hesitation, “My memory.” The buyer is 
human, and it is therefore only natural that he 
should be pleased when a man he has met but once 
comes in and calls him by name, and that he should 
immediately have a certain amount of confidence in 
the visitor. 


“But,” some of my readers may ask, 
what has memory to do with that? It is a simple 
matter to secure the name of the buyer from the in- 
formation girl.” True, if every plant upon which one 
calls had an information desk 
on whom to call. 


and only one man 
But what about the men out in the 
plant whom it is so necessary to see if one is to doa 
successful selling job? 

But a good memory serves in other ways. It keeps 
aman “on his toes” as regards a buyer’s character- 
istics and the things that interest him, the activities 
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use the goods you sell. 


By AVERY EASTER 
Salesman, E, C. Atkins S Company, Incorporated, 


Memphis 


of the company the buyer represents, and the salesman’s 
own company’s lines, prices and policies. 

To tell the young salesman how to develop a good 
memory, however, is a different thing. I simply 
cannot do it, for I have never consciously done any- 
thing to develop my own memory. I guess it’s just 
a natural gift. On one occasion I[ called a man by 
name whom I[ had not seen in 20 years; on another, 
I did the same to a man whom I had not seen in 30 
years. Often I will lie awake a large portion of the 
night trying to think of the name of an individual 
upon whom | wish to call in the morning, and with- 
out success. The next morning I will make my call, 
with my head swollen from long brain racking dur- 
ing the night, and invariably the moment I take the 
buyer’s hand his name flashes into my mind. 


WwW" ONCE had a young salesman who was very 
desirous of being able to call people by their 
names in every plant he entered, so he formed the 
habit, after he left a plant, of writing the names of the 
men he had met, on the side of the doorway, where 
he could see them when he returned, That is a rather 
humorous example of a man trying to bolster his memory, 
but it gives rise to the thought that a pencil and note- 
book are great memory abetters. 

My first advice to the young salesman for an in- 
dustrial supply house would be to study his catalog 
until he knows his lines thoroughly, and to secure 
for himself complete confidence in his house, his 
lines and his customers. 
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(if You "Want to Do a 


SELLING JOB 


The next important point I would make is to get 
out into the plant. Candidly, I don’t bother to call 
on companies where it is absolutely impossible to get 
inside the plant, for I cannot do a complete selling 
job for my company and render proper service to 
the buyer unless I do get inside the plant and talk 
with the men who use the lines we sell, or supervise 
their use, and unless I am sufficiently familiar with 
the plant’s operations to be able to advise the buyer. 


HERE is no end to the good a salesman can do 

for himself, his house and the buyer if he gets out 
into the plant and makes good use of his time. In 
talking with the superintendent, foreman, or mill- 
wright, he has a great opportunity to sell them on 
the lines his company handles, and they being the 
men responsible for plant operation, wield a strong 
influence in the selection of items purchased, If the 
salesman knows his stuff, and demonstrates the fact, 
he soon wins the confidence of the men in the plant 
with whom he comes in contact. 

In walking about the plant, the salesman has an 
opportunity to check up on items needed and to make 
suggestions to the men responsible for making requi- 
sitions. 

Another advantage the intelligent salesman has 
when he gets inside the plant is that he can often 
see where buyers would benefit by buying a different 
type or size of item than they have intended order- 
ing, and make the necessary suggestion. The ob- 
serving salesman can also often suggest changes in 
equipment which will not only mean business to his 
house, but more efficient plant 
operation for the purchasing com- 
pany. In this, however, the sales- 
man must be careful. He must 
have confidence in himself and he 


Mr. Easter 


considers his 
memory as his greatest as- 
set in selling. The moment 
shakes hands with a 


his confidence and his permission to enter the plant. 

On one where the purchasing agent 
wouldn't allow me to go inside the plant, I paid a 
colored boy fifty cents to deliver a note to the super- 
intendent and mill foreman, asking them to be my 
guests at dinner at the hotel in the evening. They 
accepted my invitation, and I talked with them and 
learned what they used in their plant, sold them on 
our lines and finally got them to requisition some of 
our stuff. The order totaled only a dollar and a half, 
but it resulted in the purchasing agent calling me back, 
and my ultimately getting inside the plant. 


AN YTHER buyer greeted me with the informa- 
tion that he didn’t buy anything from drum- 
mers. When he wanted anything, he ordered direct 
from the factory. I informed him I wasn’t a drum- 
mer, that I wasn’t trying to sell him anything, but 
just wanted to get better acquainted with him. He 
invited me to sit down, and, after a few minutes con- 
versation, asked me what I was. 
salesman; not a drummer.” 


occasion 


I replied, “I ama 
Well, I won the man’s 


confidence that very day, and before I left he called 
some of his plant men in and gave me an order for 
(Continued on page 96) 


$479 worth of our goods. 


“know whereof he speaks,” else he 
is in danger of getting his house in 
bad with the buyer should the 


buyer whom he has met be- 
fore, the buyer’s name 
flashes back into his mind, 
even though he had thought 





. he had forgotten it. 
equipment not perform the way he 


had expected it would. 

I don’t usually have much difficulty in getting into 
a plant, but occasionally, like all other salesmen, | 
run into a tartar. My usual procedure is to call upon 
the purchasing agent, where there is one, and gain 
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Theodore N. Beckman ts one of the out- 
standing economists in the United States 
and a recognized authority on distri- 
bution. He is the author of several 
well-known books, including “Whole- 
saling,” ‘Credits and Collections in 
Theory and Practice,’’ and Co-author 
of ‘Collection Corrrespondence and 
Agency Practice.”’ 


N THE absence of the distributor, the consumer 
would have to purchase his goods from hundreds 
of sources of supply instead of concentrating his 
purchases with a few concerns. This would neces- 
sarily entail a tremendous amount of correspondence, 
postage, and bookkeeping. In the place of one ac- 
count with a single distributor, or perhaps an ac- 
count with each of two or three supply houses, the 
consumer would have to keep an account in his pur- 
chase ledger for each of perhaps a thousand different 
factories. Certainly, correspondence would have to 
be carried on even with a larger number of manufac- 
turers in order to keep abreast of the times and 
check up on newer and perhaps superior sources of 
supply. The work involved in checking and balanc- 
ing these accounts, auditing hundreds of statements. 
tracing numerous shipments which have been de- 
layed in transit, and writing hundreds of checks each 
month is another good reason why consumers turn 
to the distributor instead of buying direct from the 
manufacturer. 
Prevents delays in production. In maintaining a 
large and varied stock from which orders may be 
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he 


The 
Distributor 


But 


By ‘THeoporE N. BECKMAN 


Professor of Marketing, Ohio State University 


filled without delay, the industrial distributor not 
only enables the consumer to buy in small amounts 
and release much capital from inventories, but at the 
same time prevents undue delays in production. In 
case of any breakdown in the plant where parts are 
needed for immediate repairs or when a shortage 
in supplies is suddenly discovered, it is not neces- 
sary to stop production or to delay it for any ex- 
tended period of time, for needed supplies can be ob- 
tained on short notice, especially when any partic- 
ular attention is given to emergency orders as is 
usually the case. This work is facilitated by the 
more frequent calls of the mill supply house sales- 
men and their constant check on supplies in the hands 
of customers. 

Backing up guarantees. The distributor generally 
guarantees the quality and reliability of the thou- 
sands of items he handles. This guarantee may be 
both implied and explicit, The very fact that the 
distributor stocks a certain item is more or less of a 
guarantee of its desirability, for he generally places 
all items under the microscope before stocking them. 
He employs trained buyers who study the merits of 
each item before it is added to stock, and investigates 
the guarantees which the factories furnish. These 
specialists and experts can be fully depended upon 
and the consumer can be certain that factory claims 
and guarantees will be made good at the behest of 
the distributor, All that the consumer needs do is to 
take up the matter with his distributor instead of 
corresponding with numerous manufacturers who 
are located at a distance and to whom any one of the 
users of his product may mean very little and hence 
be given little attention. To be sure, most manu- 
facturers are reliable and honest. Some of them are 
not, especially those of the fly-by-night species. The 
distributor’s success, on the other hand, is insepar- 
ably connected with that of his customers. Besides, 
he expects to remain and operate in the same terri- 
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ssential Services, Too 


tory for many years. It behooves him, therefore, to 


be reliable, dependable, honest, and, truthful. 
Handles complaints. Closely connected with the 
preceding function is that of handling complaints re- 
garding quality of the goods, quantity, and various 
other matters. Such complaints and requests for 
allowance are at best annoying and unpleasant. When 
buying from a distributor, all complaints and re- 
quests for adjustment are directed at the same per- 
sonnel. They are all aimed at a single target in- 
stead of directing them to scores of producers. Even 
claims against carriers, when they are apparently at 
fault, are in some instances handled for the consumer 
by the supply house, thereby relieving the customer 


other words, he not only sells goods but also fur- 
nishes many essential services. Just like the ulti- 
mate consumer who is in the market, say, for apples 
wants those apples to. be of a certain size and grade 
and in very small quantities conveniently available 
at the nearby store where he probably buys them 
on credit and has them delivered, so is the consumer 
of industrial goods. The buyer of the apples pur- 
chases apples plus, and, it is interesting to note, that 
the plus item consisting of the various ways in which 
he wants those apples in his home may be respon- 
ible for the major part of the cost of the apples to 
the consumer. Indeed, the cost of bringing that prod- 





of much _ inconvenience. 
Obtains new goods 
quicker, It is also claimed 
that most factories intro- 
duce new items through 
the distributor, because 
wide distribution can thus 
be obtained most econom- 
ically and within a short 
space of time. This en- 
ables the distributor to 
inform his customers 
quickly of these new items 
which may tend mate- 
rially to increase produc- 
tion efficiency or to im- 
prove the quality of the 
finished product. 
Conclusion. It thus ap- 
pears that the industrial 
distributor is not merely 
supplying his customers 
with merchandise, equip- 
ment, and supplies of va- 
rious kinds, but presents 
them in a way in which 
the consumer wants to 
have them presented. In 
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The Beckman Series to Date 


I. “A Common Fallacy Concerning Distribution.”’ 
When a manufacturer sells direct he is not eliminating 
the distributor’s services, but is simply going into the 
distributing business himself. 


II. ‘The Place of the Distributor in Industrial Mar- 
keting.’? The industrial distributor can bring his 
products to the consumer at lower prices than when 
direct buying or selling is practiced, so long as he oper- 
ates with a reasonable degree of efficiency. 


III. ‘‘The Industrial Distributor—a True Purchas- 
ing Agent.’’ The average consumer will find that his 
buying cost will be considerably reduced if he patron- 
izes his local industrial supply house. 

> 
IV. ‘“Cuantity Buying and Hand-to-Mouth Selling.’ 
By buying in large quantities, the distributor effects 
economies which are passed on to his customers in the 
form of lower prices. 


V. “An Opportunity for the Industrial Distributor.’’ 
The distributor’s functioning is inseparably tied up 
with modern purchasing practices. He must take 
advantage of this opportunity and cash in on it. 


VI. “Distributors Render Financial Assistance and 
advice to Consumers.’ The distributor provides 
financial assistance in the way of credit, and he also 
furnishes valuable advice and market tips. 
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uct to him may be very much higher than the ex- 


pense of growing them. 
The case of the industrial 
consumer differs in no im- 
portant respect. In fact, 
it is quite analogous. 
What he generally wants 
is goods plus services and 
he should therefore stand 
ready to pay a reasonable 
amount for those services. 
Unfortunately, however, 
the distributor has done 
very little in making that 
fact known, except per- 
haps by calling attention 
to the service idea in a 
most general way. One 
must bear in mind that 
the word service has been 
so widely used, and still 
more widely abused, that 
it has no real meaning un- 
til it is individualized and 
made to stand for specific 
things. It is then that it 
takes on meaning, hence the 
importance of analyzing the 
distributor’s services. 















A. W. Lillon, whose 26 years of experience in the 

mill supply business stood him in good stead when 

he and his partner established their own business 
in Oakland three years ago. 


ARKET analysis and _ specialization have 

played a very large part in the success of 

the business of the Pacific Tool and Supply 
Company, Oakland, California, which has been built 
up in three short years by A. W. Lillon and B. H. 
Curry. 

While these two men had plenty of ambition when 
they started out, their capital was limited. And so 
they were up against a tough proposition trying to 
break into the territory which had always been 
served by San Francisco mill supply houses. 

But Lillon and Curry thought that by establishing 
their business right next door to the manufacturing 
industries of the East Bay district, they would be in 
a position to give better and quicker service and 


maintain closer contacts with their customers than , 


could the San Francisco houses. Ahead of them, how- 
ever, loomed the prospect of educating the con- 
sumers in their territory to buy supplies close at 
home. Had they the advantages of sufficient finan- 
cial resources to enable them to stock up on a large 
variety of tools and supplies for immediate delivery, 
their problem would have been greatly simplified. 
However, the prospect of carrying a complete stock 
of mill supplies was out of the question. So they 
attacked the problem in another way. They de- 
cided to specialize, 

They made a survey of the manufacturing indus- 
tries in the East Bay district. They went further 
than that. They got access to the sales records of 
supplies sold to the East Bay industries over a period 
of years. This list they checked and rechecked in 
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An interview with A. W. 
Lillon and B. H. Curry of | 
the Pacific Tool and Supply 
Company, Oakland, California 


order to get a good idea of the tools and supplies 
that were most often in demand by the local indus- 
tries. They were interested to learn how to build 
up a volume business with a minimum of stock. 
After studying the sales records, they went into the 
territory and for months interviewed purchasing 
agents and others who had a hand in buying. When 
finally they opened their stock room in the down- 
town section of Oakland they had a definite objec- 
tive on which to base their merchandising program. 
Their investigations had convinced them that the 
best way to get quick turnover was to handle only 
staples, consisting of such tools and shop supplies 
as were in steady demand all year around. It was 
a shrewd move on the part of Lillon and Curry, 
which has been justified during the three years that 
they have conducted their business successfully. 
They reasoned that a number of the larger mill 
supply houses in San Francisco carried not only 
staples but also complete lines of supplies for which 
there was only occasional demand. They hoped 
some day to be in a position to expand to render 
similar service, but for the present it was out of the 
question to tie up their capital in slow-movers. 


HE problem was only partly solved. To further ef- 
fect quicker turnover of their stock, the two part- 
ners decided to specialize in the production-shop 
field. There were several reasons that influenced 
their decision. First of all, with their limited re- 
sources they could not hope to cover the entire field 
of industrial units in the East Bay territory. Second, 
by selling mainly to the production shops they could 
develop a steady repeat business for tools and shop 
supplies used for production purposes, thereby, build- 
ing up a substantial volume of business. Third, the 
East Bay territory is a growing manufacturing cen- 
ter, in which some of the largest manufacturing 
plants of the Pacific Coast are located, 
Starting with these well thought out policies, the 
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By J. K. Novins 


Pacific Tool and Supply Company faced its biggest 
problem—to educate the production shops to buy 
their tools and supplies from them rather than the 
large mill supply houses across the bay in San Fran- 
cisco. It was obvious that the partners would en- 
counter considerable sales resistance. How could 
they break in? Others had tried it, but with poor 
success. It remained for these enterprising mill supply 
men to make a successful start in this direction. 


HEY went out into the territory, interviewing pur- 

chasing agents and shop superintendents. They 
said little or nothing about offering a wider range of 
supplies, better prices, or more complete service than 
the distributors already established. No, they could 
not hope to compete with the better established 
supply houses on that score. 

“Try us out on short orders,” they said to the 
men they visited. “We are located right next door 
to you, and can deliver the very same day that you 
give us your order. Try us out on supplies that you 
need in a hurry, for immediate production purposes.” 

That suggestion appealed to the production shop 
men. However, they continued to give the bulk of 
their orders to the larger supply houses, handing out 
only small orders for immediate delivery to the 
Pacific Tool and Supply Company. Some of the pro- 
duction shops have continued to favor the Oakland 
concern with only fill-in orders. Others, on the 
other hand, who have been impressed with the type 
of service rendered them, have shown a tendency 
to increase the size of their orders and to favor 
them with more regular business. 

To build up a growing volume it was necessary 
to organize the sales force properly, render a high 
type of service, and keep careful stock records. 

The sales organization was carefully planned. 
Three good salesmen were hired to cover the pro- 
duction shops in the Oakland territory, They were 
assigned to cover the production shops by indus- 
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B. H. Curry, in addition to having a wide experi- 

ence in the mill supply business, has also been 

identified with several leading industrial concerns 
in the capacity of credit man and treasurer. 


tries and not by districts. They were put on a salary 
basis, too, any salary readjustment being based on 
volume of business built up rather than spurts of 
effort during a certain week or month. 

“The way our plan works out,” Messrs. Lillon and 
Curry said, “two of our salesmen may be visiting 
two shops right next door to each other. It may 
seem like a waste of energy, but from our point of 
view it is the more desirable arrangement. Each 
man develops his prospect into a friend of the house 
as well as his customer.” 

The salary arrangement was intended to encour- 
age the salesmen to exert themselves to develop 
small orders as well as large ones. It is evident that 
the salesman working on a purely commission basis 
is likely to pass up small orders for the sake of those 
running into more money, and hence bigger commis- 
sions. And yet, it was the small order secured, per- 
haps after repeated calls, that was the very corner- 
stone of the success of this company’s business. 


URTHER,; the salesmen were trained to be some- 
thing more than mere order takers. They were to 
constitute an important part of the type of service 
that the company desired to develop. For instance, 
each salesman in the organization, as well as each 
stock employee, helps personally with deliveries 

when unusual service is necessary. 
The salesman who secures an order for quick de- 
livery is certain that the delivery will be made as 
If the regular boy is too busy to attend 


promised. 
to the delivery, one of the (Continued on page 89) 
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F. W. SWANSON 





President and General Manager, Globe Machinery and 


ROM early youth, Ff. W. 
Swanson had intended to 
hecome a lawyer but fate 


decreed otherwise, for soon after 
receiving his degree in law, he 


entered the employ of the Globe 
Machinery and Supply Company 
at the urgent request of his 
father-in-law, D. H. Buxton. 
He has remained with that or- 
ganization ever since. 

F. W. Swanson was born in 
Mason City, Iowa, October 10, 
1886. He spent his early youth 
there, graduating from the Mason 
City High School in June, 1904. 


Supply Company, Des Moines, Towa 





A GRADUATE lawyer, promi- 

nent distributor, successful 
manufacturer, and capable ex- 
ecutive—such is the envious 
record made by F. W. Swanson. 


Mr. Swanson entered the em- 
ploy of the Globe Machinery 
and Supply Company soon after 
finishing college. In six months’ 
time he was appointed manager. 
He has been in active charge 
ever since and under his guid- 
ance the business has grown 
steadily until now it is one of 
the leading distributing houses 
in the country. 


The company was incorporated 
in 1916, with Mr. Buxton as pres- 
ident and Mr. Swanson as vice- 
president and manager, in active 
charge of the business. In 1924, 
Mr. Buxton became chairman of 
the board and Mr. Swanson pres- 
ident and general manager. 


At the present time the com- 
pany maintains, in addition to its 
mill supply department with ma- 
chine and boiler repair shops in 
connection, a wholesale plumbing 
and heating department, special 
well goods department, and a 
manufacturing division. 








After leaving high school, he at- 








tended Drake University in Des 
Moines, Lowa, receiving his Liberal Arts Degree in 1907, 
and his Law Degree in June 1908. 

Before Mr. Swanson graduated from college, D. H. 

3uxton, who had established the Globe Machinery and 

Supply Company in 1893, asked him to come into busi- 
ness with him. Mr. Buxton, after having put in 7 very 
strenuous years as active head of the company, was com- 
pelled, on account of his health, to give up the active 
management. Therefore, he had been forced to put the 
management of his business into the hands of others, 
where it remained from about 1900 to 1908. During 
that time very little progress had been made. 

So on July 1, 1908, Mr. Swanson entered the employ 
of the Globe Machinery and Supply Company. His 
first job was that of order clerk. At this time the busi- 
ness was small, but three salesmen being employed. The 
company was engaged principally in distributing machin- 
ery and mill supplies, but machine and boiler repair 
shops were also maintained. 

On January 1, 1909, F. W. Swanson took charge of 
the organization as manager, procuring a small financial 
interest in the business. A year and a half later this 
financial interest was increased, and on January 1, 
1912, Mr. Swanson became practically an equal share- 
holder with Mr. Buxton, the founder of the business. 
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For 10 years, the company has 
manufactured the Globe combi- 
nation auto truck and wagon dump for grain elevators. 
It is also now producing the Globe hoist for filling and 
service stations. In addition, brick dryer cars for brick 
and tile plants, and a patented furnace coil are made. 

Mr. Swanson is married and has three daughters and 
ason. The eldest daughter is a student at the University 
of Wisconsin; the son Fred W. Jr. just graduated from 
Roosevelt High, Des Moines, while the other two 
daughters are just beginning their schooling. 


WANSON is at present president of the Central 

Supply Association. Just recently he took on 
the added responsibility of chairman of the National 
Joint Trade Practice Conference Committee of the 
Eastern Supply, Central Supply, Western Supply, 
and National Pipe and Supplies Associations. He is 
also a trustee of Drake University; chairman of the 
Ways and Means Committee, Des Moines; a thirty- 
second degree Mason; Shriner; member of the Des 
Moines Club; Wakonda Country Club; Des Moines 
Chamber of Commerce; and the Rotary Club. 

“While I like to play golf and bridge,” says Mr. 
Swanson, “about the only hobby I have had so far is 
work. The supply business is very confining and es- 
pecially so with the conditions _ (Continued on page 97) 
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When Selling 
Sell Him 


T: ) QUALIFY as a “Sell Him Some- 
thing More” salesman, you must have 
a thorough knowledge of your lines, as 
well as considerable information about 
the needs of the fellow you are selling. 
[It’s no particular trick to go into a 
plant, take an order that is waiting to 
he filled, and then pass on to the next 
prospect. Any order-taker can do that. 
But it is quite another matter to follow 
along, after you have taken the order 
that was waiting, and sell other items 
which the buyer might not have contem- 
plated purchasing at the moment, even 
though he really had need of them. 
The “Sell Him Something More” sales- 
man immediately sees the possibility for 
TWIST DRILLS further sales as soon as he has closed 
The most advanced knowledge 
of the manufacture, selection, 
heat treatment, and mechanical 
working of high-speed steel has 
been put into this drill. 
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REAMERS 


The ability of our reamers to perform 

at very high speeds makes them admira- 

ble production tools. Just try one out 

in your plant and see for yourself what 
it will do. 








TAPS 
Our taps answer all requirements and they can be had 
immediately from our stock. You dont have to buy in 
large quantities either. Small orders are given just as 

careful attention as large ones. 
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TWwIst DRILLS— A Regular 


Monthly Feature 


Something MORE 


the deal for a particular item. For ex- 
ample, when he sells a twist drill, many 
other tools are brought to mind. He 
runs the gamut of these tools—reamers, 
taps, tapping attachments, screw plates, 
tool holders, vises, chucks, and the like 
and frequently an increased order results. 
Keeping on his toes, knowing his lines, 
being alert to sense the business possibil- 
ities in a particular plant, and having 
definite information as to which products 
link closely together, are all characteris- 
tics of the salesman who makes his slogan 
“Sell Him Something More.” 















SCREW PLATES 
This set of screw plates is just what you 
need in your work. It is guaranteed by 
our house as well as by the manufac- 
turer. Give it a trial. 


TAPPING ATTACHMENTS 
You will find these tapping attachments 
satisfactory in every way. They have 
two separate forward movements for 
cutting the thread, direct and oscillating. 
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SELL HIM SOMETHING MORE 
















VISES 
This vise will answer your purpose 
admirably, Mr. Buyer. It is ad- 
justable to any size within its ca- 
pacity and it will hold work per- 
fectly true and solid. 










TOOL HOLDERS 
IThen in the market for tool holaers, do 
not fail to call on us. We carry a most 
complete line and you'll find our services 
very satisfactory. 
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CHUCKS 
These self-centering chucks are of un- ; 
questionable quality. They are as i 


near true as it is humanly possible 
to make them. Try them out. 


SORTER SER oe og 
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Plain Compression 
Grease Cup 





Gas Engine 
Lubricator 


Navy Type Liquid Sefeguend Automatic 
— gum for many years i 
standard tin the boiler 

and engine room 


Specifying Penberthy 
has become a _ habit 
with many engineers 
—a habit that means 
business for you. 










Penberthy Products are 
sold exclusively through 
the jobbing trade. 


Screw Plunger 
Grease Cup 





Ti 


Spring Compression 
Grease Cup 











Ejector, Syphon or 
Jet Pump 





PENBERTHY INJECTOR Co. 
DETROIT 


ESTABLISHED IN 1886 


CANADIAN PLANT WINDSOR.ONT 
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Albert E. Paxton, Managing Eabtor 


Are You Getting the Benefits of 
A Local Group? 


i IS becoming quite generally recognized 

that one of the most effective instruments 
for creating and maintaining healthy distribu- 
ting conditions in a community is the local or 
regional group organization. 

Considerable stress was laid upon the value 
of group organizations of distributors at the 
recent triple mill supply convention in Atlantic 
City, as announced in the June issue of MILt 
Suppuiks. Effective groups have been or- 
ganized in Cincinnati, Milwaukee, California 
and other localities, and a recent visit of a 
member of the staff of this magazine to Mem- 
phis revealed the fact that the distributors there 
are organized and doing a good job. 

every distributor in Memphis who was ap- 
proached on the subject was enthusiastic over 
the local group, and the results it has effected. 
“LT believe the local group organization is ab- 
solutely the only solution to the problems of 
the industry,” said Phil Pidgeon, Pidgeon- 
Thomas Iron Company, president of the Mem- 
phis group. “It is up to the various groups to 
work out their own individual problems, re- 
gardless of what the problems of those in other 
districts are. Our group in Memphis has 
worked successfully and with a full spirit of 
co-operation, without which you cannot have 
a successful group organization. 

“The bolt and nut industry has shown how 
effectively local groups can work with manu- 
facturers’ groups, and I believe the organiza- 
tion of manufacturers by groups according to 
lines manufactured, for the purpose of work- 
ing with local groups of distributors, would 
be the biggest step the manufacturers could 
take.” 

J. A. Riechman, president of The Riechman- 
Crosby Company, commented as follows: 

“During the time we've been meeting here 
in Memphis—a period of nearly two years— 
a great many evils in the industry have been 
corrected, and, while conditions are not perfect, 





they are very much better than they were for- 
merly, when cut-throat methods were at times 
employed. The improved conditions here have 
also had a favorable effect in competitive points 
elsewhere in this territory. I believe the group 
type of organization is a good thing for the 
industry, and think that if manufacturers in 
kindred lines will work along the same lines as 
the bolt and nut industry, everybody will bene- 
fit.” 

“T believe the local group organization is a 
good thing because a great many conditions 
arise locally which we should all know about,” 
said C. C. Reed, president of Reed and Duecker. 
“Situations are different in different places, 
and, through the local group, local situations 
can be properly handled. The bolt, nut, and 
rivet situation is in good shape, and I can see 
considerable value in manufacturers co-operat- 
ing with local groups of distributors through 
their own groups arranged according to lines 
manufactured. In nearly every field people are 
getting closer together nowadays.” 

J. I. Dilworth, president of the J. EE. Dil- 
worth Company, expressed his views on local 
group organization as follows: 

“In 1927 business conditions in our terri- 
tory were not so good. There was a lack ot 
co-operation among distributors. However, 
since getting together in our local group all 
of us seem to have awakened to the fact that 
it is necessary to live and let live. [ believe 
firmly in local group organization, and think 
that our troubles with manufacturers can be 
ironed out through such groups working with 
manufacturers’ groups.” 

“T believe thoroughly in the local group or- 
ganization,” said Kk. W. Atkins, general man- 
ager of E. C. Atkins and Company, Incorpor- 
ated, Memphis. “We meet every Wednesday 
noon, at luncheon, and our group has fune- 
tioned very successfully. There’s a great deal 
in just the idea of getting together. Through 
so doing, we meet our competitors and get to 
know them and have confidence in them.” 

Wherever local group organization has been 
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| Comment 


Edward J.MiecOsker Assocsate Kdhtor 


given a fair trial, with distributors entering 
wholeheartedly into the plan, it has proved suc- 
cessful. Aside from bringing distributors into 
friendly contact, with resulting confidence in 
one another—which in itself is a big thing— 
the local group is equipped to deal with prob- 
lems close to home. It is to be hoped that dis- 





tributors in cities or sections where local groups 
are not now functioning, will get together and 
establish such organizations. The National and 
Southern associations will doubtless do every- 
thing within their power to assist in establish- 
ing local groups, wherever this aid is solicited. 


* * 2 


Salesman and Credit Man Should 
Work Together 
NE of the most important problems con- 
fronting the mill supply house, or in fact 
any business organization selling a large por- 
tion of its merchandise on a credit basis, is that 
of collecting its bills promptly, and at the same 
time not incurring the displeasure of good cus- 
tomers. There are few, if any, such houses 
which do business year in and year out, with- 
out having to write off some accounts that have 
gone by the boards forever. Yet, such losses 
can be reduced to a minimum by co-operation 
between the sales and credit departments. 

The mill supply salesman is not expected to 
he an expert at determining the financial status 
and responsibility of every prospect upon whom 
he calls, but he can do a great deal to prevent 
his company from being loaded up with bad 
accounts. By keeping his eyes and ears open 
he can very often pick up enough information 
to get a pretty good line on a prospect before 
selling him, or if, after selling an account, he 
learns it is somewhat “shaky” from the stand- 
point of paying its bills, he can tip off the 
credit department. 

The credit department, on the other hand, 
will often do well to consult the salesman call- 
ing on a customer who has fallen behind on 
his account. Many times the salesman will 














have information about the customer which 
will influence the credit department in the ac- 
tion it takes. Frequently the salesman himself 
can act as a much more efficient and diplomatic 
emissary than could a “pay up”’ letter. 

Many salesmen realize the importance of 
seeing to it that their customers pay up their 
bills promptly. T. M. Brown, salesman with 
the Alamo [ron Works, San Antonio, Texas, 
stresses this point in his article, “How I Get 
the Jump on the Other Fellow,” on page 47 of 
this issue. Mr. Brown says: 

“It is part of the salesman’s job to make as 
sure as is possible that goods sold will be paid 
for when the bills come due.” 

This subject of credits is of such vital im- 
portance that it bears frequent repetition, to 
the end that salesmen may think in terms of 
credit and credit men in terms of sales. 

Incidentally, the mill supply houses in a 
given community can co-operate mighty effec- 
tively in “exterminating dead beats.””. In many 
localities, efficient general credit associations 
are doing good work in securing names of bad 
accounts from members and sending out lists 
of them. This is also a job which the local or 
sectional group organization of distributors can 
do in a very informal, but effective way. 


* * 2 
Use the Distributor-Help Reprints 
66 HAT are you going to do about the 


distributor-help advertisements — which 
have been running regularly in Mitt Surpiies 
for the past several months ?” 

A number of our readers have put this ques- 
tion to us recently and we want to answer 
it by saying that this reprint service will be 
continued and greatly broadened as time goes 
on. 

Another distributor advertisement appears 
in this issue and reprints are available at cost. 
Make use of this promotional piece and those 
yet to come. It is an excellent way of keep- 
ing your name and service foremost in the 
minds of your customers. 
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“What’s Selling 
in My Territory?” 


-- West-X 
Central - 


™ 


Based on reports from dis- 





tributors, comparing volume 






of business for the month KEY TO CHART 


A ; ° | une No Change 
9 3 = g 
ending June 15, 1929, with Tae 
business during the corres- | . = 9% better 
° ° = Poorer 
ponding period of 1928. aa — 8% poorer 


* Better comparison than last month 
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Drills, Hammers, etc. 
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SIMONDS 


RED STREAK + + ° 
HIGH SPEED STEELZ 


$v 


HACK SAW BLA@ES 


With a DISTINCTIVE TRADE MARK, its HIGH 
QUALITY AS A CONCLUSIVE SELLING POINT 
and extensive PUBLICITY behind it, the SIMONDS 
RED STREAK HIGH SPEED STEEL HACK SAW 
- 4 BLADE offers MILL SUPPLY DEALERS and their 
SALESMEN a most attractive selling proposition 
which can be pushed in the power metal cutting field 
with INCREASED PROFIT AND PRESTIGE. 


THE RED STREAK Blade is the most efficient 
cutting tool of the kind on the market. You can 
SELL it to your trade with little effort because of its 
KNOWN QUALITY and PERFORMANCE. Keep 
this blade in mind and suggest to your customers that 
they try it out. It costs a little more than an ordinary 
tungsten power blade, but it gives many times more 
service. 


Suggest the use of SIMONDS RED STREAK 
HACK SAW BLADES. 

































SIMONDS SAW AND STEEL COMPANY 
“*The Saw Makers" 
ESTABLISHED 1832—FITCHBURG, MASS. 
Chicago, Il. Lockport, N. Y. Portland, Ore. Montreal, Que. 
Boston, Mass. Memphis, Tenn. San Francisco, Cal Toronto, Ont 
Detroit, Mich. Atlanta, Ga. Los Angeles, Cal. Vancouver, B. C, 


New York City London, England Seattle, Wash. St. John, N. B 
New Orleans, La. 
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FRANK FARRINGTON Says: 


“The Best Way to Build Up 
Your Industry Is to— 


Join Your 


ASSOCIATION” 


T WAS the redoubtable old Dr. 
Samuel Johnson, I believe, who, 
according to Boswell, coined the 

word, “clubable.” According to that 
wise and witty old critic of men and 
affairs, many men are lacking in the 
quantities that render them suited to 
successful association with their fel- 
lows in clubs. 

In Dr. Johnson’s day, however, a 
club was a gathering of men for the 
social art of conversation, aided by 
such conviviality as came from the 
flowing bowl. It was not such a place 
as many clubs are today, where a 
man may find solitude and freedom 
from companionship if he seeks it, 
nor was it an organization for com- 
mercial purposes. Today a man may 
be a good and even a desirable club 
member without being “clubable” in 
the sense meant by the word. 

In Dr. Johnson’s day many men 
may have owed it to their fellows to 
keep out of clubs where they would 
only be a damper upon enjoyment. 
Today it is different. Men owe it to 
their fellow men, particularly to those 
in the same occupation or in similar 
fields of business, to join suitable 
clubs or associations. 

Theodore Roosevelt once declared, 
“Every man owes some of his time 
to the upbuilding of the profession to 
which he belongs.” The best way to 
help in building up the trade, profes- 
sion, or industry of which you are a 
part and upon which you are depend- 
ent is to join the organization of the 
men in that field. 

Edward N. Hurley has said, “If I 
had my way, every man in an indus- 
try would be in his association. And 
the men, whether large or small, who 


are not sharing the expense and tak- 
ing part in that association ought not 
to be in the industry.” 

That is pretty plain talk from two 
men whose opinions are not to be cast 
aside lightly. 

The organization of the industry 
or trade field in which you are occu- 
pied may be the American Supply 
and Machinery Manufacturers’ As- 
sociation, Southern Supply and Ma- 
chinery Dealers’ Association, or The 
National Supply and Machinery Dis- 
tributors’ Association. It may be 
some organization outside of the 
fields indicated. Whatever field it 
represents, it is working for the up- 
building of that field. It is seeking 
to better conditions in order that you 
may make more money and develop 
more rapidly. 

It certainly ought to be a fair ques- 
tion: “Are you satisfied to profit by 
the work of the association while 
standing aside and contributing nei- 
ther money nor effort toward its suc- 
cess °” 

It is not fair perhaps to call a man 
a slacker or a parasite, and yet, what 
are we to call him who sits back and 
watches others cultivate the crop, 
without himself ever pulling a weed 
or carrying a sprinkling pot, and then 
steps in at harvest time and gathers 
a share of the results? 


T WOULD seem that the least a 

man can do is to join his associa- 
tion and pay his dues, but the least 
a man can do ought not to be enough 
to satisfy him. 

Consider your own attitude in the 
matter of club memberships. Let’s 
look at it apart from business rela- 


tions. Doesn’t a man owe something 
to his non-business clubs, his country 
club, his golf club, his civic club, or 
fraternal order ? 

You know that in such an organi- 
zation certain fellows hold the offices 
and collect the dues and keep things 
going. You kick a good deal about 
one thing and another and once in a 
great while you speak of something 
that has been done well. 

Do you ever accept a position of 
responsibility in that club? Or, when 
you are appointed on a committee or 
nominated for office, do you get right 
up and declare that it will be utterly 
impossible for you to serve? 

I don’t wish to be too outspoken, 
but I wonder if your time is so much 
more valuable to you than the time of 
every other member is to him. 


HERE is the man who has done 
the drudgery of the treasurer’s 
job for many years. No money in 
it for him. None of the glory that 
goes with some of the offices. Noth- 
ing but complaints and kicks. He 
doesn’t like the work. It takes time 
from his leisure. It entails a sacrifice 
on his part to do that work for you 
and for your fellow non-participants 
Why should he do that for you and 
for the other members? Why should 
he labor in that way while you and 
certain other members hang up an 
alibi, whenever asked to take up even 
a small share of the organization’s 
burdens ? 

You called them slackers, didn’t 
you—those birds who wouldn’t bear 
their share of the war load? You 
wanted to see them drafted into ac- 
tivity. It is (Continued on page 98) 
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| / : | THERE ARE NO LEAKS 
| | © IN THE STOCKHAM 
DISTRIBUTION LINE 


From factory to user, whether fit- 
tings are shipped from our factory 
or from any one of our warehouses, 
there is only one way to ¢get 

| Stockham Fittings ... through 

| jobbers. Stockham will not com- 

_ petewith its distributors by selling 
direct . . . whether the order be 
large or small. Standardize on 
Stockham Fittings. 


STOCKHAM PIPE & FITTINGS CO. 
1 BIRMINGHAM, ALA. 


Stocks in: Boston, New York, Chicago, Tulsa, 
Houston, Los Angeles 





Y 4, @ 9 CONTRACTORS, ee | 
\__/ RAILROADS/ Ss 
MINES, INDUSTRIALS, / 
i, OIL FIELDS, MARINE/ 
\._PUBLIC UTILITIES 
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Be sure the name STOCKHAM is on the Fittings you buy 


STOCKHAM FITTINGS 


CAST IRON ELECTRIC CAST STEEL MALLEABLE 
Screwed—Flanged—Drainage Screwed—Flanged | Standard—Extra Heavy—Oil Country Malleable 
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A portable electric drill, capacity 114 inches in steel, used 
with a feed screw on steel plates. 


“Chasing” channels in a brick wall for an electric wiring 
installation in an old hospital. 


Drumming Up Business Out in the Plant* 


Selling PORTABLE 
Electric "TOOLS 


| AUTOMOBILE plants, on construction work, 
and in factories of every sort, you will find port- 
able-electric tools widely used, And it is only natural 
that such should be the case, for these tools are 
handy, easy-to-use, accurate, speedy in their work, 
and comparatively inexpensive both as to initial cost 
and maintenance. 

Portable electric tools—drills, hammers, screw- 


Threading holes 
in conduit boxes to 
fasten on covers. 








Driving screws to fasten covers 
on conduit boxes. 


drivers, socket-wrenches, grinders, and the like—are 
being sold in huge quantities. They are accepted by 
industry. And yet the market isn’t even scratched. 

Are you making the most of the opportunity offered 
for selling electric tools? It’s a line that will go a 
long way towards stepping up both profit and vol- 
ume. Cultivate your market carefully and watch 
your sales mount. *A regular feature. 


Drilling holes in 
sheet steel with a 
heavy-duty drill. 
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Building goodwill with 
own AG 











Ore syr C-. 


Facts for your customers. Why 
coding mamufecturensare wing @ Qaveyor and 


Pliability, without buckling, crack- 


“nt Sn Transmission 


Edges resist wear, no folds, no selvage 
nor stitching to fray or break 


s 
No shrinkage, practically no stretch Beltin TT] 


Water and steam proof, resists vapors 
and chemicals, stands high heat 
tests, sanitary 


Uniform surface throughout, smooth Profit alone will not create 
nies soodwill — but combined 
Strength, durability shown by per- ° ° 
formance prove its efficiency and with a policy of helpful Cco- 
advantages 


operation, sound advertis- 
ing, and a good product 
that gives results, then a 
real service is rendered by 
the manufacturer to the 
distributor. 












Distributors carrying Fab- 
reeka Belting enjoy these 
decided advantages. They 
are building customer 
goodwill by selling Fabreeka 
Belting and getting results 
under adverse conditions. 


FABREEKA BELTING COMPANY 


20 East Street. Boston. Mass. 


New York: 461 Eighth Ave... Chicago: 529 So. Franklin St. 
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Have You Heard That - - 


Up-to-the-minute news from the field 


about INDUSTRIAL DISTRIBUTORS, 


and their salesmen 





Farquhar Completes New 
Steel Yard 


HE Farquhar Machinery Com- 
pany, Jacksonville, Florida, 
mill supplies and machinery 
distributor, has just completed the 
installation of a steel yard for the 
storage of structural steel. This yard 
has railroad siding connections and is 
equipped with an electric crane. It 
adjoins the company’s four storage 
warehouses on McCoy boulevard. 
This company has also built a 
steel shop, 40 by 100 feet, and has 
installed therein a traveling crane, 
high-speed cut-off saw, punches, 
shears, drill presses and other ma- 
chinery. At the present time a 
stock of structurals is carried up 
to 24-inch size, and this will be 
added to as necessity demands, ac- 
cording to L. J. Larzelere, presi- 
dent. A stock of bar steel pipe, 
sheets, etc., is also carried. 


* * K 


Curry Brothers to Issue 
Catalog 

The Curry Brothers Oil Com- 
pany, Boston, Massachusetts, is 
preparing a new catalog of the mill 
supplies handled by the company. 
This catalog will contain 156 pages 
devoted almost exclusively to spe- 
cialty lines, approximately 400 be- 
ing represented. It will be ready 
for distribution about October 1. 

This company is now distribut- 
ing the new Holbrook Master Trap 
and recently exhibited this device 
at the N. E. P. A. convention held 
at Fitchburg, Massachusetts, June 


20, 21 and 22. 


* * Ox 


Old Boston Company Moves 

G. P, Anderson and Company, 
formerly located at 36 Oliver 
Street, Boston, Massachusetts, has 
moved to 261 Franklin Street. Al- 
though this is a different street ad- 


dress, it is in the same building as 
before and the company’s shipping 
and receiving facilities are the 
same as ever. 

The G. P. Anderson Company, 
which has been in this locality for 
about 35 years is dropping out of 
the general supply business and is 
devoting more time to selling 
engineering specialties. 


* * x 


Better Business Conditions 

According to the Jennison Hard- 
ware Company, Bay City, Mich- 
igan, business was about 25% bet- 
ter last month than for the same 
month of last year. The report 
also indicates the same percentage 
of increase in business for the 
first quarter of the year over the 
same period last year. 


* * * 


New York Distributor Plans 
New Catalog 

Manning Maxwell & Moore, In- 
corporated, New York City, will 
issue, in the early fall, a catalog 
showing its complete line of supplies, 
including machine tools, manufactur- 
ing equipment, and mill supplies. 





This catalog, which is being compiled 
under the supervision of Edgar W. 
Graham, sales manager of Manning, 
Maxwell and Moore, will consist of 
approximately 700 pages, bound in 
book form. 

x * x 


Kline Adds to Office and 
Warehouse Space 

Kline and Company, Williams- 
port, Pennsylvania, has purchased 
a building formerly used as a fur- 
niture factory to warehouse its 
stock. In addition to this the com- 
pany is building a one-story super- 
structure, 26 by 60 feet, onto its 
retail building. 

* * * 


Woodbury and Wheeler 
News and Views 

Woodbury and Wheeler Com- 
pany, Portland, Oregon, has ac- 
quired the services of F. R. Magin- 
nis as a salesman. He will have 
his headquarters at Marshfield, 
Oregon. 

Two new lines have also been 
added by the company, those of 
the Carnegie Steel Company and 
National Tube Company. 

Woodbury and Wheeler report 
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A general view of mill supply stores, warehouses and general offices of Beals, 
McCarthy and Rogers, Incorporated, Buffalo, New York. 
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BALL-BEARING 
SPUR-GEARED CHAIN BLOCKS 
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The automotive industry has contributed much to 
the welfare of this modern world. It has reduced 
the factors of time and distance. 

The automobile furnishes its owner with speedy 
transportation. Speed is also demanded in its own 
production to attain the lowest possible cost; hence 
the extensive use of Yale Ball-Bearing Spur-Geared 
Chain Blocks where the greatest speed and safety 
are vital. 





other industries have profitably taken to themselves. 
These, too, find Yale Chain Blocks indispensable. 
The Yale Ball-Bearing Spur-Geared Chain Block 
is the fastest, safest hand hoist with maximum 
maintained efficiency. 
May we suggest a practical, profitable application 
for you? 


The automotive industry has introduced startling 
innovations in stepping up production — lessons 


THE YALE & TOWNE MFG. CO., STAMFORD, CONN., U. S. A. 
YALE MARKED IS YALE MADE 


Hoisting Conveying Systems 
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that business has improved con- 
siderably since March and April, 
which were very poor due to the 
inclemency of the weather. They 
also state that a more cooperative 
spirit is evident among the distrib- 
utors in their territory. 


* * *k 


Colcord-Wright Remodels 
The two-story and basement 
building at 1223 N. Broadway, St. 
Louis, which is occupied by the 
Coleord-Wright Machinery and 
Supply Company is being remod- 
eled in order to provide the com- 
pany with more adequate display 
window space. The operating fa- 
cilities will be improved and the 
which are to be moved 
back from the front left portion 
of the building, will be more con- 
venient and attractive. 
. 2. ¢ 
Factory and Mill Supply Add 
to Lines 
The Factory and Mill Supply 
Company, 


offices, 


soston, Massachusetts, 
has just taken on the Canedy-Otto 
line of drill presses and the line 
of the Springfield Machine Tool 
Company. According to E. A. 
Long, sales manager, business in 
general is improving throughout 
New England. He states that the 
company’s business has been con- 
stantly improving since last Jan- 
uary and that June, which is usu- 
ally a poor month, has been the 
best month that they have had for 
many years. 
se - 
Snyder-Bentley Succeed 
Walworth, Ohio 

The Snyder-Bentley Company has 
taken over the Youngstown, Ohio, 
branch of the Walworth Ohio Com- 
pany. The warehouse and offices are 
located at 1119 Manning Avenue. 
IX. L. Snyder is president and gen- 
eral manager of the new company, 
while Martyn Z, Bentley is vice-pres- 
ident and treasurer. 
Two New Men with Reed and 

Duecker 

Reed and Duecker, Incorporated, 
Memphis, Tennessee, announces 
the addition to its sales organiza- 
tion of T. W. Cannon, formerly 
with N. O. Nelson Manufacturing 
Company, and J. C. Rice, who 
comes from the Oxweld Acetylene 
Company. Mr. Cannon succeeds 


M. B. Clark as city salesman and 
Mr. Rice will cover the southern 
Mississippi territory, specializing 
in oxy-acetylene and electric weld- 
ing and cutting equipment sales. 

The above company has just 
taken on the line of high pressure 
valves manufactured by the West- 
cott Valve Company. 

Pulver in New Home 

The Pulver Machinists Tool 
Company, formerly at 540 West 
Lake Street, Chicago, is now com- 
fortably settled in new and larger 
quarters at 31 North Jefferson 
Street. 

The company has just five times 
the space that was available in the 
old place, occupying the first floor 
and cellar. The move was made 
as a result of greatly increased 
business and a much larger stock 
is now carried. 

Founded by its present execu- 
tives only four and one-half years 
ago, the Pulver firm has done a 
fine job in such a short time. Four 
salesmen are employed and the ma- 
terial handled includes everything 


an industrial plant or an engineer 
could possibly require. 

The officers are: Fred S. Pul- 
ver, president and sales manager ; 
Harry A. Pulver, vice-president 
and treasurer, and Joseph M. Bert, 
secretary. Each of the three tries 
to give the others credit for the 
exceptional growth of the business. 
Fred Pulver had 30 years mill sup- 
ply experience in Chicago when 
these three men formed the com- 
pany, having been manager of the 
Machinists’ Supply Company, in 
addition to serving with other large 
firms. This training undoubtedly 
helped him carry out successfully 
the company policy of real service 
and no price-cutting. 

aK * 1K 
Frank T. Bridge Company 
Improves Facilities 

The automotive department of 
the Frank T. Bridge Company, 
Miami, Florida, has recently been 
enlarged and placed in charge of 
G. Mason Smith. The company 
has also improved its facilities by 


the installation of a:passenger ele- 


on page 103) 


vator. (Continued 





The accompanying photographs show the store front and interior of the Pulver 

Machinists’ Tool Company’s new home at 31 N. Jefferson Street, Chicago. All 

shelving and counters are steel, the office is well arranged and finely finished. 

In addition a new truck and the installing of a telephone switchboard testify to 
the growth of the business. 
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Manchester, England, 10th January, 1929 


The Linear Packing and Rubber Co., Inc., 
Philadelphia. 


Gentlemen, 


We duly received your invoice of 2nd November and 





meantime the Packing hés come to hand which we are pleased to 


note has reached us in perfect condition. 





In settlement of your account we teke pleesure in - ™" 
enclosing sight draft $741.11 as per statement herewith. 


With Compliments. 





Yours feithfully, 





(Name and Address 
on request) 


Not Only Prompt Deliveries 
but in Perfect Condition— 


ASBESTOS LINEAR 
11GH PRESSURE RUBBER BACK 


ROUND AND SQUARE BRAIDED 
BRAIDED AND TWISTED VALVE 
STEM 


AIR PUMP AND THROTTLE 













ASBESTOS METALLIC GUM CORE As a matter of sincere belief as well as policy 
M OLE AND HANDHOLI aan 3 
GASKETS sais we feel that the Distributor’s success is to 
ee be considered of first importance; to that end, 
WATERPROOF HYORAULIC our packing merchandizing is carried out 
OVAL AND FOUND GUM COR “For Resale Only.” More than that, since 
distributor packing merchandizing is the 
DUCK AND RUBBER a * is ‘ 
SLAB CUT RINGS _ measure of his success, we make immediate 
LOW PRESSURE SPIRAL é : 
CROSS DIAGONAL deliveries on each order of packing. 
HIGH AND LOW PRESSURE 2 
oe wiawe vauciieni A glance at the above letter will reveal 
ee.  .. SE that our deliveries are made in perfect con- 


dition—exactly as ordered. 
SHEET PACKING 


RED SHEET Thus one of the major exasperations of 
GASKETS AND RINGS doing business is avoided. Consult Linear 
WOVEN ASBESTOS # - : 

RED AND BLACK when in need of any kind of packing. 


MOULDED RUBBER 
SLUSH PUMP RINGS 
SLUSH PUMP SLEEVES 
PACKER RUBBERS 


SPECIAL MOULDED ITEMS we oar Packing & Rubber Co,tne. 


SPECIAL ITEMS 


ACID PACKING PISTON AND SHEET PACKINGS 
SQUARE BRAIDED COPPER MARSHALL AND BERKS STREETS 
SQUARE BRAIDED LEAD — 

SQUARE BRAIDED COTTON ~PHLLADELPHIA 

























74 MILL SUPPLIES 











are as accurate as chucks can be made. The care with 
which they are made, and the extreme rigidity of the tests 
for accuracy explain why Skinner Chucks “give better 
service.’’ 


Their extreme accuracy, uniform excellence and dur- 
ability are the reasons for the popularity of these chucks, 
particularly in shops where accuracy is paramount. 


There is a Skinner Chuck for every class of Lathe- 
Planer-Drill work. Skinner Chucks cover every chuck 
requirement in the chucking field. 


THE SKINNER CHUCK COMPANY 


NEW BRITAIN, CONN U.S.A, 














ALLIGATOR 


TRADE MARK REG.U.S. PAT. OFFICE 


_ STEEL BELT LACING 


_ ae 









“JUST A rT 
HAMMER TO 
APPLY iT” 


_ 












Protection of belt ends js b P 
a: : 8 is bejt protection. 
The teeth of Alligator Steel Belt hacian pene- 
trate lengthwise of the belt, clinching over and 
compressing the entire belt end in a vise-like 
grip of steel. 

Manufactured by a house that protects the 
jobber's profits. = : 


Flexible Steel Lacing Company 
4643 Lexington Street CHICAGO, ILL 


In England at 135 Finsb 
Pavement, faa E. C2 














For Your 
Protection and Ours 


Accept No Substitutes 

















This is J. C. Seccombe, one of the boys 

with the Mine and Smelter Supply Com- 

pany, Denver, standing beside his new 
Chrysler. 





Is There a Summer Sales 
Slump? 
(Continued from page 46) 

this, no doubt is because even though 
we are short-handed during this 
period, we start in during June, try- 
ing to speed up and work a little 
harder to keep up volume. We find 
it can be done, too. 

“Another influence in helping us 
keep our business up in the sum- 
mer is the fact that many of our 
competitors slow up. Naturally, 
the man most actively on the job 
gets the business.” P. R. Helm, 
secretary and manager, Pratt-Gil- 
bert Hardware Company, Phoenix, 


Arizona. 
* * Ox 


“We do experience a consider- 
able slowing up in business dur- 
ing August, but not during July. 
This is due, first, to the fact that 
many customers take their vaca- 
tions in August and second, be- 
cause we arrange for all of our 
salesmen to take their vacations 
at this time. With the men off 
the road half the month and at 
least half the customers away, our 
business cannot help but suffer. 

“We believe that our salesmen 
are just as aggressive when they 
are on the road in July and August 
as at any other time. 

“An intensive mail-order cam- 
paign conducted by someone who 
knows how would undoubtedly 
help keep sales up in August. How- 


ever, having always sold our 
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It’s the House 
Behind the Line 


The T. B. Wood’s Sons Company 
always has offered to its Dealers 
and their customers something 
more than a quality product. 
Behind each article Wood’s have 
endeavored sincerely to put a 
manufacturing skill, responsibil- 
ity and dealer cooperative serv- 
ice that is the result of seventy- 
two years of manufacturing and 
sales work. 


We believe in the Distributor 
and we believe in our product, 
so much so that we'd like to tell 
you of the Wood’s Dealer Plan 
that will bring you more orders 
for, and larger profits from your 
Power Transmission Department. 
May we send it? 


There’s no obligation, of course. 














WOOD'S 






Power Transmission 
Machinery 


Flexible Couplings 
Friction Clutches 
Belt Contactors 
Shafting 

Hangers 
Couplings 


Speed Reducers 
Conveyors 

Ball Bearings 
Rope Drives 
Pulleys 

Pillow Blocks 


Grooved Pulleys for “‘V’’ Belts and 
‘‘V’’ Belt Drives Complete 


TB. Wood § Sorts Co. 


wd Ty 





NEW ENGLAND BRANCH: 


SOUTHERN BRANCH* 


Cambridge, Mass. Greenville, S.C, 
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DART UNIONS 








2Bronzeto Bronze2 
Seats. 


It’s economy to use Unions that 
give double service. DART 
UNIONS have two bronze seats, 
properly ground at the joint. 
No-corrosion, these in combina- 
tion with heavy pattern certified 
malleable iron pipe ends and 
nut make a strong and durable 
connection. 


A 
guaranteed product 
well advertised 


Made in all desirable 
forms — Screwed, Flanged, 
Ells, Tees, etc. 


Sample on request 
from the manufacturers 


E. M. DART MFG. CO. 


Providence, R. I. 





Sales Agents 


THE FAIRBANKS COMPANY 
New York 


Quality 
Service 





Economy 








goods through salesmen, we are 
very weak in getting orders by let- 
ters.’ A. G. Ruddell, president, 
Central Rubber and Supply Com- 
pany, Indianapolis. 

a 

“We always experience a nor- 
mal lessening of business during 
July and August, but we have dis- 
pelled the idea of vacations re- 
garding the progress of business. 
lf a firm is in need of material, it 
must be secured, regArdless of any 
absentees. 

“Last year we overcame the 
summer slump successfully, by my 
‘Poker Hand Contest.’ In this 
contest each salesman was awarded 
a card—ace, king, queen, jack or 
ten—for doing certain things. The 
salesmen holding the best hands at 
the end of the contest 
awarded cash prizes. 


were 
Cards were 
given for getting a certain amount 
of business, and for complying 
with certain rules, such as being 
at work on time, offering helpful 
suggestions, and so on. 

“We plan to conduct another 
contest this summer, for it seems 
to me that some _ extraordinary 
plan is essential to maintain a 
proper selling spirit.” V. C. Boyd, 
secretary and manager, Standard 
Supply and Equipment Company, 
Philadelphia. 

* oe * 

“In recent years, July and Au- 
gust have been as good as any 
months in the year with us. In 
other words, we do not have the 
problem of a summer slump.” W. 
C. Hunter, president, The Ross- 
Willoughby Company, Columbus, 
Ohio. 

* OK Ok 

“We do find in the automotive 
industry, a slackening up of busi- 
ness during July and August. Nat- 
urally, this affects our business. 
The reason is because most auto- 
mobile manufacturers work on new 
models with which they hope to 
stimulate fall business. 

“Our salesmen do not let up in 
the summer, nor do buyers hold 
off buying. It is just a situation 
which cannot be avoided-’ B. H. 
Ackles, manager, factory supply 
department, The Rayl Company, 


ceed 
Detroit. o\ ee 


“We do not suffer from a sum- 


mer slump, in fact, June, July, and 
August, because of the cotton gin- 
ning season, are our biggest 
months.” J. C. Cowan, manager, 
supply department, Alamo [ron 
Works, San Antonio, Texas. 


x 2 


“The July and August slowing 
up in business really does not af- 
fect us. In the summer months, 
our various departments identified 
with the building and construction 
industry are very busy.” H. H. 
Kuhn, general manager, the Hard- 
ware and Supply Company, Akron, 
Ohio. 

se © 

“Our business usually increases 
during the summer months. Most 
of our salésmen take a limited va- 
cation inasmuch as their income 
is put on a strictly commission 
basis.” F. D. Wilson, vice-presi- 
dent, Casanave Supply Company, 
Philadelphia. 

se © 

“Not only salesmen, but buyers 
let up during the hot weather. And 
then, also, factories slow down 
production schedules, and vaca- 
tions, golf, and sundry summer 
sports cut into business schedules. 
Obviously, therefore, our summer 
business eases somewhat.” R. H. 
Welton, secretary, Chase-Parker 
and Company, Incorporated, Bos- 
ton. , (Continued on page 78) 








Uncle John Trix, of the American In- 
jector Company, Detroit. Ejighty-one 
years of age and still going strong. 
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Manufacturers of Belting will find it profitable 
for their salesmen and representatives to know 
what is contained in this booklet. We will gladly 
send you all the copies you require. 


CRESCENT 


BELT FASTENERS 





er sdles of 
Power Transmission Equipment 





The fault lies, not with belting, but with users. 
do not know the science of proper joining. 


F every fcot of belting a manufacturer shipped gave 
the service he knew that was built into it, re-orders 
would solve his sales problem. 
complaints come in and belting users are forever changing 
from one brand to the other. 


Yet those inexplainable 


They 


You can sell more power transmission equipment 
simply by telling the users how to take care of it. 
most important feature is told in the booklet ““The High 
Cost of Indifference.” 
upon the request expressed on the attached coupon. 


It is free and will be sent to you 


Crescent Belt Fastener Company 


247 Park Avenue 
New York City 
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INJECTORS 


deliver profits 
for You! 


Mill Supply Distributors and their sales- 
men will find a considerable volume of new 
and profitable business handling U. S. 
Automatic Injectors . . . This equipment 
is needed by every steam boiler user. . . 
takes the place of a boiler feed pump, 
utilizing raw steam to maintain adequate 
water level. . . The service work on U.S. 
Injectors is profitable and the replacement 
parts feature is unusually attractive... 
more than 700,000 satisfied users. Write 
today for money making details, 


AMERICAN 
INJECTOR CO. 


| DETROIT, MICH. 














Publicity 
Needed 


in Selling 
Babbitt 


DISTRIBUTORS who sell our metals 
benefit by our effective publicity 
methods. Every babbitt user in a Dis- 
tributor’s territory knows who sells 
Monarch Ball Metal and that it cannot 
be bought elsewhere in the territory. 
This method has continued success- 
fully for 34 years. 


There are some Distributor territories available. 
MONARCH METAL COMPANY 
Established 1895 


119 South Lincoln Street, Chicago 


Manufacturers of MONARCH BALL the “Steel 
and QUAKER 
“Ladle Bronze” 


Process Babbditit,"’ METAL, the 

















“We do not have a slowing up 
of business during July and Au- 
gust, in fact our summer months 
are busy months. This is primar- 
ily due to construction work in our 
territory. 

“Vacations do not seem to have 
any detrimental effect on the sales 
of our men. We do not put a man 
on the territory while the regular 
salesman is on his vacation, but 
we do make an effort to telephone 
customers during a man’s absence.” 
G. L. McKewin, industrial sales 
department, Farwell, Ozmun, Kirk, 
and Company, St. Paul, Minnesota. 

“Our sales records do not indi- 
cate that there is any particular 
falling off in business during July 
and August. 

“T am inclined to believe that 
salesmen naturally let up during 
the warm months but I don’t think 
that buyers hold off purchasing. 
I can see where business of a 
specific firm might slow up for a 
week or two while the buyer is 
away from his desk but I feel that 
on his return the business from 
that company would pick up 
enough to offset the slow period. 

“On the other hand, in many 
cases, assistants place the orders 
and thus our business goes on un- 
interrupted.” W. H. Clark, vice- 
president, Samuel Harris and Com- 
pany, Chicago. 

x Ok Ok 

“During the summer slumps, we 
have tried various methods such 
as having a base-ball contest in 
which sufficient cash prizes were 
offered to stimulate interest dur- 
ing these hot months. 

“We have offered extra 
commissions and find that, if terri- 
torial conditions are satisfactory, 
there is a great deal of interest in 
the contest. However, we are still 
looking for the successful plan that 
can be used every year to keep 
July and August business in line.” 
A. C. Blaisdell, secretary, The 
Queen City Supply Company, Cin- 
cinnati. 


also 


* * 

“Our supply business declines in 
the summer because of a slacken- 
ing up in activities by our indus- 
trials, However, this condition is 
not as bad as formerly, for fac- 
tories are analyzing their busi- 





These three boys “bring home the ba- 


” 


con” for the Moore-Handley Hard- 

ware Company, Birmingham, Alabama. 

Left to right: R. L. Fuller, E. D. Rob- 

inson, and J. M. Bates, manager of the 
mill supply department. 





nesses more carefully and diversi- 
fying their lines. 

“In our particular territory, we 
expect a slackening in activities 
due to a natural lower production 
schedule in anthracite mining oper- 
ations, and these in turn affect our 


customers whose businesses are 
dependent largely on anthracite 


conditions. 

“Our sales department, knowing 
conditions caused by a natural sit- 
uation, really works harder during 
the summer in order to. prevent 
a reduced volume. In addition, as 
a protective measure, we have 
added numerous lines that are usu- 
ally purchased during the summer 
season. 

“For example, through analytical 
study, we have built up a nice vol- 
ume of profitable business in con- 
tractors’ supplies, and this is at its 
peak during the lean months in 
other lines. 

“To maintain an average sales 
volume during all months of the 
year, we believe it is absolutely 
necggsary to analyze our stock 
carefully and try to realize that 
lawn mowers will not sell around 
Christmas time and coal chutes on 
the Fourth of July.” W. A. Kem- 
merer, vice-president, The Bitten- 
bender Company, Scranton, Penn- 
sylvania. 

* ¢ @ 

In checking back over the expe- 
riences of these 19 distributors as 
regards to the summer slump, we 
find that in about 63% of the cases 
business does not slump off. In 
fact, in many instances, the sum- 
mer months are among the best in 
the year. (Continued on page 107) 
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The “Just a Little Late” 


Club 


“The Membership Does Not Change from Day to Day. 
Membership Is Not a Misfortune. It Is a Habit”’ 


Says Bruce Barton 


HEN I was a commuter I sometimes went 
to the station early to watch the other com- 
muters running for the trains. 


I came to know many of them by sight. 


There were ladies and old men, infrequent visitors 
to the city, who arrived long before train-time, 


There were the business men, who arrived one 
minute ahead. 


And—just as the gate was about to slam—there 
would come piling across the station the members of 
the “Just a Little Late” Club. 


I used to sympathize with them at first, supposing 
them to be unfortunates who had missed a car or lost 
their watches. 


But after two years of watching I knew different. 


The membership of the “Just a Little Late” Club 
does not change from day to day. Membership is 
not a misfortune; it is a habit. And one of the most 


exasperating habits in the world. 


“Never be on time,” said Mark Twain. “You will 
waste too much time waiting for the other fellow.” 


He had in mind the enormous membership of the 
“Just a Little Late” Club. 


I was lunching with a friend the other day when a 
“captain of industry” passed us. He began work 
20 years ago as an oOffice-boy, and today heads one 
of the great manufacturing concerns: of his city. 


'T) WONDERFUL fellow,” said my friend. 

A “Last year I had a long series of negotia- 
tions with him about the formation of a new com- 
pany. It was necessary for us to meet practically 
In all that time 
he was never late but twice, and then only for a few 
minutes. 


every day for nearly three months. 


And each time he sent word to me from 
his office telling me that he would be late.” 


© McClure Newspaper Syndicate 





Harris & Ewing 


J. P. Morgan figured that every hour of his time 
was worth $1,000, and he had no patience with men 
who were late for appointments, or who, when they 
came to see him, did not give him his money’s worth 
in exchange for the time they took. 


“It is not necessary for me to live,” said Pompey, 
“but it is necessary that I be at a.certain point at 
a certain time.” 


ND Lord Nelson said: “I owe all my success in 
life to having been a quarter of an hour before 
my time.” 


{ hold up the record of these famous men, in the 
faint hope that it may do some good. 


And yet, the hope is very faint. The habit of un- 


promptness is very tenacious. 


If I am fortunate enough to be inside when the 
pearly gates are closed on the judgment-day, I shall 
know what to expect. 

Five minutes later there will be a terrific battering 
on the gate. St. Peter may be surprised, but I shall 
not be. 


When the gates swing open again, there they will 
be—some of the most lovable and exasperating peo- 
ple who ever lived—panting, apologetic, explanatory 
to the last. 





MILL SUPPLIES 








About M a 


IF hat’s the News 


nufacturers ! 


A department where manufacturers may announce new litera- 

ture, changes in personnel, news of executives or salesmen, 

changes in quarters, or any other facts of interest to the trade. 
Photographs or cuts are especially desirable. 


American’s Executive Com- 
mittee Meets 


HE FIRST meeting of the 
recently appointed executive 


committee of the American 
Supply and Machinery Manufac- 
turers’ Association was held in Pitts- 
burgh, June 12. One of the out- 
standing features of the meeting was 
the appointment of members to serve 
on the various committees through- 
out the ensuing year. 

The following men will serve on 
the contract and arbitration commit- 
tee: David C. Jones, chairman; W. 
C. Allen, H. Z. Callender, William 
H. Fisher, and H. P. Ladds. This 
committee has been set up to review 
legitimate complaints which may 

from distributors or manu- 
facturers. It is hoped that similar 
committees will be appointed by the 
Southern and National Associations 
to cooperate in a legal way with the 
manufacturers’ committee. 


come 


It was felt that one of the big 
needs of the mill supply industry is 
a definite code of ethics, and the fol- 
lowing committee was appointed to 
put together such a code by Septem- 
ber 1: S. P. Browning, chairman; 
DD. S. Brisbin, and N. A. Gladding. 

A committee was also appointed to 
help build up the association member- 
ship. Included on this committee 
are: H. F. Seymour, chairman; 
Irving W. Lemaux, Horace Arm- 
strong, C. O. Drayton, S. Horace 
Disston, and A. M. Jones. 

Activities with respect to the tariff, 
anti-trust legislation, taxes, the 
Kelley-Capper bill, and other legisla- 
tive matters will be delegated to a 
committee composed. of J. H. 
Williams, chairman; Col. Frederick 
H. Payne, and Farnham Yardley. 

The budget and finance committee 
of the association consists of George 


T. Bailey and A. J. Schmitt. 
80 


A very important committee ap- 
pointed by the association was the 
merchandising committee. The duty 
of this committee will be to develop 
some paramount principles to en- 
courage better selling and to co- 
operate with distributors’ sales staffs. 
On this committee are R. M. Procter, 
chairman; W. E. Caldwell, W. B. 
DuMont, R. M. Gattshall, D. W. 
McAllen, and D. W. Stockham. 

The proposition of group meetings 
was given a great deal of considera- 
tion, and it was reported that the 
Southern Association is planning 
group meetings to be held in Virginia 
Beach; Charlotte or Raleigh, North 
Carolina; Altanta, Georgia; Jackson- 
ville, Florida; Birmingham, Alabama ; 
Memphis, Tennessee; New Orleans ; 
Dallas, Texas; Houston or San An- 
tonio, Texas; Huntington or Blue- 
held, West Virginia, and Knoxville, 
Tennessee. It was also reported that 
a group meeting fostered by the Na- 
tional Association was to have been 
called to order in Pittsburgh, June 
24, by William T. Todd, Jr. 

The American Association execu- 
tive committee also discussed plans 
for organizing groups by industries, 
using the association membership as 


a nucleus. Several members of the 





New plant of the Linear Packing 


executive committee declared that 
their branches of the industry needed 
this type of organization. 

=. « 


Bourne-Fuller Appoints 
Greene Tweed 
Bourne-Fuller Company, Union- 
ville, Connecticut, has appointed 
Greene, Tweed and Company, New 
York City, as exclusive distributor in 
the metropolitan district for its belt 


fasteners. 
- & * 


Linear Buys New Plant 

More than 10,000 square feet of 
additional production space has been 
acquired by the Linear Packing and 
Rubber Company, Philadelphia, 
through the purchase of a new rub- 
ber mill on the main line of the New 
York division of the Pennsylvania 
railroad, and the plaza of the new 
Tacony-Palmyra bridge at Tacony, 
Philadelphia. 

The present expansion is directly 
in line with the company’s policy of 
securing control of raw products, ac- 
cording to A. W. Swartz, president. 
Facilities are now afforded for full 
control of all raw rubber needed, to- 
gether with equipment for produc- 
ing the necessary rubber cements 
used in packing manufacture. The 


and Rubber Company, Philadelphia. 
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Independence Hall, Philadelphia, where in 1776 the 
historic Liberty Bell tolled forth tts glorious message 
of Freedom for the American People. 








Why Your Independence 


is Guaranteed by WHITEHEAD Policy 





A Business Message 


MANUFACTURER, by selling direct 

in competition with you, takes a profit 
that should be yours; and that profit virtu- 
ally amounts to a business tax, imposed by 
an unfair policy. Unless all sales are under 
your control, you as Distributor, are not 
Independent of the manufacturer. 


That is why our Policy has been, and will 


continue to be, “For Resale Only.’”” We do 
not bid against you. When you sell White- 
head Mechanical Rubber Products, all the 
sales which result from handling a quality 
product having “Long Life,” are yours. 
Your independence in merchandizing dates 
from the moment you are convinced that it 
pays to handle the Whitehead Line. 


Whitehead Products 













Belting (Conveyor & Transmission) Steam 

Hose—Air Hose—Water Hose—Suction 

Hose—Creamery Hose—Fire Hose(Under- ] | i j Tt 
writers)—Sand Blast Hose. A 





Mill Hose—Oil Hose—(Suction & Dis- 
charge)—Tubing—Sheet Packings— 
Washers & Valves—Diaphragms—Dredg- 
ing Sleeves—Moulded Goods. 











The Whitehead Bros.Rubber Go. 
“MECHANICAL RUBBER GOODS, SINCE 1873” 


Trenton,New Jersey 
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You all know the ALLEN You all sell the 


Cold-Drawn HoLLow SET ScREws 


DSESUOTLER RADDA ES TCRCETES ELISE TN eo AREA TIER, eS 


ie, 





Special-analysis alloy steel; each size of screw individually heat- 
treated. Cold-drawn Sockets: Give ‘em all the wrench will stand. 
Yank ‘em home; do assembling double-quick. Hexagon Holes: 
When you're short of a wrench, grind any old piece of stock to fit. 
Jam in the wrench without a hitch in blind positions or “close’’ work. 
Accurate Threading: Try to lose an ALLEN out of a moving part! 
Jerk em tight where they've got to stay and let vibration bang away. 


The Allen Process makes clean, perfectly formed socket-holes, with no chips in the 
bottom as in broached hollow screws. The entire length of the Allen is utilized either 
for solid metal at the point, or depth of socket for the wrench. All sizes carried in 
stock, from 4 in. to 1} in. diameter; any style of point or thread at no extra cost. 


Write for Catalogue or any information to help you in Selling. 


Tue ALLEN Manuracturinc Co. 
147 Sheldon St., Hartford, Conn. 
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for 10 DAYS~ 


CLEMENT 
CADILLAC 


BLOWER. smeieniad 
4 
Keeps motors and other machinery free from Live 
destructive dust and — a for itself quickly 
in increased efficiency of electrical and mechani- n 
cal equipment of all kinds. Distributors 
Delivers absolutely dry air with force sufficient 
to clean thoroughly, yet without injury to wind- Wanted For 
ings or any other delicate or intricate equipment. 
Prevents shut-down losses due to shorts Territories 
and burnouts in electric motors. Reduces 
fire risk. 
Ati Instantly convertible for suction cleaning. Special Not Already 
\ ‘\ attachment for spraying. Hundreds of uses. 
Write for descriptive literature and for Covered. 
details of this trial offer. 
Market 


CLEMENTS MEG. CO. 
625 Fulton St., Chicago, III. 


Oldest and Largest Manufacturers 
of Portable Electric Blowers 











Hundreds of thousands of prospective users of CLEMENTS-Cadil- 





A Rapid 
Seller 
With Liberal 


Hasn’t Been 


Scratched. 


lac Blowers are being constantly reached through advertisements like 


that shown above. Cash in on this publicity. 











new mill places Linear in a position 
to make molded rubber items for the 
oil industries, in addition to the pres- 
ent complete line of packings, as well 
as many special types of molded rub- 
ber goods, 

: a 


A. De L. Neal Passes Away 

A. De L. Neal, for many years 
secretary of the Nason Manufac- 
turing Company, New York City, 
and a director in that corporation 
until his retirement about ten 
years ago, passed away at his 
home in Asbury Park, New Jer- 
sey, on June 4. 

In 1883 Mr. Neal became asso- 
ciated with the firm to which he 
devoted over a third of a century 
of service. He was a pioneer in 
advertising and catalog building 
and developed Nason’s steam and 
plumbing catalogs at a time when 
few houses attempted this class 
of work. Many features found in 
present day trade catalogs are of 
his inception. He was also the 
creator of the “Nason Angler,” a 
house organ of original prose and 
verse which enjoyed a wide pop- 
ularity because of its novelty and 
humor. 

Mr. Neal devoted the last years 
of his life to assisting his wife 
in running her hotel, the Pontiac, 
at Asbury Park, N. J. 








C. L. Bowly is the name of the gentle- 
man whose likeness we have here. He 
has been appointed general sales repre- 
sentative by the Whitehead Brothers 
Rubber Company, Trenton, New Jersey, 
and was formerly with the Hewitt Rub- 
ber Company for ten years in the same 
capacity. He is well-known to the mill 
supply trade throughout the country, 
especially in the South and West. 
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The right wheel’.....in the right caster 


for quietness . . and floor protection 


For any trucking job where 
floors should be protected 
from pounding, gouging, 


an unbeatable combination 


by 


Bassick 


Reg. U. S. Pat. Off. 


Fo real floor protection and enduring quietness 
the Baco wheel hasn’t an equal. It’s built of un- 


1 breakable Bakelite . . . with a Moraine Durex self 
eee 


lubricating bearing . . . heavily treaded with a 
special composition of tough, resilient rubber 
that can’t work loose. 


grinding. For any job ‘The reliability of the casters themselves. . . whether 


where quiet is desirable. 
For any job that must 


stationary type or swivel . . . is an old story to most 


aie enlilee dal ones of the truck operators of America. Coupled with 


nomically, 





these fine new wheels, Bassick steel-truck casters 
offer a higher degree of quiet, economical efficiency 
than has ever been available before. 


May we tell you the facts in detail . . . prices 
... sizes and so forth? We will gladly on request. 





——_ 


— a 


\ 


For any type of fac- 
tory floor-trucks, all 


types of boxes, canvas 
baskets or other rolling 
equipment in factory, 
warehouse or shop. 


ee oO” meeting — : 
ae 4 r Bassick Steel 
construction 0 “ome Caster 


a 











THE BASSICK COMPANY =. Bridgeport 


For 33 years leading manufacturers of high grade casters for warehouse and factory, for office and home 


e 


Connecticut 
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Standard Electric Drills 
Grinding, Polishing and 
Buffing Machines 





STANDARD %, % and %& IN. DRILLS 
General Electric Universal Motor, S. K. 
IF. Ball Bearings. 





BALL BEARING BENCH GRINDERS 
For grinding small tools, castings, ete. 
Manufactured in 4% H. P., 6 in. wheels; 
% H. P., 8 in. wheels; 1 H. 10 in. 


wheels; 2 H. P., 12 in. wheels. 


~ eae = ym ie 
; = I = 





HEAVY DUTY GRINDERS 
G. i. 40 Deg. Motor and Push Button 
Control Four S. K. F. Ball Bearings. 
Nickel Steel Armature Shaft. Made in 5, 
7% and 10 H. P. sizes. 





KIGHT SPEED BALL BEARING BUF- 
FERS AND POLISHERS 


Made in 3, 5, 7% and 10 H. P. Dayton 
Cog Belt Drive. G. E. 40 Deg. Ball 
Bearing Motor. 


Write for Complete Catalogue. 


THE STANDARD ELECTRICAL TOOL CO. 
Estab. 1912 CINCINNATI, OHIO 











cause the 


Clipper Gives Radio Talks 

On May 25 the Clipper Belt 
Lacer Company, Grand _ Rapids, 
Michigan, inaugurated a series of 
radio talks on its products, These 
will be broadcast four times a week 
for six months over the Madison 
Square Garden radio station in New 
York. 

oe 2 
Seven New Members for 
American Association 

The following companies have 
been elected members of the Amer- 
ican Supply and Machinery Manu- 
facturers Association : 

Fabreeka Belting Company; L. 
H. Gilmer Company; Baeder 
Adamson Company; Standard 
Shop Equipment Company ; Torch- 
weld Equipment Company; J. A. 
Webb Belting Co.; Wappat Gear 
Works, Incorporated. 

All of these companies are well 
known in the mill supply field. 

‘+ ¢ 


Catalog Designed to Help 
Supply Salesmen 


“Your salesmen wrote _ this 
book,” states Goulds Pumps, In- 
corporated, Seneca Falls, New 


York, in an announcement accom- 
panying copies of its new catalog 
S. This catalog is descriptive of 
the company’s piston and plunger, 
diaphragm, rotary, centrifugal, 
hand-force, and deep-well pumps, 
condensation outfits, sump pumps 
and pressure washers. 

“Talks 
house salesmen brought to light 
the fact that 
being passed by daily, be- 


with scores of supply 


many pump orders 
were 
salesmen: (1) did not 
know where to look for pump busi- 
ness; (2) lacked a clear knowledge 
of pumps, their uses and applica- 
tions; (3) thought pumps were too 
complicated a line for them to sell; 
(4) were unable to tell their cus- 
tomers which pump to use; what 
horsepower was required; how to 
figure heads, suction lift, pipe sizes, 
pulley diameter, and other details. 
The result of our many talks with 
salesmen and supply house prin- 
cipals is this new Catalog S and 
hand book for the supply house.” 

The section 


catalog contains 





complete catalog information on 
stock types of pumps that are be- 
ing sold by supply houses for a 
wide variety of uses, while the 
data section contains data and en- 
gineering information designed to 
enable supply house salesmen to 
select the right pump, figure all de- 
tails and close the sale right on the 
job. It contains 104 pages and 
cover and is conveniently arranged 
in loose leaf form, and the entire 
catalog or any part of it can be in- 
serted in the salesman’s book. The 
catalog is completely illustrated. 
Goulds Pumps, Incorporated, an- 
nounces that the catalog will be 
kept up to date, insert sheets being 
issued to cover new lines and 
changes. 
* * 
Bricka General Manager of 
Goodell-Pratt 

The Goodell-Pratt Company, 
Greenfield, Massachusetts, has ap- 
pointed W. W. Bricka of New 
York City general manager. 

Although a_ comparatively 
young man, Mr. Bricka comes to 
the Goodell-Pratt Company with 
wide experience in manufacturing 
and merchandising acquired by 


many years of contact with indus- 
trial companies. He has been with 
the company since April Ist and 
since then has been personally in 
touch with all of the salesmen and 
has gained their full cooperation. 


W. W. Bricka, general manager, Good- 
ell-Pratt Company, Greenfield, 
Massachusetts. 
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Brown and Sharpe Sales 
Agency Organized 

The Brown and Sharpe Com- 
pany, a Rhode Island corporation 
with headquarters in Providence, 
Rhode Island, is a new corpora- 
tion which has been formed to con- 
trol the sales of machinery and 
tools manufactured by the Brown 
and Sharpe Manufacturing Com- 
pany, Providence, Rhode Island. 

The new company will have of- 
fices at the following locations: 
500 Curtis Building, Detroit, 
Michigan, R. W. Dixon, office ex- 
ecutive; 424 Penton Building, 
Cleveland, Ohio, with W. H. Stew- 
art and J. H. Devlin as machine 
and small tool representatives, re- 
spectively ; 814 Chamber of Com- 
merce Building, Cincinnati, Ohio, 
and 626 Washington Boulevard, 
Chicago. All responsibility for 
sales in the Chicago territory has 
been turned over to the new or- 
ganization. 

* = > 
E. C. Atkins Stockholders 
Meet 

The annual meeting of the stock- 
holders of E. C. Atkins and Com- 
pany, Incorporated, Indianapolis, 
Indiana, was held at the company’s 
offices in Indianapolis recently. 
The following officers were re- 
elected for the ensuing year: 

Henry C. Atkins, president and 
general manager; Nelson A. Gled- 
ding, first vice-president and direc- 
tor of sales; Wm. A. Atkins, vice- 
president and general superintend- 
ent; Elias C. Atkins, vice-president 
and production manager; Keyes 
W. Atkins, vice-president and 
southwestern manager, and Fred 
C. Gardner, secretary-treasurer. 

All of the above are directors in 


addition to Sylvester Johnson, Jr. 
. © .4 


Rahmann Issues Booklet on 
Belting 

George Rahmann and Company, 
New York City, has issued a book- 
let describing and illustrating its 
many leather belting products. It 
contains twenty-eight pages the 
last three of which are devoted to 
a horsepower table for leather 
belting, mechanical rules for belt 
drives and a standard price list. 
This booklet will be sent gratis 
to those interested. 
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The one big “‘set piece’”’ of the community fireworks 
display always creates a lasting impression. 


You can touch a sales-spark to the Capital 
RED CAP Line of Industrial Brooms and Brushes | 
and start a shower of glittering profits that wil] 
liven up your business for years to come. 


Set up the RED CAP Line now for your 
salesmen. Our sales co-operation will start the 
whole thing going. Then we will all enjoy a 
perpetual “glorious Fourth” as the profits roll in. 


Write for Catalog 17, and details of 
our sales-building special service. 


INDIANAPOLIS BRUSH @® BROOM MFG. CO. 
126 Brush Street, Indianapolis, Indiana 
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What Our READERS} 
“New” 





A Few of the Many Statements Received by the 

Publishers, Commenting on the First Issue of the 

Consolidated Magazine and the Merger of the 
Two Old Publications into One 


HAVE read the June issue of MILL 
I Suppies. I think it means twice as 
much as the two former publications, 
and is of double interest to the industry. 
—George Puchta, president, The Queen 
City Supply Company, Cincinnati. 
* * o* 

The June issue of Mitt Suppiies 
came in today, and we are very much 
pleased with it. This issue being so 
thoroughly a convention number, it is 
difficult to tell just what our impressions 
of the consolidated magazine will be 
until the regular issues get running a 
while, but, judging by the fine conven- 
tion articles appearing in June, you have 
set a pretty good pace for what will 
appear in your regular issues.—R. D. 
Baldwin, advertising manager, Simonds 
Saw & Steel Company, Fitchburg, Mas- 
sachusetts. 

a a 

We are glad to tell you that the June 
issue of Mitt Suppwies appeals to us 
as being an excellent number, well ar- 
ranged, with a good range of subjects, 
and excellently printed. You are start- 
ing off well with the consolidated pub- 
lication. — R. McPeake, assistant sales 
manager, The Diamond Rubber Com- 
pany, Incorporated, Akron, Ohio. 

It is always a pleasure to witness 
work well done, and the June issue of 
Mitt Suppiies and INpustritaL Di1s- 
TRIBUTOR AND SALESMAN is certainly 
worthy of much praise. Our industry is 
indeed fortunate in having a publication 
so well edited, and subscribers and ad- 
vertisers alike should receive much good 
from such an interesting and _intelli- 
gently planned magazine—Charles E. 
Curtis, president, The Western Iron 
Stores Company, Milwaukee. 

* * * 





You have made a splendid paper of 
Mitt Supp.ies, and we are sure the 
“new” magazine will be exceptionally 


86 


well received by the trade. We congrat- 
ulate you on this forward step, and ex- 
press the hope that the new paper will 
have a long and satisfactory existence. 
We are confident it will prove to be a 
very popular publication with its read- 
ers.—W. G. Best, The Crescent Machine 
Company, Leetonia, Ohio. 
x * 2 

We acknowledge receipt of the June 
issue of Mitt Supplies, coming to us 
in a new dress. We are very pleased 
with it—J. W. Fribley, president, The 
Cleveland Cap Screw Company, Cleve- 
land. s+ *. * 

The June issue of MiLt Supp.ies has 
been carefully gone over. I am of the 
opinion that you will find mill supply 
distributors throughout the country very 
much interested in your publication. It 
contains a lot of useful information. 
For instance, anyone who will read 
“What’s Selling in My Territory?” 
should get some ideas that could be 
applied to his own immediate section.— 
3. H. Ackles, manager, factory supply 
department, The Rayl Company, De- 
troit. *~ -m * 


E DESIRE to compliment you 
\ on the generally improved ap- 
pearance of Mitt Supp ties. It certainly 
is quite impressive, and no doubt its 
new cover and large page size will meet 
general approval. The weight and 
quality of the paper, however, do not 
appear to be up to your former stand- 
ard.—R. T. Haddock, truck and barrow 
division, The Fairbanks Company, New 
York. 
* * © 
The June issue of Mitt Supp.ies has 
just been received. We have looked 
through it with a great deal of interest, 
and can readily appreciate that the com- 
bination of the old Mitt Suppties with 
INDUSTRIAL DISTRIBUTOR AND SALES- 
MAN is going to result in a very fine 


publication for the mill supply field. We 
are very glad that one of the products 
we manufacture gives us an opportunity 
to carry our advertising in this publica- 
tion—C. A. Bloom, manager of adver- 
tising, Appleton Electric Company, 
Chicago. 
x * x 

| per I received the June 

issue of Mitt Suppiies and was 
very much surprised to find it had been 
consolidated with I[NpustrRIAL Distr1- 
BUTOR AND SALESMAN. In_ glancing 
through the magazine, it seems to me 
that I can see marked changes over the 
old Mitt Supp.ties, and as this issue 
contains the report of the convention, I 
shall read it with much more than or- 
dinary interest—P. R. Helm, secretary 
and manager, Pratt-Gilbert Hardware 
Company, Phoenix, Ariz. 

“* * 

The June issue of MILL SUPPLIES as 
a whole impressed the writer very much, 
and there is no question but that the 
consolidated magazine should be of 
greater service, first, to the mill supply 
houses, for which the magazine is 
edited, and, secondly, to the advertisers 
who support it. In this connection, we 
might mention that we have been well 
satisfied thus far with the results ob- 
tained from your paper, and feel that 
perhaps in another year or so it will 
have added a prestige to our company 
in the mill supply field that will make 
the paper and us inseparable—O. W. 
Sandstrom, assistant secretary, S. G. 
Taylor Chain Company, Hammond, In- 
diana. 

a. 

We like the new Muity Supp vies 
much better than the old. We think the 
combination of Mitt Suppvies and In- 
DUSTRIAL DISTRIBUTOR AND SALESMAN 
was a good move from the manufac- 
turer’s viewpoint. 

Our only criticism of the publication 
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Have to Say about the 
SUPPLIES 


The Consolidation Has Been Greeted with 
Unanimous and Hearty Approval by Distributors 
and Manufacturers, Who See in It the Oppor- 


tunity for a Broader Service 


is the quality of the paper. Our copies 
receive several handlings, and by the 
time we are ready to put them in the 
files, we find the covers demolished. 
However, we do not suspect you re- 
ceive many such complaints, and there- 
fore do not expect to see a change in 
the quality of the cover stock—A. J. 
Schmitt, assistant manager, Wappat 
Gear Works, Incorporated, Pittsburgh. 
x *k x 





We believe you are starting a really 
constructive program and want to co- 
operate with you wherever possible.— 
Edward P. Welles, president, Charles 
H. Besly & Company, Chicago. 

. oe 


The changes you have made should 
have a very beneficial effect on both the 
trade and advertisers. We sincerely wish 
you success and trust our advertising 
in your publication will be very produc- 
tive—Alex R. Pribil, president, 
naw Stamping & Tool Company, Sagi- 
naw, Michigan. 

x * * 

BELIEVE the new makeup of good 
I old reliable Mitt Suppuies will 
greatly increase the reader’s interest.— 
H. L. Ramsay, sales manager, J. D. 
Wallace & Company, Chicago. 

‘+s * 

We like your magazine in its new 
dress and want to congratulate you on 
the improvements that have been made 
in your publication—Lester J. Sand, 
advertising department, George D. Ro- 
per Corporation, Rockford, Illinois. 

x * * 

We believe you are to be congratu- 
lated on the June issue, which is most 
pleasing. From the viewpoint of a man- 
ufacturer who has used Mitt Supp.ies 
for many years, we know it is the trade 
paper through which to reach the mill 
supply distributor. —G. H. Babcock, 


president, Monarch Metal Company, 
Chicago. 
JULY, 1929 
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I have read over the articles in the 
June issue of Mitt Suppvies and think 
you have covered the triple convention 
carefully and in splendid style. — R. 
Kennedy Hanson, secretary-manager, 
American Supply and Machinery Man- 
ufacturers’ Association, Pittsburgh. 

i 
E HAVE perused with unusual 


interest the current issue of M111. 


Supp ies, and believe that the combined 
organ will arouse and maintain an in- 
terest on the part of your clientele that 
will guarantee the success you crave and 
merit.—H. C. Ellsworth, president, The 
White Tool & Supply Company, Cleve- 
land. 
* * x 

I have read with a great deal of in- 
terest the June issue of the “new” MILL 
Suppigs, and I feel that the consolida- 
tion of Mitt Suppiies and INDUSTRIAL 
DIsTRIBUTOR AND SALESMAN will result 
in a splendid magazine, devoted to the 
interests of the supply and machinery 
trade, and in a better manner than for- 
merly, which statement is made without 
detracting in any way from the two 
magazines when published separately. 
We have found a considerable amount 
of constructive information and news in 
the June issue, which should be of real 
value, not only to mill supply executives, 
but to their salesmen as well.—Alvin M. 
Smith, president, Smith-Courtney Com- 
pany, Richmond, Virginia. 

- ie * 

I read your June issue with great in- 
terest and found several of the articles 
very interesting. I believe that the June 
MiLt Suppiies was the best number 
ever issued. You seem to be covering 
the field very thoroughly.—L. A. Clark, 
president, Samuel Harris & Company, 
Chicago. 

c+ - 

We think the “new” Mitt Supp.ies 

is an excellent publication and far ahead 


of the old magazine. There is one thing, 
however, that we miss, and that is the 
buff stock with brown ink. In our opin- 
ion, this is what set aside Mitt Sup- 
PLIES as different from all ordinary pub- 
lications ; it gave it the appearance of a 
higher-grade proposition. —B. Siegel, 
The Safety Wrench & Appliance Com- 
pany, Springfield, Massachusetts. 
* = 

Kindly accept my sincere congratu-~ 
lations on the first issue of your com- 
bined magazine. You have a real .pub- 
lication and one that all the trade will 
enjoy reading. Your coverage of the 
triple convention is most complete.— 
H. H. Kuhn, general manager, The 
Hardware & Supply Company, Akron, 
Ohio. 

**£ * 

I have received the June issue of 
Mitt Suppries, have looked it over 
very carefully and have found it ex- 
tremely interesting. No doubt the 
magazine will be a great help to those 
who will take the time to read it— 
Howard M. Schramm, president, Turner 
Supply Company, Mobile, Alabama. 

* *« * 
W* WERE very favorably im- 
pressed by the first issue of your 
“new” paper, and found much inter- 
esting and valuable information in it. 
This issue is unquestionably the best 
in every respect that has ever been 
published for the mill supply industry, 
and if its character and quality are 
maintained, we feel sure that all fac- 
tors — manufacturer, distributor and 
consumer—will be materially benefited. 
—Melrose Holmgreen, secretary, Alamo 
Iron Works, San Antonio, Texas. 
* * * 

The writer is very glad to state that 
all of us were favorably impressed by 
the June issue of Mitt Suppiies. We 
are glad to be a member of your ad- 
vertising family, and assure you that 


87 





MILL SUPPLIES 




















No Hooey 
about the 


Long ago, Atlas sales and adver- 
tising were placed on a basis of 
facts—and proof. Results of en- 
gineering tests were substituted 
for suppositions. 


Now, when we say the Atlas 
has greater power, we have proof. 
Competitive tests show that to 
move a 147,000 Ib. car, for in- 
stance, the following pressures 
were necessary: 


ATLAS - - - - - 120 Ibs. 
Another make - 178 Ibs. 
Still another - - 201 Ibs. 
A fourth - - - - 204 Ibs. 


Figures like these speak for 
themselves when you talk toa 
“‘show me” customer. Figures 
like these make selling a pleas- 
ure because Atlas sales points 
are tangible—not merely empty 
claims. 


If you are an Atlas distribu- 
tor—or ought to be one—drop 
us a line for more FACTS. 


APPLETON 
CAR MOVER 
CO. 


APPLETON, WIS. 














CORB 
SUPPI 


MPA! 
reas 


Two of the boys of the well-known St. 

Louis distributing house, Corby Supply 

Company. Left, William Voitlein, and 

Frank S. Corby, son of Jerome B. Corby, 
president. 





you have our best wishes at all times.— 
J. D. McGill, sales department, Stock- 
ham Pipe & Fittings Company, Bir- 
mingham, Alabama. 

+ £ # 

We have read the June issue of MILL 
Supp.ies and INDUSTRIAL DISTRIBUTOR 
AND SALESMAN very carefully, and feel 
this is a fine paper to circulate among 
the mill supply houses of the country. 
We certainly get a great deal of good 
out of it, and think that this particular 
issue is one of the finest that has been 
gotten out.—C. B. Lyon, manager, mill 
and factory supplies department, The 
C. S. Mersick & Company, New Haven, 
Connecticut. 

* * * 

[ read the articles in the June issue 
of MiLt Supp.ies with a great deal of 
interest, and found that you have some 
splendid reading matter, which should 
help to solve the common problems of 
distributors. Your magazine is not only 
read by our executives, but by our mill 
supply salesmen. G. C. Pearson, presi- 


dent, Smith & Pearson, Incorporated, | 
Auburn, New York. 


Here is a view of the Globe Machinery 
and Supply Company, Des Moines, Iowa. 








AN OPPORTUNITY 
FOR THE JOBBER 

















STANDARD - SELF- ALIGNING 
BELT FASTENERS 


There is more profit in selling stand- 
ards and you can sell a lot of them 
without extra effort—superior con- 
struction and performance saves time 
and makes money for your customers. 
A tap of the hammer holds the plate 
aligned until rivets are driven—and 
fewer rivets are used. 


Exclusive Territory May Be 
Obtained. Write Us! 


The Bourne-Fuller Co. 


(Upson Works) 


Unionville 33 Conn. 














Salesmen! 


‘ pen really worthwhile sales 
are made through practical 
suggestions to my custorrers as 
to their needs,’’ says Lloyd Cad- 
dell, salesman, Alabama Ma- 
chinery and Supply Company, 
Montgomery, Alabama, in his 
article appearing elsewhere in 
this issue. Mr. Caddell believes 
in creative selling, not order- 
taking. His sales ideas are 
mighty interesting and helpful. 
And this southern salesman’s 
contribution is but one of many 
interesting features for salesmen. 
You can’t afford to miss a 
single number of Mill Supplies, 
so if you’re not already a sub- 
scriber send in your dollar for 
one year, or two dollars for three 


years NOW. 


Address Circulation Manager 
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Building a Profitable Mill 
Supply Business 
(Continued from page 55) 
stock clerks will attend to it. If 
these employees are otherwise oc- 
cupied, either the salesman or even 
a member of the firm will see that 
the order gets to its destination on 

time. 

Recently an order was received 
for a shipment of bolts. The cus- 
tomer called over the telephone, 
but before actually giving the or- 
der and stating the amount, asked 
if it could be delivered the same 
day, It was promised. Imagine 
the amazement when the order re- 
ceived late in the afternoon was 
for a ton of bolts. It was too late 
in the day to hire a truck avail- 
able for such a shipment. With- 
out further ado, Mr. Curry loaded 
the lot into a big Marmon passen- 
ger car and drove it through deep 
mud to its destination. That type 
of service impressed the customer 
and made a real friend of him. 

There are other ways in which 
the salesmen assist in rendering 
efficient service. While making 
the rounds of production shops, 
they endeavor to secure informa- 
tion of their anticipated needs in 
the way of tools and supplies. This 
information is entered on stock 
cards. When the members of the 
firm study the stock cards they 
have full information not only of 
supply on hand, but also the 
amount needed to meet potential 
demand. This practice alone has 
been largely responsible for quick 
stock turnover and the elimination 
of dead items. 

While the salesmen are encour- 
aged to push sales on the com- 
plete line of tools and supplies, 
nevertheless they are instructed to 
feature at least one item on each 
call. The usual practice is to pick 
out one line, and have the sales- 
men concentrate their attention on 
it during a particular month. Ex- 
perience has indicated that when 
the salesman calls attention to a 
specific line or item, the buyer will 
look around his shop to see how 
well he is supplied with it. Under 
ordinary circumstances, if the item 
is not called to his attention, he 
will be tempted to overlook it 
until the very last minute, at which 
time he will issue a hurry order. 
This simple method of calling at- 























T is unnecessary to recount the virtues of 
Powell Valves to experienced engineers. 
Years of efficient, dependable performance 
have established their worth in every class of 
| service. 


Fig. 150 





Fig. 102 


‘We aim to do things well —This applies 
not only to our manufactured products 
Fig. 110 alcne, but to all things.’"’—Powell 


Demands from all corners of the globe 
give an international reputation to Powell 
Valves. 


| 

| 

| 

| 

| 

| POWELL PRODUCTS 

| Valves of bronze, iron and steel in Globe, 
| Angle, Cross, Check, Gate and Safety 
patterns. Also Oilers, Lubricators, 
Grease Cups, Water and Oil Gauges, etc. 
| 
| 


_ THE WM. POWELL CO. 


| 2521-2531 SPRING GROVE AVE. 
CINCINNATI, OHIO 
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Unbreakable! 


HACK SAW BLADES 
with a High-Speed Steel Edge 


These new blades can 
be recommended for all 
jobs with the assurance 
that they’ll give complete 
satisfaction, make friends 
and build repeat business. 


MARVEL 


High-Speed-Edge 
Hack Saw Blades 


are made by a patented 
electric process whereby 
a strip of High Speed 
Steel teeth are inte- 
grally welded toa tough, 
unbreakable back. 
These blades combine 
the fast cutting long 
lasting qualities of High 
Speed Steel with the 
non-breakable charac- 
teristic. 


Guarantee: 


MARVEL Blades are 
unconditionally guac- 
anteed not to break 
under any working con- 
dition, even in case of 
accident. 


Opportunity~ 


These improved blades 
offer wide awake Mill 
Suppliers an opportu- 
nity for large sales and 
profits. They are sup- 
plied in sizes for all 
power hack saws and 
are preferred by all who 
know of them. A few 
territories are still open. 
Write for catalog and 
proposition today 


Visit our exhibits at two exhibitions at 
Cleveland: National Metal Exposition 
(Steel Treaters) Sept.9 to 13th. National 
Machine Tool Builders Sept.30 to Oct. 4th. 


Armstrong-Blum Mfg. Co. 


**The Hack Saw People”’ 
353 N. Francisco Ave., Chicago, U.S.A, 


| tention to stock needs has secured 

for the company many an order that 
otherwise might have gone to a 
competitor. 

Many who have visited the Pa- 
cific Tool and Supply Company 
have commented on the efficient 
| manner in which stock is kept, For 
one thing, it is to be observed as 
one glances through the neat stock 
shelves that stock is kept in a man- 
ner to facilitate handling as well 
/as to enable making a quick check- 
|up of stock on hand at a minute’s 
notice. The items are packed solid 
in back of the shelf bin, such items 
as are needed for delivery being re- 
moved only from the front row. 
To make a quick count of the 
|stock on hand, all the stock clerk 
has to do is to figure the number 
iof solid rows, and then count the 
|number of items in the broken 
|front row. This simple idea has 
| proved a great labor saver. 
| Another simple plan followed in 
| filling orders deserves some atten- 
tion. Each order is made out in 
triplicate. The number given the 
order is noted on each copy. The 
| triplicate is kept on the desk, while 
| the original is used by the stock 


clerk to gather up the items. An- 
other man checks the items against 
the duplicate. The items are then 
placed in a bin which bears the 
order number. The original and 
duplicate sheets are then checked 
against the triplicate, after which 
the items are priced. This affords 
a three-fold check on the accuracy 
of the order as filled. 

After the triplicate has been 
checked, the customer’s invoice is 
made out. This check up insures 
that the invoice will not reach the 
customer before the order has ac- 
tually been shipped to him. To 
assure accuracy, the triplicates are 
gone over every 30 days. This 
additional precaution eliminates 
the possibility of an order slipping 
by without attention of the stock 
and shipping departments. 

While the methods of keeping 
stock and handling orders are more 
or less matters of detail, yet they 
have been factors, along with the 
careful analyzing of markets, set- 
ting up of a definite sales plan, and 
specializing on fast-moving items, 
in enabling Lillon and Curry to 
build a thriving mill supply business 
in three years’ time. 





|_—— 

















In the upper photo is gathered the 
mill supplies sales force of the Wayne 
Belting and Supply Company, Fort 
Wayne, Indiana. Left to right: 
Clarence Sievers, John Getty, Her- 
man Krouse, John Anderson, Floyd 
Alshouse, Lloyd Stocks, and J. K. 
Boan, manager. Reading left to 
right in the lower picture are: J. K. 
Boan, sales manager; M. S. Domer, 
secretary, and W. D. Whipple, 
president. 
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Here is the home of the Central Rub- 
ber and Supply Company, Indianapolis, 


Indiana. We hope to have a picture 
of the entire sales force before long. 


How I Get the Jump on the 
- Other Fellow 
(Continued from page 47) 


3ut the trouble at least in my ter- 
ritory, has been that money is scarce. 
The credit man turns down Mr. 
Buyer’s order because his past-due 
account is staring him in the face. 

Our worry in the South is not 
how to sell more goods, but how 
to help our customers get the 
money to pay for what they have 
already bought. 

Therefore, we have got to know 
who we are selling, being especially 
careful not to oversell. 

Selling mill supplies is no job 
for a fellow who doesn’t want to 
hustle. For it means calling on 
plants in many industries, han- 
dling hundreds of items, selling the 
right product for the particular job, 
pushing those lines which render 
a reasonable profit, keeping up with 
the market, and making as sure as 
is possible that goods sold will be 
paid for when the bills come due. 


It’s no small job—this selling of 
mill supplies. None but the hustler 
can handle it.” 


a ices) 
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OOOO OOOO OOD 
They Sell Each Other—for 


the same excellence is found in all 





“THE Armstrong B-27 Catalog 

shows over 250 pages of tools, 
all tools of the highest quality that 
are known to tool users everywhere. 
Each tool pictured here represents 
an entire line of its kind. For 
example there are over 100 sizes 
and shapes of ARMSTRONG Tool 
Holders—holders for every opera- 
tion on Lathe, Planer, Slotter and 
Shaper. ARMSTRONG Drop 
Forged (Carbon and Chrome-Vana- 
dium Steels) Wrenches are made 
in 36 patterns, sizes that range 
from little wrenches that weigh 
but an ounce to those that weigh 
40 lbs. Other ARMSTRONG Lines 
include: 11 types of Drop Forged 
Lathe Dogs, 5 styles of Forged ‘*C’”’ 
Clamps, 13 kinds of Ratchet Drills 
—Planer Jacks, Drill Drifts, Bolt 
Drivers and Drilling Posts. 


Each ARMSTRONG BROS. 
Better Pipe Tool: has many im- 
proved features—a complete line 
including: Solid Dies and Stocks, 
adjustable Dies and Stocks, Hinged 
Vises, Chain Vises, Pipe Cutters 
and Knife Blade Cutter Wheels, 
Pipe Wrenches and Pipe Tongs. 


ARMSTRONG Tools have been 
on the market for 38 years—they 
have been widely advertised. They 
give complete satisfaction—build 
repeat business. They sell each 
other. Push all ARMSTRONG 
lines— it pays. 

Write to-day for Catalog B-27 
and for counter and mailing 


materials on . ARMSTRONG 
Tools. 


Armstrong Bros. Tool Co. 
“*The Tool Holder People”’ 


305 N. Francisco Ave., Chicago, U. S. A. 


SOOOOOOGOOOYS 
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In present day precision work where accuracy 
is figured in terms of thousandths or even ten- 
thousandths of an inch, only the finest tools can 
stand the pace. 


To meet the demands of skilled mechanics and 
manufacturers for accuracy in tools, Brown & 
Sharpe has long produced tools which comply 
with the most rigid standards. It is a tribute 
to this effort by the manufacturer that Brown & 
Sharpe Tools have become known as the 
‘“‘World’s Standard of Accuracy.” 


Mill supply dealers realize that the ready 
acceptance of Brown & Sharpe Tools by skilled 
mechanics, foremen and manufacturers makes 
them easier to sell and builds good will among 
these important groups of tool customers. 


Address inquiries to Brown & Sharpe Mfg. Co., 
Providence, R. I., U.S. A. 


Outside Spring == 
Thickness Ga Caliper 
"Na. 648 ma 0. S11 : 











“WORLD’S STANDARD OF ACCURACY” 


BROWN & SHARPE TOOLS 

















AN ASSOCIATE 
COMPANY OF 
AMERICAN 
(CHAIN COMPANY. Ine 
in business 


forYour Safety 
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Timken Tapered Roller Bearings 





Steel Side Plates 
Chilled Tread Wheels 


Steel Equalizing Pin 








Steel Hanger Plate 

Steel Hook, Drop Forged, Heat 
Treated, Proof Tested 

Steel Drop Forged Cross Head 
Safety Load Chain Guard 

Steel Load Wheel 
OTe Meiers 


Main Driving Spindle and Pinion 





Bronze Bushed Load Sheave 
Ball Bearing Driving Spindle 
Steel Suspension Plates 

Non Fouling Hand Chain Guide 
Gear Cover, Extra Heavy 
Special Analysis Steel Chain 
Steel Hook, Drop Forged, Heat 


Treated, Proof Tested 





Detachable Steel Coupling, Drop 
Forged 

SFT) Malatt tam sio-Talit:amelaie sielaceyaal 
Swivel Hook 

Oil Cups Spring Cover in All Oil 


Holes 
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This 16” Highfiex belt drives a 100” fan in the mill of a large lumber company in Florida. It has now 


been in service more than two years. The 


performance of Highflex on this hard drive convinced the 


management of the economy of this belting and led to its adoption for replacements throughout the mill, 


Seams cannot come open 
... because there are no seams 


Goodrich Highflex belting built on 
an entirely new principle. Greater 
crosswise stiffness and greater re- 
sistance to ripping. 


Y their very construction—the fold- 
ed edge of traditional belt-making 
practice—old-type belts have inherent 
weaknesses that affect their length of 
life, their power capacity, and the way 
they perform on small pulleys, on high 
speed drives, or where guides and shift- 
ers are used. 

The Highflex Principle of belt con- 
struction begins at the very foundation 
of the belt—the fabric. Instead of fold- 
ing the fabric over on itself, as in old- 
type construction, each ply in Highflex 
belting ends at the edge of the belt. 
There is no fold—nothing to interfere 
with the complete freedom of each in- 
dividual ply. 

Flexibility is thus achieved without 
loss of strength and durability. Seams 


ee 


3 
| Good 

















You Can Prove 
the Highflex Principle 
this easy way 





Fig. 1 Fig. 2 


Bend a pad of paper or booklet with the fingers. 
When viewed from the edge (fig. 1) it assumes 
a natural uniform curve because of the un- 
hampered action of the plies. Now, if several 
layers of paper are 
folded and then bent 
(fig. 2), you instantly 
see how the fold dis- 
torts the curve and 
impedes the free 
movement of the in- 
dividual layers. 


cannot come open—because there are 
no seams. Each face issmooth. Either 
face can be used against the pulley. 

Greater crosswise stiffness and re- 
sistance to shifters, guides and flanges 
are achieved. 

The foldless construction also elimin- 
ates bootlegging—air pockets, instead 
of being forced lengthwise through the 
belt, immediately escape at the edges. 
Because of its unique construction, 
Highflex belting has all excess stretch 
removed during construction, without 
in any way affecting its shock-absorp- 
tion. Highflex belting is furnished not 
only in individual rolls, but also in in- 
dividual belts, built endless at the fac- 
tory, without splices or weak spots. 

* * & 


We will gladly send additional informa- 
tion. Write to The B. F. Goodrich 
Rubber Co., Est. 1870, Akron, O. (in the 
West, Pacific Goodrich Rubber Co., Los 
Angeles, Cal.), or fill in coupon below. 




















THE B. F. GOODRICH RUBBER CO., MS-6 
Akron, Ohio. 


Gentlemen: Without obligation to me please 
Goodri: 


send further information on ch Highfiex 
belting. 
Firm . 
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ALTA 
TOOLS 


are 


Specialties 


— but They 
Don’t Require 
Specialty Selling 











ALTA Electric Handsaws, 
Mortisers and Planes are tools 
of such remarkable qualifica- 
tions that they sell themselves 
—that means a real profit 
made easier for you. 


Write for full information today. 


APPAT 


GEAR WORKS, nx. 


Division of Simonds 
Saw and Steel Company 


7524 MEADE STREET 
PITTSBURGH :: PA. 


Mail Coupon Today! 


Name 
pS ee ee 


Cry — State aawitae 

















The St. Louis Machinists Supply Company, St. Louis, Missouri, has been in 

business since 1901, covering Illinois, Missouri, Kansas, Arkansas, Texas, Ken- 

tucky and Louisiana. The place was so busy we could only get about half the 

crowd outside for a picture. Left to right: John L. Turner, salesman; H. Rubel- 

man, president; L. E. Becker, salesman, and Harry Miller, store. Below: Wm. 
Walton, office; C. Schulte, office, and L. Hauft, salesman. 





Get Inside the Plant If You 


Want to Sell 


(Continued from page 51) 


Incidentally, that is one of the 
many plants to which I have reg- 
ular access now. 

A buyer for a railroad, which is 
now one of our regular customers, 
once told me he was buying certain 
items I was trying to sell him 
more cheaply from other sources 
than he could from our house. | 
told him I knew he could, but that 
he wasn’t buying the kind of equip- 
ment that was best for the men 
who were using it. I convinced him 
of the fact, too. That is one of 
the advantages of supply house 
salesmen getting out among those 
who use the kind of supplies and 
equipment they sell. 

I think some salesmen for in- 
dustrial supply houses have “single 
track” minds. In their selling 
efforts, aside from general order 
taking from the catalog, they only 
push one or two lines. I try to 
feature different lines, selecting 
those for which the buyer [ am 
calling upon is most likely to be 


| on the market. 


[ never carry samples into a 
buyer’s office unless the line is a 
new one, or the buyer has never 
been approached on it before. 
Neither do I, as a general rule, take 
my catalog into the buyer's office. 
Some may wonder then how I am 
able to quote prices. It is true that 
I carry a great deal of knowledge 
concerning lines and prices, in my 
head, but the real answer is that 
I seldom have to quote prices. Be- 
cause most of my customers have 
confidence in me and our company, 
they seldom ask me prices on any- 
thing. 

There are probably many other 
points I could make in this article, 
for I have had many years of ex- 
perience as a supply salesman, but 
those I have mentioned are the 
high-lights, so to speak.  Sales- 
manship is a matter of study, faith- 
fulness to employers and custom- 
ers, tact and hard work. It’s a great 
game, and the man who applies 
himself properly will reap the 
proper reward, 
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These gents work together to make 
things hum in the mill supply depart- 
ment of Laib Company, Louisville. At 
the right is Thomas R. Thacker, sales 
manager and buyer; at the left, O. N. 
Braun, assistant sales manager, and, in 
the center, C. H. Padgett, who serves 
as assistant buyer. 





Who’s Who in Industrial 
Distribution 
(Continued from page 56) 
we have had in Iowa the past eight 
years. 

“T look for a better volume of dis- 
tributing business in Iowa,”’ contin- 
ued Mr. Swanson, “because our state 
is gradually working out of its de- 
pression. When one realizes that we 
have had nearly 400 bank failures 
in Iowa during the past 5 years, with 
100% assessments on the stock own- 
ers in many other instances, one can 
appreciate the conditions under which 
Iowa distributors have been op- 
erating. 

“We now have put a large road 
program into effect and this, together 
with the better feeling on the part 
of the farmer, will improve business 
conditions.” 

That the Globe Machinery and 
Supply Company’s business has 
grown steadily under Mr. Swanson’s 
guidance can be seen in the expan- 
sion of activities as well as in the 
growth of the sales force from 3 men 
in 1908 to 28 men in 1929, 





These girls are on the office force of 
the Barrett-Christie Company, Chicago. | 
Reading from left to right, they are: | 
Augusta Roelandt, Marie Stuchl, Jean 


Wilk, Dorothy Tepper,. Gertrude 
Gawrych, Mary Goss, and Mildred 
Metzdorf. 















Grinding 
Wheels 


are 
Mentioned 













and you recommend 
an Abrasive Wheel 
for the job you are 
paving a path for 
future profitable 


sales. 





Here ’s why:— 


You are giving your customer a wheel that is uniform 
in structure, free cutting, fast cutting and a wheel 
that has an ability to hold a true surface. 


The result achieved is economy, increased produc- 
tion and added quality. 


Abrasive grinding wheels are made in a wide range 
of grain and grade sizes suitable for every grinding 
operation. 


If you do not have one of the new Abrasive Catalogs, 
drop us a line and let us send you one. 


ABRASIVE COMPANY 


DIVISION OF SIMONDS SAW AND STEEL. COMPANY 
Tacony and Fraley Sts. 
PHILADELPHIA, PA. 

CHICAGO DETROIT 
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JOBBER’S 
SALESMEN 


Every Shop Can Use One 
to Their Advantage 





2 sizes—3'4"” and 5” jaw 


DRILL PRESS VISE 


It eliminates the use of cost- 
ly jig fixtures that are needed 
in drill press operations. 











AT THE 






That’s why your 
trade prefer 
them. 

“3&4 Jaw Self-Centering Chughe 


~ 2 Jaw Lathe Chucks\< 
Face Plate Jaws -” 


“The Hartford” Drill Chucks 


— OUR LATEST’ 
THE NEW TRI-PLEX CHUCK 
Self-Centering. Independent, Eccentric 


Built on a Foundation 
of Quality and Service 


Cushman Chuck Co. 


HARTFORD, CONN. 























All present but one. Richard Alcott, vice-president in charge of sales, was the 

only officer of the Riechman-Crosby Company, well known Memphis supply house, 

who wasn’t on deck when this snapshot was taken. Those in the group, left to 

right, are: J. A. Riechman, president; C. J. Jameson, vice-president; R. W. Moore, 
treasurer, and T. C. Guinee, secretary and purchasing agent. 





Join Your Association 
(Continued from page 66) 


different only in degree when a man management, but who stood back and 
refuses to bear his share of the load found fault with what they called a 
in his club or in civic affairs. “clique” which ran things. They 
would not accept the responsibilities 
of an office and yet they had the 
nerve to criticize those who did take 
offices for taking them. Of course an 
organization has to be run by a group 
of men. Of course that group will 
come to know one another well as 
they continue to work together. Of 
course the most natural thing will be 
: that these good workers shall be pro- 
tions in which there was an element moted, shall be given further offices 
of members who not only would not and further responsibilities. Quite 
take up their share of the burden of 


Before long you will be asked 
again to help in some way in some 
organization to which you belong, 
perhaps to act on a committee in your 
trade organization. When asked, will 
you serve? If asked to do something 
you absolutely cannot do, will you 
offer to help in some other way? 


I have belonged to many organiza- 


(Continued on page 99) 








A group of live wires of the E. W. Bromwich Supply Compnay, St. Louis. Stand- 

ing, left to right: E. Binder, stock clerk; Charles Everson and Clarence Ricker, 

salesmen, and E. W. Bromwich, president and general manager. The others are 
Kreeling, George Willman (left) and John Smith of the office force. 


a 














POTION 
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naturally the men of such a group 
will incline to push one another for- 
ward, not because they want to keep 
the management of affairs within 
their little “clique,”’ so called, but be- 
cause they have had experience in go- 
ing outside of that number to try to 
get other men to help, and they have 


found it too hard work to develop 
any interest among the rank and file ’ 
of membership. It is easier to con- 


tinue to use the talent already devel- 


oped than to shame the shirkers into 
taking off their coats and working for 
the good of the order. 


I was talking with a retail druggist 
one day about the state association. il M4 h li 
I asked him if he belonged. Yes, he Bui t of Hig est Qua ity 
did. He had a membership, but he Mat ia 
erials for 


ENDURING 
~ EXCELLENCE 


Valves —Trucks—Barrows 


The name Fairbanks for many years has represented ‘‘Standard 
for Quality and Service’’ and each year sees Mill Supply dis- 
tributors and their salesmen cashing in with greater profits by 
handling the money-making Fairbanks line . . . There is a Fair- 
banks Truck for every purpose. Mills, factories and contractors 
in your territory know Fairbanks barrows stand up under the 
most severe use. Reliability is the watchword of the Fairbanks 
organization. Start now—get back of this splendid equipment 
and build added profits and good will. Write today for our 
complete catalog, prices, discounts, etc. 








Fairbanks No. 739 Family 
Barrow (illustrated) is a good 


° ° little General Purpose barrow 
Some people just simply won’t obey and a fast mover. 


laws. Wonder what Ed C. Teuscher of 
the Teuscher Pulley and Belting Com- 
pany, St. Louis, and B. E. Baker of the 
American Pulley Company, thought that 
“No Parking” sign was for. Regardless 
of their respect for the law, however, 
they are well known and successful men 
in the mill supply field. 








never went to the meetings or con- 
ventions. “What’s the good?” he 
wanted to know. “There’s a little 
bunch of fellows who run things and 
the outsider hasn’t any chance to 
break in.” 

[ happened to know the men who 
were heading up the state organiza- 
tion work and I knew what they were 
sacrificing in the way of time and 
money to keep the association active wasious Ghaiiaaines 
and aggressive and accomplishing oF ee: See 
something for the welfare of the 


lrug trade at large. Certain laws 
vane saat because the sncialien THE FAIRBANKS COMPANY 
was back of them. Certain other bills | BOSTON NEW YORK PITTSBURGH 


never (Continued on page 102) Factory: Rome, Ga. 


As a Grocery and 
Warehouse Truck, 
the Fig. Q2183 
illustrated is unex- 
celled. You cen 
sell hundreds of 
them to factories, 
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BUSINESS TIPS 


BALTIMORE, MD.— Proctor & 
Gamble Mfg. Company, Sixth and 
Main Streets, Cincinnati, has asked 
bids on general contract for initial 
units of a new soap-manufacturing 
plant in the Locust Point district, 
Baltimore, including a machine shop 
and other mechanical departments, to 
cost $3,500,000 with equipment. 

* * * 


CANTON, OHIO.—Timken Roller 
Bearing Company is taking bids on a 
general contract for a one-story addi- 
tion, 100x800 feet, to cost about 
$225,000 with equipment. 

* * * 


CHICAGO, ILL.—American Iron 
& Wire Company, 1622 Carroll Ave- 
nue, is constructing an addition, 
35x120 feet, for the Hubbard Spool 
Company, manufacturer of metal 
spools and bobbins. The company 
uses punch presses, sheet metal, and 
woodworking machinery. 

* * * 


CHICAGO, ILL.—Chicago Coil 
Spring Company, Carroll and Albany 
Avenues, has awarded general con- 
tract for one-story addition, 78x116 
feet, to cost about $40,000 with equip- 


ment. 
* ** * 


CINCINNATI, OHIO. — The 
Stuebing Cowan Company is now 
erecting at Cincinnati a modern plant 
for the manufacture of lift trucks and 
platforms. On a 4-acre tract will be 
erected the first unit, consisting of a 
one-story fireproof structure, 160x330 
ft., and a two-story office building at 
an approximate cost of $200,000. The 
location will provide for two and 
one-half times the present produc- 
tion. All process material in the plant 
will be handled by the lift truck 


system. 


DAVENPORT, ILOWA.— Daven- 
port Machine & Foundry Company, 
West Fourth Street, has plans for a 
one-story foundry addition to cost 
about $50,000 with equipment. 

kk Ok 


DECATUR, [LL.—Mueller Com- 
pany, manufacturers of brass prod- 
ucts and cast pipe, has bought a site 
at Manghum and Nelson streets, At- 
lanta, Georgia, where it plans to build 
a warehouse and office building to 
serve southeastern trade. 

* * * 

EVERETT, MASS.—H. K. Porter, 
Incorporated, Ashland Avenue, man- 
ufacturer of wire cutters, bolt clip- 
pers, etc., has awarded a general con- 
tract to Curtis & Swift, Incorporated, 
80 Boylston Street, Boston, for a one- 


New Factories and Additions, 
Under Way or Contemplated, 
Which Carry Sales Possibilities 
for the Distributor of Industrial 
Supplics and Equipment. 








story addition, 80x120 feet, to cost 
about $55,000 with equipment. 
* * * 

GRAY COUNTY, TEXAS.—Phil- 
lips Petroleum Company, Bartlesville, 
Okla., is planning construction of 
three new gasoline refineries in Gray 
County, with capacities of about 
70,000 gallons per day, to cost over 
$80,000. John H. Kane is executive 
vice-president. 

* * x 

GREAT FALLS, S. C.—Republic 
Cotton Mills has awarded a contract 
for the erection of a spinning mill to 
be attached to its mill No. 3. The 
building will be of reinforced con- 
crete, with practically all sides of 
metal frame with glass windows. 

* * * 

HARTFORD, CONN.—Wiremold 
Company, 410 Asylum Street, is re- 
ceiving bids for a two-story, 98x200 
feet, factory. Estimated cost is 
$175,000. 

*K * ok 

INDIANAPOLIS, IND. — Ford 
Motor Company, 1315 East Washing- 
ton Street, awarded the contract for 
a four story, 38x314 feet, factory. Es- 
timated cost is $250,000. 

x ok Ok 

LANCASTER, PA. — Dewalt 
Products Company, Leola, Pa., man- 
ufacturer of wood-working machin- 
ery and parts, has plans for one and 
two-story plants near Lancaster, Pa., 
100x225 ft., to cost about $65,000 with 
equipment. 

x * x 

LOS ANGELES, CALIF. — El 
Travia Industrial Terminal Corpora- 
tion awarded a contract for the con- 
struction of a 12-story aviation plant 
on 33rd Street. Estimated cost is 
$5,000,000. 

x * x 


MARCUS HOOK, PA.—Sinclair 
Refining Company is reported plan- 
ning extensions and improvements in 
its oil refinery at Marcus Hook, Pa., 
to cost more than $350,000. 

* oa * 

MILWAUKEE, WIS.— Kearney 
& Trecker Corporation, manufac- 
turer of milling machines, has ac- 
quired the plant of the defunct Ger- 
linger Electric Steel Casting Com- 
pany at West Allis, and will remodel 
the main foundry to serve both its 


own purposes and that of its subsid- 
iary, LeRoi Company, manufacturer 
of gasoline engines. 

* «*« * 

NEW MIAMI, OHIO.—American 
Tar Products Company, Union Trust 
Building, Pittsburgh, has started con- 
struction of a plant near here. Esti- 
mated cost is about $500,000. 

x * © 

NEW ORLEANS, LA.—American 
Can Company will build a five story, 
96x220 feet, addition to its plant here. 

x* + * 

NORTH MEMPHIS, TENN. — 
Murray Corporation of America, In- 
corporated, Detroit, manufacturer of 
automobile bodies, is planning con- 
struction of a second unit at its new 
branch plant at North Memphis, 
Tenn., to cost more than $1,500,000 
with machinery. Addition will double 
capacity of present unit, which is now 
in course of erection. Initial plant 
will have a capacity for 1,000 automo- 
bile bodies. 

ce NS 


OKLAHOMA CITY, OKLA. — 
Central Tool Company has taken 
over Central Tool Company plant at 
Wetumka, Okla., and Painter Tool & 
Supply Company at Shawnee, Okla. 
The Wetumka plant has been aban- 
doned and machinery moved to Okla- 
homa City, where a plant for the 
manufacture of oil field tools is being 
constructed. The Shawnee plant will 
be used mostly for repair work. 

: + & 

PATERSON, N. J—Wright Aero- 
nautical Corporation, Lewis Street, 
will increase expansion program now 
under way and has plans for one- 
story units to cost more than $500,000 
with equipment. 

x ok x 

PAWTUCKET, R. I. — Arbeka 
Webbing Company plans to build a 
one-story addition, 80x110 feet. 

a 


PHOENIX, ARIZ.—Central Ari 
zona Light & Power Company has 
plans in progress for constructing a 
steam electric power plant. I:sti- 
mated cost is about $2,500,000. 

. 


PORTLAND, ORE.—Soule Steel 
Corp. of California has purchased a 
tract on St. Helens Road, according 
to the Portland Chamber of Com- 
merce, and plans immediate construc- 
tion of a fabricating plant containing 
about 40,000 square feet. Estimated 
cost is about $125,000. 


* * * 


PROVIDENCE, R. I.—Phillips & 
Mason Rubber Company plans re- 
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building part of its mill destroyed by 
fire May 25. 














 <e 
RICHMOND, VA. — Chevrolet | SCHIEREN TANNED 
Motor Company, Detroit, has | WATERPROOF 
awarded general contract to Davis "i 
3rothers, Incorporated, Builders’ Ex- DUXBAK Leather BELTING 
change, Richmond, Virginia, for two- THE MOST PLIABLE OAK-TANNED BELT 
story factory branch and distributing | 
plant, 150x180 feet, at Richmond, to | i 
cost about $180,000 with equipment. | 
* * * 


ROCKFORD, ILL.—Sall Bros., 
Inc., manufacturers of castings and 
automobile heaters, awarded a con- 
tract for a one and two story, 66x145 


What is a profit for... 
etna coats siopganss | if not to keep? 


SEATTLE, WASH.—Fisher Body 
Company, General Motors Building, 
Detroit, Mich., awarded a coutract 
for the first unit of a plant on East 


Marginal Way here. Estimated cost | Prov is the re- 
is $500,000. sult of all your good works. You 
can’t afford to see it frittered away. 


ee s | 
SOUTH GATE, CALIF.— Con- | 
tract has been let by the Firestone 


Tire & Rubber Company, Akron, | If the leather belt you sell doesn’t 
Ohio, to J. V. McNeil Company, Los | 
Angeles, for additions to its plant at | make good, you must. . 


South Gate, near Los Angeles, com- 
prising two multi-story units, 180x460 


feet, and five-story storage and dis- | On that basis alone there is no belt 
tributing building, to cost more than 


$2,000,000 with machinery. Claude | better to sell than Duxbak,. It is 
Beelman, Union Bank Building, Los ° ee 
Angeles, is the architect. R. J. Cope | going to run straight and true on 


is vice-president and general manager 
of western plants. 
* 


the pulleys. It is going to deliver 
every ounce of its rated power capa- 
city. And it is going to last as long 
or longer than your customer ex- 
pects. 


* Ok 
SPRINGFIELD, MASS. — Con- 
tract has been let by Spartan Saw 
Works, 152 Fish Avenue, to J. G. Roy 
& Sons Company, 21 Silver Street, 
for one-story addition and improve- 
ments in its present plant, to cost 
about $25,000 with equipment. 


Many Duxbak distributors are find- 
ing our belting sales promotion plan 
a splendid aid. Write for it. Your 


request incurs no obligation 





Smelter Supply Company, Denver, Colo- 
rado, in October, 1928, as_ electrical 
engineer. This was only a month after 
he returned from two years’ work in ZA / ¢ Ud 

England, where he installed three com- | 4 NEW YORK.US.A. 


W. A. Mitchell came to the Mine and | 


42 FERRY STREET 


plete sugar mills. He has no regular 

route—just percolates around the terri- 

tory, knocking off the big game when- 
ever a head sticks up. 
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Shall we send you a 
copy of “The Story of 
the Wolves of Lenox?” 





Let your salesmen hunt for business 
with these packs of Lenox Wolves 


Strong—rugged—long-lasting hack saw blades named 
for the famous old olves of Lenox. Used in those 
shops where hack saw quality is essential. 

Stock Lenox blades and we'll see that they’re introduced 
to your trade—that repeat orders come in regularly. 
Attractively packaged—well advertised—priced for wel- 
come profits. 

Today—get the details of our dealer sales plan. 


AMERICAN SAW & MFG. COMPANY 
Springfield, Mass. 






AAAs 
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Send MILL SUPPLIES 
to your Salesmen -- - 


It will bring them the newest, tested ideas in 
selling industrial supplies and equipment—pertinent 
helps and information to use in their selling work— 
and the benefit of other distributors’ salesmen’s selling 
experiences. 


“Mill Supplies” will prove an ideal supplement to 
the helps, ideas, information and inspiration which 
you yourself must supply to them. 


The cost is just a dollar a year per man. 


Send your order today to 


MILL SUPPLIES 


520 No. Michigan Ave. 3 Chicago 























“Join Your Association,” 


Says Farrington 
(Continued from page 99) 
became laws, for the same reason. 
The complaining druggist was profit- 
ing by these legal phases while he sat 
back and complained that he wasn’t 

on the inside. 

It is so in other business fields. It 
is so in politics. It is so all through 
our social fabric. The fellows who 
do not and will not work for the pub- 
lic good, stand at one side and com- 
plain about what the workers do. 
They stand on one side and criticize 
and kick. They go out of their way 
to knock the workers who are put- 
ting public welfare above private fi- 
nances. We have too many of these 
rocking-chair Paul Reveres who do 
nothing but croak forth lugubrious 
warnings. | suppose we need them 
in the trade organizations in order 
that those organizations may be thor- 
oughly representative and in order 
that we may have their money, but 
they are really nothing more than 
Marcellines in the commercial circus. 
They may go so far as to get out and 
get in the way of the workers, but 
they will never make their services 
of any value. 

This is a rather frank criticism of 
certain types of business men, but I 
think it is a fair criticism. It cer- 
tainly need offend no one whom it 
does not fit. It ought to cause cer- 
tain men in the mill supply field to 
hold heart to heart talks with them- 
selves, asking themselves some honest 
questions and giving some honest an- 
swers. It is not a sportsmanlike atti- 
tude, that of letting the other fellows 
do certain work that is profitable to 
all, while declining to share in the 
burden. Even 
who goes out on his fields and shoots 
a fox that has been started by an- 
other man’s hound acknowledges the 
debt he owes to team work by divid- 
ing the value of the fox’s pelt fifty- 
fifty. Shall the business man be less 
willing to split with the workers of 
his industry by helping them bear the 
burdens, or by contributing freely of 
his money if he cannot give of his 
time and energy? 


the backwoodsman 
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On the left is Percy F. Richards, 
sales manager, with Edw. F. Stauss, 





vice-president, of the Oliver H. Van | 


Horn Co., Inc., New Orleans, La. They 

had just come from a lively meeting 

of the Southern Pine Association, which 

was in convention at the Roosevelt 
Hotel. 





(Continued from page 72) 
Riechman-Crosby Adds Base- 
ment to Building 

The Riechman-Crosby Co., Mem- 
phis, Tennessee, is constructing a 
basement under a portion of one of 
its buildings. This will provide 
the company with additional space 
for heavy storage. 

: +.» 

Sachleben in New Quarters 

E. H. Sachleben and Company, 
St. Louis, has moved into a new 
store at 1923 Washington Avenue. 
An advantage of the new location 
is the fact that it runs through to 
1922 Lucas Avenue, providing ex- 
cellent shipping and receiving fa- 
cilities at the rear. 

This company has recently is- 
sued catalog A, which contains 164 


ME ame 8 i can =H 
BeSlli=i= ike 
eS =is 
Gent's" a8 
E.H.SACHLEBEN & CO.| 


rh 





New Home of E. H. Sachleben and 
Company, St. Louis 
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DIXONS 


GRAPHITE 
PRODUCTS 





In its place and using the right compound in the 
right place Graphite has no equal. 


It has been the accepted privilege of the Joseph 
Dixon organization to spread the gospel of the 
proper use of Graphite and Graphite Com- 
pounds to the end that maintenance cost may be 
held at a minimum thru the better operation and 


longer service that each Graphite protected part 
must render. 


Power plants find in Dixon’s Line products of 
unusual merit. The carefully graded Flake 
Graphites—each with its special uses; the exact- 
ly compounded Graphite Greases, each with its 
place in every scheme of better lubrication; the 
Boiler Graphite for cleaning steam boilers; the 
Graphite Pipe Joint Compounds; the Silica- 
Graphite Paint with years of service on so many 
thousands of jobs; and Dixon’s Belt Dressing, a 
non-graphite product which prevents belt slip- 
page and increases power thru its use on leather 
rubber, and fabric belts. 


Dixon’s Engineers and research men have a 
background of 100 years of continuous service to 
draw from. They are at your service to give you 
the benefit of our wide and varied experience. 








Established 1827 








Also * e 
DIXON’S Joseph Dixon Crucible Co. 
_— Jersey City >< New Jersey 

Belt Dressing a Vosan 
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“What's New in Industrial Produets?” 


A department for the announcement of new and improved products 

















e has placed on the market a new salesman’s display 
case showing the entire wrench assortment of the num- 
bers 1120, 2040, 1025, 1063 and 1950 “Superrench” 
sets. It is constructed of heavy gauge steel, finished 
in dull black enamel, and fitted with comfortable carry- 


| 
J H. \Williams and Company, Buffalo, New York, 


ing handles. 








HE Brown and Sharpe Manufacturing Com- 

pany, Providence, Rhode Island, has added to 
its lines the 616 rule depth gauge and the 756 clamp 
with a long jaw. The gauge is designed to ad- 
just easily to any angle in relation to the head. 
The blade is locked at the proper angle by the 
larger of the two clamp nuts and is locked for 
any depth by the smaller clamp nut. An ad- 
vantage of the clamp is the extended jaw which 
holds pieces that the clamp with ordinary jaws 
does not grip. The auxiliary screw in the long 
jaw gives support and rigidity and prevents the 
pieces from slipping. 








HE number 4D reducing gear 

has been added to its line by the 
Winfield H. Smith, Incorporated, 
Springville, New York, This is a 
double worm gear drive having driver 
shafts parallel and is particularly 
suitable for light conveyor drives 
where a large reduction is required. 
Has ball thrust bearing at each end 
of shafts. This device weighs 48 
pounds. 





HE Graton and Knight Company, Worces- 
ter, Massachusetts, offers a new leather 


loop picker designed to fit the picker stick exactly without cutting or trimming. The bot- 
tom is cut at an angle to clear the race plate when the picker stick is at rest and the shuttle point 
hole is of a size, depth and shape to form a cushion for the shuttle by distributing the force of the 


blows over entire circumference of hole. 






































JULY, 1929 





MILL SUPPLIES 





pages. The cover is in blue, | 


orange, and black and the book 
was published by R. R. Donnelly 
and Sons Company. 


Wm. S. Roby Dies 


Wm. S. Roby, vice-president of | 
The Sidney B. Roby Company, 
Rochester, New York, passed away | 


on Friday, June 7. 


Attractive Catalog Issued by | 


Hansen and Yorke 
Hansen and Yorke, New York 
City, has just issued a new catalog, 
Number 29. This book consists of 
508 pages in a handsome brown art 
type binding, and shows the complete 
line carried by the company. 


Lynd-Farquhar in New 
Quarters 
The Lynd-Farquhar Company, 


Boston, Massachusetts, is now in | 


its new quarters at 330 Congress 
Street. 
* * Xx 


Merrill Announces Change 

in Name 

The corporate name of the Mer- 
rill Machinery and Supply Company, 
Merrill, Wisconsin, has been changed 
to the Merrill Manufacturing Com- 
pany. 

There will be no change in the 
present management, policies or serv- 
ices of the company, other than a 
discontinuance of the foundry and 
machine shop, which has been re- 
placed by a plant devoted to the man- 
ufacture of wire goods and metal 
stampings. 








You can’t get along without the women, 
not even in the industrial supply busi- 
ness, and these four of the gentler sex 
are mighty important factors in the suc- 
cess of the Essmueller Mill Furnishing 
Company, St. Louis. Left to right: 
Misses Grace Wood, Helen Eisele, Mar- 
garet Smith, and Theresa Hof. 





OLD! tHe -JOBBER 








Oe 


2 NY \ A ! 
A 





ONCENTRATE 


your selling efforts on 
the vise with 100% jobber 
distribution, backed by 88 
years of manufacturing ex- 
perience. Your market is 
nation-wide for 


PARKER 
VISES 


THE CHARLES PARKER CO., Master Vise Makers 
MERIDEN, CONN. 


New York Salesroom, 25 Murray St., N. Y. C. 
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NEW line of air compressors, known as the 75th Anni- 
versary Line of Timken Bearing Compressors, has 
been placed on the market by the Curtis Pneumatic 

Machinery Company, St. Louis, Missouri. They are designed 
for supplying air for paint sprayers, various kinds of air tools 
such as drills, riveters, etc., where intermittent service is 
required, for air hoists, pneumatic water systems and similar 
cases. The complete line includes eleven models, ranging 
from one quarter to five horsepower and 150 to 200 pounds 
pressure. All models are air cooled and are designed for both 
automatic and manual starting, 














HE Stephens-Adamson Company, Au- 

rora, Illinois, announces an improve- 
ment in the JFS Variable Reducer Trans- 
mission by the incorporation of high grade 
ball bearing mountings throughout the en- 
tire machine. All sizes and types have been 
equipped with five ball bearings in each 
frame at vital points. Every ball bearing 
is accurately set and adequately lubricated, 
the internal circulation of the oil bath being 
accomplished through the actual splashing 
of the revolving parts. 


N AU TO- 
MATIC air 
filter, the model 
S-V vertical, is 








HE National Machine Tool Co., Racine, Wis- 

consin, has placed on the market the model 
A-5 Handnib, combining a drill rod cutter and 
irregular shape nibbler. The drill rod capacity 
is ¥% inch. The outside and inside nibbling 
capacity is 4% inch flat stock, the depth of the cut 
from any outside edge being 3 inches. The nib- 
bling blade is % inch thick. This machine will 
also cut trial blanks for metal stamping work. 














being made by the Midwest Air Filters, Incorporated, Bradford, Pennsyl- 
Jt incorporates the “Sinuous Controlled” air flow filter medium 
in a vertical set-up. The tank which holds the cleaning fluid is integral 
with the filter unit. The driving mechanism is located on one of the side 
plates. The filter medium consists of one sinuous concave and convex 
bend, partitioned into parallel air how passages. This bend is shaped to 
give the filter maximum air capacity with minimum resistance to air flow. 
‘The capacity per space unit is rated at 2,000 C.F.M. This results in con- 
servation of the filter size. The filter is cleaned and flushed automatically. 


vania. 
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Is There a Summer Sales 
Slump? 
(Continued from page 78) 

One big reason why business 
does not slump off, in the majority 
of cases is because of the wide 
variety of lines handled. When 
business falls down, business on some 
other line picks up enough to offset it. 

It is quite apparent, however, 
that the average salesman is not 
apt to get as good results during 
the warm months as at other times 
of the year, The reasons are ob- 
vious. 1. Individuals tire more 


quickly in extremely hot weather. 


2. There are more outside activ- 


ities in summer which tend to take 
a man’s attention off his work. 
These activities include baseball, 
tennis, golf, swimming, picnics, 
and so on. 3. Most men take their 
vacations in the summer. 4. Many 
times, during July and August, the 
men who must be sold in a plant 
are away from the office. 5. In 
some certain industries, produc- 
tion is at a low ebb during the sum- 
mer, and this naturally affects the 
mill supply distributor’s business. 

To offset the obstacles which 
must be encountered in the sum- 
mer, many distributors hold sales 
contests of various kinds in which 
the men are given an opportunity 
to make a little extra money. 
Others use advertising material 
and other promotional data to 
help keep their men pepped up. 

Taking everything into consid- 
eration, the general consensus is 
that the mill supply business on 
the average does not necessarily 
slow down in the summer, except 
in some few territories, where cer- 
tain lines may slide off. Other 
lines, however, generally increase 
enough to average things up. 

In other words, there is always 
business to be had whether it is 
summer, winter, spring, or fall. It 
is just a matter of going after that 
business aggressively and intelli- 
gently. 











“Thru the Paces” 
If You Will- 


Remember when they used to have horse sales? Out 
behind the auction barn the stablemen would trot the 
horses up and down and make ’em prance. They were 
putting them ‘“‘through the paces” so the buyer could 
really see of what stuff they were made. 


Just so, the buyer of ventilating fans is entitled to 
know what he is getting. You are welcome to put Charavay 
Propeller Fans ‘“‘through the paces’? and draw your own 
conclusions. 


The Florsheim Shoe Co. put Charavay to the test, and now—“this 
fan is entirely satisfactory. It is doing more than we expected. It reduced 
our drying time one-third.” 


American Velvet Co. use seventeen Charavays. Fourteen of these in 
the dye house—“‘removing acid and steam with gratifying results. 


The Atlantic Paper Co. discarded all flat blade fans in favor of Charavay 


....and on into every indus- y 
try, most everywhere, you'll 6 
find it thus. Charavays can 
hit just the gait to suit your 
particular need. 


Charavay Propeller Fans 
Manufactured by 
HARTZELL PROPELLER CO. 


Division of Hartzell Industries, Inc, 


712 CRAFT ST., PIQUA, OHIO 





Belanger Fan & Blower Co., 1343 Sherman St. P. H. Rogers, 505 Bell Block, Cincinnati, Ohio. 

Detroit, Mich. : Simpson & Sprenger, 354 Hobart St., Oakland, Calif. 
“— Ventilation Co., 608 S. Dearborn St., Chicago, Steen Fan & Blower Co., 325 Ellicott Square, Buf- 
G. S. Farles, 21 Transportation Bldg., Philadel- falo, N.Y. 


phia, Pa. Texas Fan & Blower Co., P. O. Box 1623, Fort 
Ventilation Equipment Co., 1601 St. Clair St., Worth, Texas. 


Cleveland, Ohio. The F. M. Webber Co., 2148 Graybar Bldg., New 
The Wm. P. Little Co., 1536 Main St., Stratford, ae. ¥ . 
Conn. : : 
Carroll B. McGaughey, 111 Marietta St., Atlanta, Ga. J. W. Thompson, 505 Franklin St., Peoria, Ml. 
Missouri Ventilating Equipment Co., 3138 Olive Northwestern Fan & Blower Co., 447 Virginia St. 


St., St. Louis, Mo. Milwaukee, Wisc. 
Pittsburgh Elec. & Machine Works, 1 Barker Place, M. P. Ziegler & Co., 1690 N. Limestone St., Spring- 
Pittsburgh, Pa. field, Ohio 











HARTZELL & 
Propeller Co. 
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HE “Sani Snake,” a product of the Stow 

Manufacturing Company, Binghamton, 

New York, is a portable mechanical ex- 
tended flexible pipe drill for the removing of 
scale and other deposits as well as obstructions 
in piping. It is operated by inserting the flex- 
ible snake about six inches in the drain, plac- 
ing the block on the outlet, attaching the hook 
and tightening the wing nut. The next step is 
to stand back far enough from the plumbing 
with the driving mechanism to take up the 
slack snake, then revolving the machine 
rapidly until the snake encounters the obstruc- 
tion. The operation is then alternately re- 
versed until the stoppage is cleared. The Num- 
ber 3 unit shown is 50 feet long and one-half 
inch in diameter. It is especially designed for 
sewers and cellar connections, 





HE Stephens-Adamson Manufacturing 

Company, Aurora, Illinois, announces the 

addition of a floor type, hand-operated 
winch to its line. This winch is mounted on 
a cast iron stand and has a cast iron, self-lock- 
ing worm gear. It is said to have a rope pull 
of 750 pounds at the drum. The latter, which 
is 6 inches in diameter, is designed to handle 
100 feet of 4 inch cable or 60 feet of 34 inch 
cable. This hoist measures 34 inches from the 
top of the drum to the floor, while the overall 
width is 18 inches. 














HE Specialty Manufacturing Company, 

Cleveland, Ohio, has brought out the new 

“Spring-clean” flue and tube cleaning 
brush, designed for cleaning flues, ventilating 
ducts, boiler tubes and for many other domestic 
and industrial uses. The head is composed of 
a number of eccentrically wound large spirals 
of carbon steel flat wire having square corners. 
The axis of the wire circles are parallel to the 
twisted wire central support. Each spiral 
passes through this support and is secured at 
that point, the remainder being free to adapt 
itself to the shape of the tube to be cleaned. 
This brush is made in two types, with a five- 
foot flexible, twisted. wire handle and with a 
four to eight inch stiff. 


Be cacteecenigs 








HE De Walt Products Corporation, 

Leola, Lancaster County, Pennsylvania, 

announces the addition of a new model, 
the DeWalt Junior, to its line of electric wood- 
workers. It incorporates the features of the 
“Wonder-Worker,” with balance and guided 
power applied to the saw in all cutting posi- 
tions. It is provided with a ripping gauge and 
guide for adjustment to various positions and 
has been designed to change instantly from 
cross-cutting to ripping, according to the man- 
ufacturer. This machine is adaptable to any 
cutting job through the attachment of the 
necessary cutting tool. It weighs 235 pounds 
and may be had in: portable style, furnished 
for mounting on a pair of horses, with a sta- 
tionary metal table, or with a movable truck. 
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“PIONEER” Steel 
Hanger costs less to 
stock than any other 
and is now so well in- 
troduced that it almost 
sells itself. Millions in 
actual use. Steady re- 
peat business brings 
sure profits. 


ove 


A 





New uses are being 
found right along for extravagant. 
the “UNBRAKO” 

Socket Head Cap 
Screw; the sales, there- 

fore, are increasing, 

and rapidly. Don’t 

miss this opportunity. 


Pats. Applied for 





“HALLOWELL” Steel Truck—One of 2745 
standard sizes and styles. Stake pockets and 
similar corner fixtures are all interchangeable. 
The ‘HALLOWELL” Steel Top is smooth and 
will not splinter, never gets soggy; no screw 
or nail heads to scratch and tear. The 
“HALLOWELL)” is easy to push. 





to work loose. 


AVORITE 


These unique specialty lines — widely 
advertised—respond wonderfully, you 
will find, to a little push and pep. 





Pats. Applied for 








Patd. Pats. 





‘HALLOWELL” Steel 

Bench Legs have be- 
come very popular be- 
cause they can be 
picked up from stock, 
ready for use. As 
they are rigid as rocks, 
give absolute satisfac- 
tion and cost little, it’s 
no wonder they are 
ready sellers. 


Pend. 





Patented 
“HALLOWELL” Steel 
Collars are recognized 
to be the best made. 
Their quality, combined 
with their high polish 
and low price, explains 
their great popularity. 





“UNBRAKO” Hollow 
Set Screws stand up 
under strains that 


“HALLOWELL” Steel Truck—Chassis a welded unit, no joints, bolts or nuts wreck other screws 
Top solid sheet of heavy steel; cost of maintenance practically nil; 
will last for years and years yet the price is so low that by comparison wood seems 
Repeat orders steadily increasing. 


Similarly tested, 
and naturally the 
“UNBRAKO” has be- 
come very popular— 
in other words—it’s 
easy to sell. 






Patd. Pats. Pend. af 
“HALLOWELL” Steel 
Benches save time and y 
money. No carpenter to , ” 
hire—no lumber to buy. Can’t splinter or burn. 
Rugged — built to last for years. Standard 
length easily joined for continuous benches. 
Steel Bench Drawers protect tools. Complete 
line of Steel Benches, Steel Tables, Steel Tool 
Stands—all lines in stock ready to ship. 








STANDARD PRESSED STEEL CO. 





BRANCHES 

28 N. Clinton St, 

Tne | 
800 So. 4thSt. 
ST. LOUIS, MO. | 














JENKINTOWN, PENNA. 
BOX 519 


BRANCHES \— 
944 Harper eg 
DETROIT, MICH. 

127 Broad St. 
BOSTON, MASS. 
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“The most powerful 
of all selling aids 


PERFORMANCE 


Facts and Figures 


Now available for Distributors’ 
Salesmen.” 


‘For some time we have been collecting actual per- 
formance facts and figures on Craton & Knight 
Belting that represents the most powerful argu- 
ments for its use we have ever possessed. They 





OTHER 


INDUSTRIAL PRODUCTS answer the question ‘What can this equipment do 
TT + . . . as 
Leather Belting eal me the most vital question in the minds of 
Rubber Transmission Conveyor industrial buyers today. 
and Elevator Belting 
Mechanical Rubber Goods This material—actual surveys made in a num- 
Lace Leather f ‘ ; 
Round Belting ber of industrial plants by a firm of expert engineers 
ele Comeatenns Seeutngs —shows actual dollars and cents savings effected by 
Leather Pickers : : : ‘ 
Lugs and other Loom Straps Graton & Knight Belting. It is without question 
ccotes tae eine the greatest selling aid we have ever been able to 
Leather Cups — offer to Leather Belting distributors for the use of 
™ sac ty od their salesmen. We have a profitable proposition to 
Leather and a Washers offer distributors in territories which do not conflict 
an 1scs y i 
Textile Aprons with our present distributor trade. Write for com- 
lete details.”’ 
Get YOUR Free Copy/ P 

















Address Department W-297 


Send for your re ~Graton & Knight Company= 










copy of this survey 
which contains 


is talon WORCESTER, MASSACHUSETTS 
tion and actual TANNERS 

cost figures on 

ene LEATHER PRODUCTS 

ne LEATHER AND RUBBER BELTING 


a GRATON 
a KNIGHT 
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Hale and hearty — 36 years in the line 


This: Jenkins bronze globe valve 

+ a real veteran In (89) it was 

instatted in a tenter feed lime at Many factors enter.into the fulfill. 

the Victoria Water Works, Vie. ment ot this aim-—choice of metals 

oie a Recently, removed re of pate yt ‘pre- nitty, 

irom the fine, it wat hale and ‘it machining —~ frequent . 

hearty after 36 yeare during which thun—-careful auembiy — rigid ieery ates Be posts daciag wtics 

it. was A and closed several ing. 1 and ch : 

pablo -y wh Ask for Form 100. It gives a briet Sl Sere ee etal ewverel 
survey of various types of Jenkins renee #4 

Vaives--in bronze and in iran, » Records of long trouble-free per- V4 

standard, medium and extra heavy formance are a natural resutt of a stand 

panterns manufacturing policy that’ con 






Hale 


sidecs of a valve maximum cather ‘ 
than average service at all times. ' 










Records of long trouble-free per- 
formance are a natural result of a 
wenufactuting policy that con 
























A story of service... 
that’s read trom coast to coast 


“Hale and hearty — 36 years in the line.” Such, in a few words, is the 
story of one Jenkins Valve. But as an example of long, efficient valve 
performance, it is the story of all Jenkins Valves. It is the story of 
service that Jenkins publication advertising places regularly each month 
before more than 800,000 potential valve buyers. 

To engineers, plant superintendents, purchasing agents, architects and 
contractors — from coast to coast — Jenkins advertising in many pub- 
lications carries this message of service, and directs these key men of 
industry to do their valve buying at their local supply house. 

As a result, when you, the dealer, talk Jenkins Valves, you find the way 
well paved towards making your prospect a customer. 


JENKINS BROS. 


80 White Street, New York, N.Y. 133 No. Seventh Street, Philadelphia, Pa. 
524 Atlantic Avenue, Boston, Mass. 646 Washington Boulevard, Chicago, Ill. 
JENKINS BROS., Limited, Montreal, Canada; London, England 
Factories: Bridgeport, Conn.; Elizabeth, N.J.; Montreal, Canada 


Jenkins 


VALVES 
Since 1864 
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Hanes Joins Mechanical 
Rubber Sales Force 

B. F. Ruether, manager of sales of 
The Mechanical Rubber Company, 
Cleveland, Ohio, announces _ that 
Ralph N. Hanes has been added to 
the sales personnel. Mr. Hanes is 
a graduate of Western Reserve and 
Columbia Universities and has had 
advertising and publicity experience 
in both the magazine and newspaper 
fields. 

It is also announced that the Me- 
chanical Rubber Company has just 
issued a new catalog of more than 23 
pages of formulas, charts, tables, and 
other forms of material pertaining to 
the proper application and use of 
belting, hose, packing and molded 
goods. 


ce ss * 


Norby Traveling for 
Dempster Company 
G. E. Norby, assistant manager 
of the Dempster Mill Manufactur- 
ing Company, Sioux Falls, South 
Dakota, is now traveling that 
company’s Huron, South Dakota, 
territory. This territory was for- 
merly handled by H. C. Niemann, 
who has resigned. 








POSITION WANTED A D L E T s 
Position Wastes Advertising man, 
experienced sales promotional corre- opancy “suRE GRIP” Steel Hose Clamps~ 
spondent, cataloging, house organ edit- Complete line, 94 sizes, for garden, hydrant and 
ing, general and direct advertising. A, steam hose. Send for list of sizes, Prices. and 
E. G., 11016 So. Hoyne Ave., Chicago. distributors’ —— R. CLANCY, INC.. 








Syracuse, 

MARTTI ; s an pe 
IX PORTABLE VISE STAND and Pi 
Pe , kes ees - Bender — For cutting 
threading and bending 
Siena Tate. iain, pone pipe. Portable, with 
oughly experienced in plumbing, heat- no bolts, screws or 
ing, mill, mine and boat supply busi- a Pag ae ogre 
ness. Must be capable of handling floor, walla or ceiling. 
books, records, office details, and direc- Will not tilt, upset or 
tion of employees. An unusual oppor- — ba Ba og 
tunity. Also need one salesman and M to 4K" rg H P. 
one billing clerk familiar with these MARTIN & SONS, 625 B. 

lines. References required. Ed. D. 


Hannan, P. O. Box 204, Paducah, Ky. 2nd St., Owensboro, Ky. 





PORTABLE WHITNEY LEVER METAL 
PUNCHES — Widest 
known. Most universally 


se k Eight 
YOUR CHANCE—50 barrel Midget oO con ae eee 


Mill, two scourers, one milling separ- mo is siaaee 40,000 in > . ae 
, circulars an 0 ng quotations. ° . ° 

ator, one reel, two packers, 50 h.p. Ny MFG. CO., 636 Race St., Rockford, II. 

motor. Feed Department, one 3 High 

grinder, one Hammar No. 3, 10 h.p. 


OPPORTUNITIES 








motor, dump scales, bins, 20 thousand “AIR SPRING’ COMPRESSED 
bu. storage. Trackage. Easy to own. AIR GRBASE ONES —katemntieatty 
2eTI “7 : s maintain m o grease on ear- 
Sacrifice price. : Owner leaving city. H. ings with greatest. efficiency and 
D. Blatchley, 1910 Hazel St., Caldwell, utmost economy. Four sizes, plain 
Idaho. ‘and polished steel. We also make 
spamsciitictcicanciatie racleaditoaeiedadn sed the ‘‘Shurflo’’ wick feed oil cup. 
‘ t. HUNTER 

HARK. ATTRACTIVE site for PRESSED STEEL C 


: PRESSED STEEL CO., Lansdale, Pa. 
apartments, garage or store. Rare in- 


vestment opportunity. In business sec- 
tion Caldwell, Idaho. A live growing JOSLIN STEEL STAMPS AND DIES—Any @de- 
county seat in the garden spot of the sign or type of characters accurately carried 


out. We guarantee quality and service. Send 
West. H. D. Blatchley, 1910 Hazel St., today for catalog and distributors’ prices. A. D. 
Caldwell, Idaho. JOST.IN MFG. Co., 123 Arthur St., Manistee, Mich. 











LOOSE PULLEY 





“The CHICAGO Li Line” Ball Bearing Loose Pulleys 





“DAGGETT” BALL BEARING 


CONSIDER THEIR ADVANTAGES 


Simplest possible construction. 

Lubricate but two or three times a year. 

Hot bearing impossible. 

No noise—no dirt. - 

No dripping of oil. 

Each pulley fitted with two high class Ball 
Bearings. 

This is only one of many trouble saving spe- 


cialties of CHICAGO LINE EQUIPMENT. 


Complete Catalog forwarded on request. 


Chicago Pulley & Shafting Co. 


ENGINEERS, FOUNDERS AND MACHINISTS 


All Forms of Power Transmitting Appliances 
MAIN OFFICE: 
19 No. Desplaines St., 
or Gs Chicago, IIl. 


FACTORY: 
POWER TRAKSMISSION ASSODATION Menomonee Falls, 
Wisconsin 
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Handle The Bearing Metal 
That Helps Sell Itself 


There is more than high grade bearing 
metal in a stock of Bunting Cored and Solid 
Pnosphor Bronze Bars. There is also a 
merchandising force that literally sweeps the 
bearing metal department into unprecedented 
sales volume and profit. 


We can show you a long list of mill 
supply houses that never did a ‘decent’ 
bearing metal business before they put in a 
stock of Bunting Bars, but who have multi- 


plied volume and profit many times since 
they commenced to handle this metal. 

Bunting Phosphor Bronze lifts itself 
right out of price and every other kind of 
competition. Persuade your customer to try 
one bar and nobody can persuade him to use 
anything else. 

There are 88 stock sizes. Our distribu- 
tion policy gives the jobber ample protection. 
We will gladly go into details. 


THE BUNTING BRASS & BRONZE CO. 
TOLEDO, OHIO 


Branches and Warehouses at 





NEW YORK PHILADELPHIA 
276 Lafayette St. 1330 Arch St. 
Canal 1374 Spruce 5296 
Race 1127 
CHICAGO 
2015 8S. Michigan Ave. SAN FRANCISCO 
Calumet 850-086 PHOSPHOR BRONZE 198 Second 
BOSTON 
36 Oliver St. EXPORT OFFICE 
Hancock 0154 rd} Toledo, Ohio 
PATENTED 
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BH Es-nois 


STEEL CASTER 





















PATENTED 





The Bond Les-Nois Steel Caster 
typifies that genius in designing 
and engineering which character- 
izes all Bond Truck Casters. In 
quietness of performance, in 


swiftness and smoothness, in de- 





pendability it is a 





supreme 
achievement in truck caster oper- 
ation. Bond Les-Nois Casters are 
built for specific jobs . . . jobs 
that must be done quietly with- 


out sacrificing one bit of effi- 





ciency. They are daily proving 
themselves in hundreds of indus- 
trial plants. 


“Less Noise with Bond Les- 
Nois Steel Casters’? is the name 





of a folder that you should have 
to learn more about this remark- 
able caster—Write for it! 


The complete line of Bond 
Power Transmitting Machinery is 
fully described in the Bond Cata- 
log. Send for a copy! 


Bond Foundry & Machine Company 


Manheim, Lanc. Co., Pa. 
Phila. Office: 617 Arch St. N. Y. Office: 256 Broadway 


Chicago Office: 39 S. Clinton St. 
Se Ne | 














C&L32 
This ts one of the most popular blow-torches we have ever made. 
It is more expensive than the 158 because it is made for much harder 
use. It is designed for the man who uses a blow-torch in his daily 
business and demnds not only exce llent performance but rugged 
ability to stand rough handling. 32 contains the most advanced, 
atented C & L blow-torch improvements. It also has a gold- 
anded red hundlr. Sure sign of salisfaction. 


Hop AcRosS 
YOUR COUNTER 


IMAGINE yourself as a blow-torch customer. Wouldn’t you 
like to know why one torch is better suited to you than 
another? You're right you would! Here are a few things 
your customers will be glad to know about Clayton & Lambert 
blow-torches. 


The use he has for a torch determines your customer’s 
needs. A man who requires one in his business should 
have No. 32. But the man whose hobby is tinkering around 
the house can do perfectly fine with No. 158. It isn’t so 
expensive. And as he uses a torch only now and then, he 
doesn’t need one so husky. 

The patented burner orifice in No. 32 goes big with the 
every-day user. No matter how tight he closes the shut-off 
valve, he won’t do any harm. But that is only one important 
Clayton & Lambert improvement. There are plenty of 
other exclusive refinements which will interest your customers. 

Tell them about the vaporizing chamber with a special 
vein system for faster, hotter heat. And that view system 
lowers their fuel bills too. Point out the safety of a Clayton 
& Lambert. All fittings are built into the tank by a patented 
method that prevents explosions. And mention the brass 
tanks which are unbuffed because buffing sometimes weakens 
metal in spots. Things of that sort account for the superior 
performance of Clayton & Lamberts. As a result they’re 
the largest selling torches in the world. 

When you explain those things your customer will appre- 
ciate what a good torch you’ve sold him. He'll tell his 
friends about them. He’ll be an advertisement for you. 
Try it! Write for our catalog describing the Clayton & 
Lambert line of torches and fire-pots—the largest selling 
line in the world. 


Ciayton & LAMBERT 


MANUFACTURING Co. 
Detroit, Mich. 
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Twenty Million Stocked 


Cleveland Cap Screws are stocked in a 
full list of sizes, S.A.E. and U.S.S. 
threads, in cartons and in kegs, at 
seven warehouse points and at the fac- 
tory. Twenty million cap screws are 
stocked at all times for prompt ship- 
ments. Send for Catalog C and current 
price list. 


The Cleveland Cap Screw Company 


2925 East 79th Street - Cleveland, Ohio 
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@ This 
| FREE 


Sample Helps 
You Sell— 


A trial gets your customer interested 
and results in steady repeat orders. . . 
Write today for one pound can of 
Babbitrite—FREE for you to demon- 
strate with. 


A MATERIAL | 
| FOR RETAINING 
MOLTEN BABBITT | 





Retains 


Molten Babbitt 


and is in big demand every where—Saves time and money 
and insures accurac . Our special introductory offer 
of one pound of Babbitrite free shows you we know our 
product has merit . rite for complete information 
on this fast money ‘maker. 


PRODUCTS MANUFACTURING COMPANY 
Milwaukee, Wis. 















6%-lb. Air Cooled 
Ball Bearing Mo- 
tor $45.00 Net, 


This “MARVEL” new MODEL No. 2 Portable Blower 
is designed for blowing dust and dirt out of WOOD- 
WORKING MACHINERY, MOTORS, GENERA- 
TORS, SWITCH BOARDS, LOOMS, KNITTING 
and other TEXTILE MACHINERY. Has 20 feet high 
grade cable. Perfectly balanced. Has TOGGLE SWITCH 
in handle, operated by thumb. Gives 20-in. water column 
pressure. 

Motor operates on “NORMA” BALL BEARINGS 
that REQUIRE NO OILING. 

Its frequent use reduces motor troubles and shut 
downs, as well as FIRE HAZARD 

Order one ON 10 DAYS’ TRIAL, and have a salesman 
DEMONSTRATE it to your motorized customers. 

A larger size, MODEL No. 8, Sells for $60.00 

Made with UNIVERSAL motors (A.C. and 3 
D.C.) for both 110 volts and 220 volts. SHIP- 
PING WEIGHT 18 - Shipped on 10 days’ 
trial, ANYWHERE 


Write for Dealers’ Discount, men- 
tioning this advertisement. 


A complete Set of 


VACUUM CLEANER 
ATTACHMENTS 


for $10.00 additional 
Manufactured by 


Electric Blower Company 


352 Atlantic Ave., Boston 9, Mass., U. S. A 
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Customers Can 


Tell At A Glance 
It Will Do 
A “Man-Size” Job 


There is no question about the ability of an 
Anderson ‘‘Man-size’’ Trap to do your cus- 
tomers’ work. Show them its generous size. 
Tell them about its big capacity. Explain its 
sturdy construction. Show them that there is 
nothing flimsy or weak about this trap. 


You can be sure that this trap on your 
customers’ steam line will give steady, con- 
tinuous drainage of condensation and dispose of 
the condensation as fast as it accumulates. 
That means that the customer is going to save 
a lot in fuel and trouble. 


There is another thing about this ““Man-size”’ 
Trap that will appeal to your customers. 
Show them that they can tell instantly whether 
the trap is working or not by simply looking at 
the water gauge on the trap. 


Customers who have used small, weak, 
undersized traps and then graduated to Ander- 
son ‘‘Man-size’’ Traps are invariably in the 
market for another ‘“‘Man-size’’ Trap when the 
next need arises. Write for catalogs of the 
complete Anderson ‘‘Man-size’’ Steam Trap line. 


THE V. D. ANDERSON CO. 










ANDERSON 


19044 West = 
EXPELLER 


o6th Street 


Cleveland 
--Ohio-- 














Strength 


Accuracy 


Finish 


A 
Ccmplete 
Line of 
Cap & Set 
Screws, Nuts 
and Milled 
Studs Shipred 
Promptly from 
a Stock That’s 
Always 


20,000,000 
or More— 


1020 S.A.E. Steel 


‘ONLY A JOBBER CAN 
GET JOBBER DISCOUNT”’ 


“The Cleveland 
Wrought 
Products 

Co. 


West 58th St. at Denison Ave. 


Cleveland, Ohio 
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WE manufacture only bolts, 
nuts, studs, screws, washers, etc., 
in the non-ferrous metals—brass 
bronze and copper. A separate 
department specializes in the 


economical and fast production 





of small special orders. 


MARK TWAIN once called on a woman without wearing 
a necktie. Upon being chided by his wife for his neglect, he 
mailed the woman his necktie and enclosed a note which 
said, ‘‘This, madam, completes my call.’’ 


Moguguuanandddddd | 


Comptete stock of 
brass cap screws and ma- 
chine bolts, brass and 
bronze hexagon nuts, both U.S.S. and 


S.A.E., brass cap nuts, plain and nickel Telling about Bristo Socket Head Cap Screws is 


plated, and brass washers. somewhat like Mark Twain’s incomplete call. 


We can point out the merits of Bristo Socket 


H 7 ag | .H a rper Ore) mp any | Head Cap Screws. We can explain the advantages 


of the unique patented socket. We can tell of the 
2622 Hetcher Street | ‘apg 
greater grip it gives the wrench. 
CHICAGO ILLINOIS | 
ii ak’ a 40). 2 Ge on on ON Own Mel 4 \l ed of i ons | We can call your attention to the accuracy of 


the threading and explain why Bristo Socket Head 
Cap Screws will not shake loose even under the 


severest prolonged vibration. 
- 
Two Magazines 
e 
in One 








Bristo Socket Head Cap Screws and fill pages 


| We can illustrate a dozen other advantages of 
| with proof of their superiority. 


But our presentation would still be incomplete 
for in order to know all there is to know about 
Bristo Socket Head Cap Screws you must see 
them and actually test them in your own prod- 
uct, or in the machines that make your product. 





If you will fill out the coupon and send it in, 
we will be able to send ‘‘our necktie’’ in the form 
of Bristo Socket Head Cap Screws of the sizes 
you need for your tests. 


hbrhrrr~e 
paras hr ts ish hprprrrrreetrrrerArrre> 
aba abAbAbAAAsAAAAAAAAAAAAAAAAAAAAM 


Will you permit us to complete our call? 





OA OAT 


The Bristol Co., Dept.-H 
Waterbury, Conn. 


A Complete Service 


Gentlemen: 
OW the exclusive medium to sin tteneee wee 
build sales for manufacturers Ra TY oe ee ee ee 
of mill supplies through the dis- Os RAM ee ae ee 


tributor. The newspaper of the 
distributor’s salesman, the man 
who actually places the equip- 
ment and supplies in the hands 
of the users. 


City and State 
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“SOCKET HEAD CAP SCREWS 





THE BRISTOL CO. WATERBURY, CONN. 
= eT: | | 
aa aaanananannnnny 
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Six to One / 


If you were offered six chances to sell belting where you now have 
one chance or if you were guaranteed a six to one increase in 
belting repeat orders, you would make the best of that offer 
immediately. 


But, have you ever stopped to consider that in handling 
Rahmann Leather Belting, you are handling a six brand line, 
each brand of which is particularly adapted to a special drive? 
Or have you ever compared the advantages of a six brand line 
with those of a one brand line? 


A six to one line means six satisfactory belts where a one 
brand line will fail on five out of six special drives. Six repeat 
orders compared to one for a one brand line. Six prospective 
customers to every one for a one brand line. 


And to help you put the right belt on the right drive we 
have arranged a dealer aid that is giving effective service to our 
dealers throughout the country. Write today for information 


regarding the six to one line of Rahmann Leather Belting. 


31 Spruce St., 


GEORGE RAHMANN & CO. 


at a4 Pg 


New York City 


Newark Syracuse 


N_ LEATHER BELTING 











TRADE MARK 


REG. U.S. PAT. OF F. 





Friction Clutch 


Oil Type Clutch 


One of the simplest and most powerful clutches made. Widely 


used for direct connection with motors and engines. 





DISTRIBUTORS WANTED 


Mechan- 
ism en- 
closed in 
oil case. 
Picks up 
load 
smoothly. 
Also used 
as cou- 
pling. 2to 
200 H.P. 


There are some good territories where we need live 
distributors. If you appreciate a good sales proposition, 


write us. 


KINNEY MANUFACTURING COMPANY 


3529-41 Washington St. 


BOSTON, MASS. 


New York, Philadelphia, Chicago, Kansas City, H San F i 











Nason Gauges 


Your Gauge Requirements 


in all lines of work 


Right 
here on 
either side 
is a Nason 
Gauge 
that is 
the best 
that can 
be made. 
Eighty odd 
years of 
craft and 
integrity 
are back 
of our 



































AllIron products. Brass 
(Chemical) (Water) 


Nason Manufacturing Co. 


Steam Specialty Specialists Since 1841 
71 Fulton St., New York 
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SUGGES NE ETBL Se 


THE KELLERFLEX 


A Flexible Shaft Machine of a Hundred Uses 


Made in various sizes and types to meet every 
requirement. 


Speeds from 875 
to 10,500 R. P.M. 


For Snagging, Burring, 
Lapping, Buffing, Pol- 
ishing, Sanding, Drill- 
ing, Wire-Brushing, etc. 


Non-Heating Shaft 
Ball Bearing Handpiece 
Ball Bearing Motor 
Universal Swivel 


COMPLETE LINE OF 
ACCESSORIES 


Rotary Files 
Sanding Drums 
Emery Wheels 
Wire Brushes 
Polishers, etc. 


Write us to-day for list of 
users in your line 
of manufacture 


TL ee Pt se 





Keller Mechanical KV Engineering Corp. 


66 Front Street BROOKLYN, N.Y. 
Makers of the Keller Automatic Die Cutting Machine 





1 ot 1 i ! ial! i 1 tote 0) et eT 
RO Pi Gigs 
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TO 


CHASE 


Factory and Warehouse 
Trucks and Trailers 












STYLE 35 


Warehouse truck with 
roller bearing wheels 


Catalog No. 300 on request. 


Industrial Cars and Trackage 


The Chase Foundry and Mfg. Co. 
Columbus, Ohio 








SPEED-POWER 
DURABILITY 


Performance counts today 
and here’s a wonderful break 
for you Mill Supply Distrib- 
utors and your men. . no 
sales resistance. 


Quick Profits! 















Sell them the 
best — costs no 
more than others. 


Cow 


THE 
**BADGER” 
CAR MOVER 


‘Handles like play and stands up 
in severe every day use. The 
‘‘Badger”’ moves ’em and fast, 
too. This necessary and handy 
tool lasts for years, but you 
know these things get lost, run 
over, broken, etc., and there 
always are replacement orders 
that total many hundreds of 
dollars a year right in your terri- 
tory. We want you to get this 
profitable business. Write us 
today for sales helps. 


ADVANCE 
Safety Car Wrench 


Automatically adjusts itself to 
any size winding tap on hopper 
bottom cars. Can be used where 
other style wrenches fail—and 
with absolute safety to em- 
ployees. Get the sales angle on 
this by writing us today. 


Write for catalog 
and folders to en- 
close with your 
letters. 


V ADVANCE 
CAR MOVER CO. 





Appleton - Wisconsin 
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FRICTIONLESS on Bearing Metal means 
just what STERLING does on Silver—an 


absolute guarantee 


TRADE MARK 








“‘It Has Stood the Test Since 1891”’ 


We also make 


NICKEL GENUINE 
GENUINE BABBITT 
COPPER HARDENED 


All of these Babbitt Metals are made from highly 
refined raw materials, perfectly amalgamated — 
thus insuring satisfied customers and repeat orders. 


frictionless Metal Company 


1458-60 Collins Street 
SAINT LOUIS, MO. 





ROMPT DELIVERIES 


A Real Service to Distributors 





METAL FLOATS are in continual demand 
and many are sold by mill supply houses. 


We carry a large stock of copper ball floats in 
4, 5, 6, 7, 8, 10 and 12-inch diameters, for open 
tank and 25, 50, 100 and 150-lb. pressures. 
Always specify pressure. 


Special floats made to order in copper, steel 


and aluminum. Send us your orders for metal 
floats for any industrial use. 


ARTHUR HARRIS & CO. 
210-218 N. Curtis Street, 
Chicago, Ill. 
OUR COPPER SHOP makes Coils, Bends, Tanks, 


Expansion Joints, Mixers, Kettles, Vacuum Pans and 
other processing equipment. 








Quality Hose 
for Industry’s Needs 





There is a constant need for hose in mill and factory 
operation, and a steady demand. Quaker Hose offers an 
exceptional opportunity to dealers because it covers the 
field of industrial requirements and renders a quality of 
service which insures repeat orders. 


Quaker Hose is made of finest quality materials, scien 
tifically designed to meet all operating conditions, how™ 
ever severe. Tough covers and sturdy fabric are a guaran- 
tee against failure in high pressure work, and the specially 
compounded tubes offer high resistance to destruction 
from heat and corrosive chemicals. 


Steam, water, oil, chemical, air, spray hose, and hose 
for fire protection. 


Send for samples and full information. 


QUAKER CITY RUBBER CO. 


Manufacturers of Mechanical Rubber Goods 
WISSINOMING, PHILADELPHIA 


Branches: New York, Chicago, Pittsburgh, San Francisco 











Tanners of 


Mechanical Leathers 











Lace Leather Sides and Cut Lacing 


in 
Mechanical Rawhide, Indian Tan 
and Krome (Chrome tanned) 


Krome Belt Leather 
in Butt Bends, Centers and Sides 


Chrome Hydraulic Leather 
in Butts and Sides 


Krome-Retan Hydraulic Butts 





THE CHICAGO RAWHIDE MFG. CO. 
1285 Elston Avenue, CHICAGO 


109 Broad St., New York 209 Broad St., Boston 
66 N. 4th St., Philadelphia 530 W. Congress St., Detroit 
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Quick-As-Wink 
Unbreakable Hose Couplings 


TS make tight joints that never leak, but swivel 
freely. Can be connected or disconnected in a second 
but never come apart accidentally. 
banging can prevent them from functioning. Mud or ice 
do not destroy their free swiveling action. 


No hammering or 


Every coupling weakness is eliminated. Hose lasts 
about four times as long. Work is speeded up. No delays. 
Their long life and satisfactory service make them the 
most efficient and economical coupling made. 


Write for Sample and Complete Details 

Quick-As-Wink Hose Couplings make a wonderful jobber sales 
possibility. They are the most highly endorsed couplings manu- 
factured. There is a steady demand wherever hose is used. Write for 
sample, complete details and discount. 


C. B. HUNT & SON 
640 McKinley Ave. SALEM, OHIO 

















Glue Can Be Kept at Proper 
Temperature By Thermo- 
static Control Only 


( Y LUE that boils is next 
¥ to worthless. It loses 
its sticking quality and 
becomes little better than 
paste. To insure glue at 
the proper temperature 
for gluing, investigate the 
thermostatically 
controlled 


“Hold- 
Heet”’ 


Automatic 


Glue Pot 












Approved by the Underwriters 
Manufacturers of Space Heaters, Conduction Heaters, Immersion 


Heaters and special heaters of all kinds. 


RUSSELL ELECTRIC CoO. 


368 W. Huron Street Chicago, Lilinois 





| 
| 








‘Columbus-McKinnon Chain 


av 
fl 


HE “swell” of material on the inside 

at the weld gives increased strength 
for users—added profits to you. Here is 
why it sells “INSWELL” on sight. 


Your customer sees this bulge of extra 
material at the weld and knows at once 
that it must be stronger. Actually its 
strength is increased 25%. Selling the 
chain user his first “INSWELL” is easy. 
Later his judgment of its strength is fully 
proved on the job. Repeat sales are cer- 
tain because this chain always stands 
the gaff. 


There are chains— and chains, 
but only one “INSWELL”. 


Remember C-M when 
buying your chain. 


General Sales Offices: Tonawanda, N. Y. 


Plants : Tonawanda, N. Y. Columbus, Ohio 


In Canada: 
McKinnon-Columbus Chain, Ltd. 
St. Catharines, Ont. 


NSWELL 


ELECTRIC. WELD 


CHAIN 





Sells INSWELL chain 


wy 
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Quality is the 
watchword 


in manufacturing WOOD WORKING 
American Swiss = 
Files and Tools. = MACHINES 
Our slogan “only = Doors open wide te the 
the best are good = Crescent representative; for 
sh”? is ri idl z experienced superintendents 
enoug . gidly = and buyers know that he has 
adhered to. = a story of high quality and 


low production costs worth 
listening to. 











iUUUUVLULUUUUOAUEUL 


li 





Users of Ameri- = 
can Swiss products — 
know this trade 
mark stands for the 
bestin Fileand = 
Tool manufacture = 
and isa guarantee = 
: of quality. = 
= x By American Swiss = 


Files have been the = 




















2 choice of discrimi- = 
American P 


nating mechanics = 








Crescent literature is well 
illustrated, clearly written 
and attractive in every par- 








Swiss for over 30 years. 
American Swiss File & Tool Co. = [ny —_ 


Silos Trumbull “nae ——* ee Z The CRESCENT MACHINE Co. 
eo % Knurls . . . Tools _ | 96 COLUMBIAST. LEETONIA, OHIO 


INUNIUNUAIU 


ticular. 
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FIRE 


loses its terrors and most of its hazards 
when a plant is equipped with Ap- 
proved Fire Extinguishers. 


Paaeaeelalalalseelala) 





SHuR-GRIP 


SOLDER IRON HANDLE 


Industries Buy 


SS =“, 






: this Handle 
: ad . —e - - (because) 

. Fire Extinguishers 

@ (Made Since 1899) Tt Saves Ti e 





fj are made in ten different types, rang- 
ing from a one-quart extinguisher to 
a 4o-gallon Chemical Engine—types 
for both heated and unheated build- 
ings—eight approved and two low- 


i 


and Labor 


; ; A trial of the SHUR-GRIP Solder Iron Handle Patented 
priced unapproved types. usually leads to its adoption as standard equip- 
ment, and profitable sales for the dealer. That's Apr. 24,1923 
the secret of making this specialty pay good No. 1,453,08 


Why Distributors Should 
Sell the Diener Line 


profits. A simple demonstration is all that is ; 
necessary. It screws on—is rigid——and stays on until unscrewed. Order 
a small stock for trial purposes. 


It is Complete 


























It is Reliable Study This 
It is Nationally Known Sisters 
It is Profitable %, 
is Send for Catalogue of the full The hardened steel die cuts a thread on stem of solder iron. Nothing but 
|| line of Diener Metal Products erent coe agen, Tenors, Slee counen wieeh Bich hae 
fe fel WRITE FOR OUR JOBBER’S PROPOSITION 
| GEO.W. DIENER MFG. CO. ie Hyro Mfs.Co. Inc. 205Varick St. NewYork 
| __ 400-420 N. Monticello Ave. ° yro Mig.Lo.,Inc., arick St., New } or 
ig CHICAGO, ILL. | (Also Manufacturers of Shur-Grip File Handles) 
Rage VgITIvIVIdIooTdoodTvodd Tees wegeesia 
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Dicstvituced b+ 
Mill Supply 


Houses for 





Here is one of the most profitable lines you ; 
can handle and you can sell MORE chain 
without extra effort ... We carry a large 
stock of chains and chain parts and our cen- 
tral location insures prompt delivery. Write 
today for catalog and sales helps. 


S. G. TAYLOR CHAIN CO. 


P. O. Box 117A HAMMOND, IND. 


TAYLOR MADE 
CHAIN 








b- 


Lo Col 





wr qq IN 
. 
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Distributors — here is 
a real profit item! 









Black 


for patching 
and where 
painting is 
unnecessary. 
(Puttium 
comes in vari- 
ous size 
drums, pails 
and cans). 


Gray 


for sealing 
and bedding 


higher in cost. 





my THE MCALLUM COMPANY INC\E 
Bie"? Seventh <e. Parsburahhy 
Ss ‘ 


Co “WHEN YOU THINK OF GLAZING THINK OF 
i" ®@ 
i — A 
. U 1u / 


THE NAME"M‘CALLUM’GUARANTEES ITS QUALITY 





PUTTIUM is the most satisfactory glazing 
cement for industrial use—it withstands every 
extreme of temperature, will not crack, chip or 
peel, never becomes brittle and is always easy 
to remove as well as apply! It is the most eco- 
nomical for caulking door frames, brickwork, 
skylight glazing and for general all-around use. 
For years PUTTIUM has served greenhouse 
operators in America, Europe and Asia, in a field 
where glazing cement must stand up under most 
exacting conditions! 


++ + 


Mill supply houses—write at once for interesting, 
profitable proposition on this famed glazing product— 
also ask about Roof Cement, another 


equally good product for fast sales! Cash in on the 
industrial demand NOW! 
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TRAHERN Pumps are 
used practically every- 
where and for a variety 
of purposes, water, 
milk, paint, alcohol, 
syrup, molasses, road 
oil, tarvia, brine, fuel 
oils and petroleum products 

The line is so simplified that it will only be necessary to stock a few models 
—— care of practiontiy a = pumping need you will encounter. 

lere is profit in the sale of pumps and particularly so w , are 

THAT I I I J when they are 


(Above is a Fig 3422 TRAHERN Rotary Pump used for circulating water, 
to tanks in connection with hardening processes, in machine shops, etc.) 


WRITE FOR CATALOG 54 


GEO. D. ROPER CORPORATION, Rockford, III. 


. 4 
i 

















Something New 
in Factory Furniture 





bg igs you can have the per- 
manence and compact- 
ness of steel plus all of the 
working advantages of wood. 

The legs, frame and rear section of the top are 
of heavy gauge steel. The front working surface 
is of laminated wood. Special joint gives smooth 
top. No cracks. Just the thing for all kinds of 
assembly work, pounding, bending, twisting, etc. 

Write for catalog containing photographs and 
full information. Also other steel factory fur- 
niture. 


Pollard Bros. Mfg. Co. 


4037 No. Tripp Ave. Chicago, II. 


















plicated parts. 


The Kieley catalogue of 250 pages illustrates 
a complete line of steam, water and air spe- 
cialties and should be in your file. 


Kieley & Mueller, Inc. 


KIELEY SPECIALTIES 


For fifty years these products have found favor with 
engineers because they are constructed without com- 





34 WEST 13TH ST., N. Y. CITY 











oe detached. 












s—IMICO UNIONS 


Made of refined malleable iron with brass seat inserted 
in place by powerful pressure so that it cannot become 


ILLINOIS MALLEABLE IRON CO. 


Manufacturers Full Line Iron Pipe Fittings 


Approved by Underwriters Laboratories 


(Note the Brass Ring) 






CHICAGO, ILL. 
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A STRIKING IMPROVEMENT 


A Hack Saw Blade that will not break or strip:—that’s a ten word message 
of good news that will be eagerly gobbled up by alert men who tire of seeing 
wore than 50% of the Hack Saw Blades they purchase break before they 
deliver a fraction of 
the service they should 
give. 





We not only assure 
you that they will not 
break but guarantee 
it by the broadest 
guarantee ever put 
behind a Hack Saw 
Blade. 


TRIPLE-IFE 
HACK SAW 


IN ONE OF THE OLDEST TOOLS 





WE WILL REPLACE FREE OF CHARGE EVERY TRIPLE-IFE BLADE 
THAT BREAKS IN USE:—and there are no strings to that offer. 


TRIPLE IFE HACK SAW BLADES are made from a special tough alloy 
steel, uniformly heat-treated. They will outwear and outlast by far all 
ordinary Hack Saw Blades and at very little additional cost. 


Dealers: —TRIPLE-IFE Blades merit your interest. Continued repeat orders, 
REAL PROFITS and sales co-operation are a few of their many advantages. 
Your territory may still be open. * Write us for details. 


The Arion Steel Company 
Boston, Mass., U.S. A. 














Swartwout | 


Steam Products | 
ar \ 


e > 
GUARANTEED. 


If a purchaser of any 






Swartwout Steam Product 
is not entirely satisfied, 
he may return the equip- \ 
ment and will be refund- 
ed the total purchase \ 
price, plus all transporta- 


tion charges both ways. 


Ask for catalogue. 


THE SWARTWOUT CO. 


18511 Euclid Avenue, 
Cleveland, Ohio 











ESTABLISHED 1874 CLEVELAND, OHIO 


SUPERIOR BRUSH SERVICE 











THE HEROLD BROTHERS CO. 
1104 W. Ninth St. CLEVELAND, 0. 
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Quick- As- Wink Buffing Wheels 
An Amazing New Development 
ECHANICAL inefficiency of rag-buffing has been 


completely overcome by this marvelous new develop- 
ment. The Quick-As-Wink Buffing Wheel is guaranteed 
to be absolutely safe at the highest speed. It uses the 
complete buffing surface making the entire operation 
smooth and continuous. The special feature of the 
patented metal clip which holds the ends of the abrasive 
strips together, permitting replacements in 30 seconds, has 
eliminated lost motion and has cut buffing time and 
material costs in half. 


Write for Complete Details 


This proposition is open to jobbers. It offers a splendid sales 
opportunity. The demand is increasing, as this new development 
becomes known, by leaps and bounds. rite for detailed descrip- 
tion, prices and proposition—now. 


C. B. HUNT & SON 
640 McKinley Ave. Salem, Ohio 








—Almost Frictionless 
With Longer Service Life! 


ECAUSE Non-Gran 

Bearing Bronze bars are 
made of virgin metals by a 
“‘specialized’’ process, they 
develop and hold a smooth, 
almost frictionless surface, 
that does not flake-off, owing 


Years of service for auto- 
motive, machine tool, in- 
ternal combustion engine, 
aeroplane, and motor-car 
manufacturers, proves that 
Non-Gran gives longer serv- 
ice because of that structure 





to the closely interwoven... Write us for new folder 
fibrous structure. and wall chart. 
AMERICAN NON-GRAN 


BRONZE CORP. 
Berwyn (Philadelphia District), Penna. 














More Business 
Greater Profits 


Better Satisfied Customers 


Three conditions that naturally follow 
when you get your Trade interested in 


MOORE & WHITE FRICTION CLUTCHES 








The words, “Moore & White Patent,” 
on a Friction Clutch, means absolute 
satisfaction for the user, and the trade 
knows it. 


Are you taking advantage of this? If 
not, let’s get better acquainted. 


Friction Clutch, get a proposition from 
us. It will pay you. 


Ask for Free Catalog ‘‘C’’ 


The Moore & White Co. 


The next time you have a call for a 
| 
2711-2741 North 15th St., Philadelphia, Pa., U.S. A. | 

















MYERS POWER PUMPS 





Tailored to fit the installation—Myers Self- 


Oiling Power Pumps meet depth, motive 
and volume specifications up to ten thousand 
gallons of water per hour. Engine or motor 
power, belt or chain drive, shallow or deep well 
service, open or pressure tank, direct or long 
distance discharge—complete units with motor or 
engine—separate units for any motor or engine— 
the selection is wide—the installation is simple— 
the operation is economical—the service is 
dependable and long lived. 


Catalog on request. 


THE F. E. MYERS & BRO. CO., Ashland, Ohio 


Pumps—— Water Systems —— Hay Tools —— Door Hangers 
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Williams’ “Vulcan” 
Machinists’ Clamp 
With Parallel Jaws 
4 sizes- 14 to 4%” 





¢ Williams’ “Vulcan” 
For Heavy Duty 
11 sizes -34 to 1244” 















Light Service 
Clamp 
7 sizes - 2 to 12” 











Williams’ “Agrippa” 
For General Service 
7 sizes - 4 to 18” 















‘Built to withstand every 
twist, strain and pressure 


ILLIAMS’ DROP-FORGED Clamps are built with a knowledge 
of the abuse a clamp receives in service. 


All are drop-forged from a tough grade of carefully selected steel 
and are heat-treated after forging to increase still further their 


strength and stiffness. All possibility of springing is reduced to a 
minimum. 


They are the strongest clamps on the market. A wide rangeZof 
sizes, fully guaranteed. Demanded by machinists everywhere. 


J. H. WILLIAMS & CO. 
“‘The Drop-Forging People’ 
New York BUFFALO Chicago 





CLAMPS ¢ 
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The patented burner of a 
DREADNAUGHT is not 
only quick starting but it 
delivers a hotter flame, does 
not go out in ordinary wind 
and operates in any position 
and. under every condition of 
service, DREADNAUGHT 
Blow Torches are leak-proof, 
their brazed construction mak- 
ing them not only stronger but 
safer! 








Dreadnaught Furnaces, like Wall Dreadnaught Torches, 
are also the leaders in their field, the result of WALL 
quality manufacture since 1864. Oilers, cans, shop 
boxes—and other WALL industrial products—write for 
information. 





WAD) P. WALL MFG. SUPPLY CO. 
</ 3126 Preble Ave., N.S. PITTSBURGH, PA. 








WALL pNAUCHT 


Service with Safet y 


DR BLow TORCHES 


AND FURNACES 





DON’T WAIT 
for the 
SWITCH ENGINE 
Use a 


WELLER CAR PULLER 


SIZES TO MOVE FROM 1 TO 30 CARS 
Send for Circular No. 1028 


WE ALSO MAKE 


BELT CONVEYORS MALLEABLE CHAIN 
CHAIN CONVEYORS STEEL CHAIN 
SPIRAL CONVEYORS SPROCKETS 
BUCKET ELEVATORS GEARS 

ELEVATOR BUCKETS SKIP HOISTS 


POWER TRANSMITTING MACHINERY 


WELLER MFG. CO. 
1820 N. Kostner Ave. 
CHICAGO, ILL. 
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The Valve wih the Reversible Disc & Seat 





No. 780 ture 450 deg. F. 


THE D. T. WILLIAMS VALVE CO. 
CINCINNATI, OHIO 


Seat and disc of Nicu- 
lanium—a hard, tough, close- 
grained nickel alloy—resists 
effectively the cutting, wear- 
ing action of high tempera- 
tures and pressures, that is 
one factor in the economy of 
Reverso Valves. 


To this is added the re- 
versible feature. When one 
side wears both disc and seat 
reverse and you have the life 
of another valve with no 
extra expense. 


But this is not all of Reverso’s 
— ~ disc and seat are easily 
able. 


Reverso is a valve unexcelled 
on steam, water, oil, air or gas. 
For other features, types, sizes 
ont » a ask for new > Galletn 


REVERSO:—Bronze body for 
200 Ibs. pressure. Total tempera- 
ture 550 deg. F. 


IROVERSO:—Iron body for 
150 lbs. pressure. Total tempera- 
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on orders, and others forgotten? 


You will learn and 
profit by knowing 
what kind of busi- 
ness cards preserve 
prestige. A request 
from you will bring 
samples. 


When selecting firms to which orders 
go, buyers are identical. 

They remember the ones which have 
impressed them—and forget the ones 
which haven’t. 

It’s surprising to note how big a 
point a business card is when it comes 
to remembering. 

For the salesman’s cards that the 
buyers save must preach the gosp<l of 
quality, prestige, and fitness long after 
the salesman has departed. Doing this, 
they point to the firms most entitled to 
confidence and orders. 

Such is the reward of prestige! 


The John B. Wiggins Company 
( Established (a 
1143 Fullerton Ave., 


WIGGINS 


Peerless Book Form 
CARDS 
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Now More than Ever 


Economic conditions are constantly changing. Many manufacturers 
are gradually resolving themselves into larger operating units and speed- 
ing up production. 
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Rapid production requires uninterrupted plant operation, which 
means that supplies and equipment for plant maintenance must be 
quickly available. 


The Mill Supplv House Meets This Need 


Your supply house has anticipated your require- 
ments. It has stocked most of the supply items you use 
and has made it unnecessary for you to buy from many 
scattered sources. 


In some lines a wholesaler and a retailer stand be- 
tween the producer and consumer. But in the mill 
supply field, the Distributor is the only link between 
producer and consumer. The mill supply house will 
always be necessary as a cooperative selling and servic- 
ing agency for the hundreds of manufacturers who other- 
wise would be obliged to be their own distributors— 
a work for which but few of them are fitted. 


We are proud of the position we occupy in our com- 
munity and we appreciate the loyal support given us be 
by our customers. The growth of our business proves Rey i. 
that our service is vital to the industrial prosperity ba: 
of this section. : 


If we can serve you better, tell us how. 


This. is the twelfth in the MILL no pn one of 2 lle su 's i i Mill ces Houses 4 a = nga ib of ane Pa ses ; 
: }.them to their customers gnd pros, sa eprints will be su plies In.two colors, Cary ing the ng nd address of the distributor placi e order. e 
cider, gecegled Je is:fo ites vice, 0.0. Chica § sie wats : 56, ach atltions I husied: a6 Mill Sup ies, 
& ete ” Pak oR se Mo) KO Lh wie te, ae : Uy scm 
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BUY ADVERTISED PRODUCTS 


A Classified Index to the Products of Advertisers in This Issué 


Index to Advertisements on Page 140 















ABRASIVES 


Abrasive sas tase 
NVILS 
Columbus Anvil & a Co. 
Yost Mfg. Co. 
APRONS, LEATHER 
Chicago Rawhide Mfg. Co. 
ARBORS 
Morse Twist Drill & Machine Co. 
BABBITT METALS 
Dodge Manufacturing Corp. 
Frictionless Metal Company 
The Medart Company 
Monarch Metal Co. 
BABBIT RETAINER 
Products Mfg. Co. 
BARRELS, TUMBLING 
Royersford Foundry & Machine Co. 
BARROWS 
The Fairbanks Company 
EARINGS, BALL AND ROLL&R 
S K F Industries, Incorporated. 
BEARINGS, BRONZE 
American Non-Gran Bronze Corp. 
Buckeye Brass & Mfg. Co. 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 

BEARINGS, SHAFT, BABBITTED 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood’s Sons Co. 

BEARINGS, SHAFT, BALL 
Chicago Pulley & Shafting Co. 

Ss F Industries, Incorporated 
T. B. Wood's Sons Co. 
BEARINGS, SHAFT, OIL FILM 
Hill-Clutch Machine & Foundry Co. 
BEARINGS, SHAFT, OILLESS 
Arguto Oilless Bearing Co. 

BEARINGS, SHAFT, ROLLER 
Bond Foundry & Machinery Co. 
Dodge Manufacturing Corporation 
The Medart Company 
“The Reeves’’—Reeves Pulley Co. 
Royersford Foundry & Machine Co. 
S K F Industries, Incorporated. 

BELT DRESSING 
E. C. Atkins & Co. 
Chicago Rawhide Mfg. Co. 
Joseph Dixon Crucible Co. 
Graton & Knight Co. 
The Mechanical Rubber Co. 
Geo. Rahmann & Co. 
Richmond Belt Dressing Mfg. ., Inc. 
Chas. A. Schieren Co. 
Victor Balata & Textile Belting Co, 
BELT FASTENERS 
The Bristol Company 
Bourne Fuller Co. 
Clipper Belt Lacer Company 
Crescent Belt Fastener Co. 
Flexible Steel Lacing Co. 

BELT ag og LEATHER 
Chicago Rawhide Mfg. Co. 
“Cocheco’’—I. B. Willlams & Sons 
Graton & Knight Co. 

Geo. Rahmann & Co. 
Chas. A. Schieren Co. 

BELT LACINGS, METALLIC 
Clipper Belt Lacer Company 
Flexible Steel Lacing Co. 

The Bristol Company 
BELT SHIFTERS 
T. B. Wood’s Sons Co. 
BELT TIGHTENERS 
Dodge Manufacturing Corporation 


The Hill Clutch Machine & Foundry Co. 


The Medart Company 
T. B. Wood's Sons Co. 
BELTING, BALATA 
Victor Balata & Textile Belting Co. 
BELTING, CANVAS STITCHED 

The Mechanical Rubber Co. 
Victor Balata & Textile Belting Co. 

ELTING COMPOSITION 
Fabreeka Belting Co. 

BELTING, CONVEYOR 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co, 
The Mechanical Rubber Co. 
The Republic Rubber Co. 
Victor Balata & Textile Belting Co. 
Whitehead Bros. Rubber Co. 


BELTING, COTTON, SOLID WOVEN 


Victor Balata & Textile Belting Co. 


BELTING, a 
Cuteage Rawhide Mfg. 
Graton & Knight Co, 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
“Sterling’’—Chas. — & Co., Philadelphia 
. B. Williams & Son 

BEL’ LTING, LINK 

Chas. A. Schieren Co. 
BELTING, ROUND 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
BELTING, RUBBER 
Boston Woven Hose & Rubber Co, 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co, 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
BELTING, TRACTOR 
Graton & Knight Co. 
Victor Balata & Textile Belting Co. 
BELTING, TWISTED 
Graton & Knight Co, 
Victor Balata & Textile Belting Co. 

BELTING, “Vv” 

L. H. Gilmer Company 
Graton & Knight Co. 

BELTING, ee 
Chicago Rawhide Mfg. Co. 
Graton & Kriight Co, 
Geo. Rahmann & Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
Victor Balata & Textile Belting Co. 

BELTS, WELL DRILLING 
Victor Balata & Textile Belting Co. 

BENCHES (WORK), JEWELERS’ 
Leiman Bros. 
BENCHES, STEEL 
Pollard Bros. Mfg. Co., Inc. 
Standard Pressed Steel Co. 
BENCH LEGS 
The Hill Clutch Machine & Foundry Co. 
Pollard Bros. Mfg. Co. 
BITS, ree HOLDER 

Simonds Saw & ‘Steel o. 
The Vincent Steel a Co. 
J. H. Williams & Co. 

BLOCKS, CHAIN 
Chisholm-Moore Hoist Corp. 
Wright Mfg. Co. 

The Yale & Towne Mfg. Co. 

BLOCKS, PILLOW 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch — & Foundry Co. 
The Medart Compan 
Royersford Foundry %e Machine Co. 
Skayef Ball Bearing Co. 

B. Wood’s Sons Co. 

BLOCKS, TACKLE 

Williamsport Wire Rope Co. 
BLOWERS. FORGE 
Champion Blower & Forge Co. 
Electric Blower Company 
Lovejoy Tool Works 
BLOWERS, GAS AND OIL COMBUSTION 
Electric Blower Company 
Leiman Bros. 
BLOWERS, | ELECTRIC 
Clements Mfg. Co. 
Electric Blower Company 
BLOWERS, SANDBLAST 


Leiman Bros. 
OILER TUBES 
National Tube Company. 
BOILERS, TUBULAR AND WATER TUBE 
Henry Vogt Machine Co. 
BOLTS, ANCHOR 

Kempton Mfg. Co, 
BOLTS, CARRIAGE 
Clark Bros. Bolt Co. 
Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
Russell, Burdsall & Ward Bolt & Nut Co. 

BOLTS, EYE, HOOK, RING AND LAG 
os Bros. Bolt Co. 

. M. Harper Co. 
}. H. Williams & Co. 

=e. MACHINE 

Clark Bros. Bolt Co. 

Foster Bolt & Nut Mfg. Co. 
H. M. Harper Co. 
Russell, Burdsall & Ward Bolt & Nut Co. 


BOLTS, MACHINE TOOL SET-UP 
Standard Shop Equipment Co 
BOLTS, SINK, STOVE AND PLOW 
Clark Bros. Bolt Co. 
Foster Bolt & Nut Mfg. Co. 
Russell, Burdsall & Ward Bolt & Nut Co. 
OLTS, STUD 


The Cleveland Cap Screw Co. 
BRACES, TRENCH 
Templeton Kenly Co. 
RACKETS, SCAFFOLD 
Patent ae Co. 
KETS, WALL 
Bond near he a Machine Co. 
Dodge Mfg. Corp. 
The Hill Clutch machine & Foundry Co. 
The Medart yg 
T. B. Wood’s Sons 
BRASS GooDs, PLUMBING 
Grabler Mfg. Co. 
BRASS GoopDs, STEAM 
American Injector Co. 
Detroit Lubricator Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
BRONZE BARS, CORED AND SOLID 
American Non- Gran Bronze Corp. 
Buckeye Brass & Mfg. Co. 
The Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
BROOMS, FACTORY, WAREHOUSE 
AND RAILROAD 
The Herold Bros. Co. 
Indianapolis Brush & Broom Mfg. Co. 
The Osborn Manufacturing Co. 
BRUSHES, — FLOOR, ETC, 
The Herold Bros. Co. 
Indianapolis Brush & Broom Mfg. Co. 
The Osborn re gr ge sme —% 
Worcester Brush & Scraper 
BRUSHES, PAINT “IND VARNISH 
The Osborn Mfg. = 
The —- Bros. 
BRUSHES, WIKE, FLUE, ETC. 
The Hoa Bros. Co. 
The Osborn Mfg. co. 
Worcester Brush & Scraper Co. 
BRUSHES, WIRE WHEEL 
The Herold Bros. Co. 
The cae Mfg. Co. 
UCKETS, “ELEVATOR 
Illinois Mailectie Iron Co. 
Weller Mfg. Co. 
BUFFERS, ELECTRIC 
Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co 
Keller Mechanical Engineering Corp. 
Marathon Electric Mfg. Co. 
N. A. Strand & Co. 
BURNERS, GASOLINE AND KEROSENE 
Aeroil Burner Co., Inc. : “tr 
Clayton & Lambert Mfg. Co. 
BUSHINGS, BRONZE 
American Non-Gran Bronze Corp. 
Buckeye Brass & Mfg. Co. 
Bunting Brass & Bronze Co. 
Arthur Harris & Co. 
BUSHINGS, PNEUMATIC HAMMER 
The Cleveland Wrought Products Co. 
CANS, OILY WASTE 
Geo. W. Diener Mfg. Co. 
CANS, SAFETY, GASOLINE 
Geo. W. Diener Mfg. 
CAW_MOVERS 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co. 
Weller Mfg. Co. 
CARTS 


The Fairbanks Company 
CASING, WELL 
National Tube Co. 
CASTERS, TRUCK 
The Bassick Company 
Bond Foundry & Machine Co. 
Saginaw Stamping & Tool Co. 
CASTINGS, BRONZE 
Arthur Harris & Co. 

CASTINGS, GRAY AND MALLEABLE 
The Hill Clutch Machine & Foundry Co. 
Illinois Malleable Iron Co. 

ASTINGS, SEMI-STEEL 
Bond Foundry & Machine Co. 
Hill Clutch Machine & Foundry Co. 
CATALOGS, = HOUSE 
R. R. Donnelley & Sons C 

CEMENT, GLAZING AND ROOFING 
The McCallum Co. 

CEMENT, LEATHER BELT 
Chicago Rawhide Mfg. Co. 
Cocheco—I. B. Williams & Sons 
Graton & Knight Co. 

Chas. A. Schieren Co. 

















JULY, 1929 MILL SUPPLIES 131 


Hed Stel’ HIGH SPEED DRILLS, 


ARE FOREMOST 


Like a tower stands out distinctive and well 
remembered, the new Red Shield” High Speed Drills, 
even with the short time they have been on the 
market, have won identical recognition. 

















— Drill users who require high speed drilling with 








uniformity of performance, less breakage, and 
less grinding and at less cost per hole always re- 


member that Red Shield’ Drills give such service. 


The Red Shield” in actual red color, is stamped 
on each Drill. ALL SIZES. 


Manufactured by 
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THE STANDARD [OOL (0. 


New York OAV Etate! reattertete 





During 1929, page and 





half page advertise- 
ments will carry im- 
portant Armstrong an- 
nouncements to nearly 
a million pipe tool 


users. 






eS: the greatest Cam- *: 
paign in our Sixty Years of 
advertising, the Jobbers are be- \ 
ing backed by a most complete \ ees? 
Mail Campaign. Already over \ | 
600,000 Circulars have been dis- : 
tributed. 

Every week or so, one or more of 
the leading publications carry an 
important announcement regarding 


ARM STR ON G 1) Efficient, Durable, Economical 
PIPE TOOLS —The Mill-wrights Favorite. 


T? further assist Jobbers in rapidly moving their tools, 
we have prepared a splendid set of saleshelps. Send the 
coupon, no obligations. 


MAIL THIS COUPON 














For Forty Years—the Best 











) Armstrong Mfg. Co., 321 Knowlton St., Bridgeport, Conn. ‘s 
| The Ohio Valley Pulley Works, Inc. 


| Please send us complete facts regarding Free Sales Helps. DIVISION GENERAL FIBRE PRODUCTS, INC. 


SNE cisnscenvrcictanpiiemnmatinn macinanrre sai ahaa Maysville, Ky., U. S. A. 
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CEMENT, PIPE JOINT 
Joseph Dixon Cree Co. 


The Columbus McKinnon Chain Co. 

8. G. Taylor Chain Company. 
CHARGING SETS, BATTERY 

Marathon Electric Mfg. Co. 


CHISEL BLANKS 
The Cleveland Wrought Products Co. 
CHISELS, COLD 
Stanley Rule & Level Plant 
CHUCKS, DRILL AND TAP 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
Union Manufacturing Co. 
Skinner Chuck Co. 
CHUCKS, LATHE 
Cushman Chuck Co. 
Union Manufacturing Co. 
CHUCKS, PLANER 
Union Manufacturing Co. 
LAMPS, BAR 
Adjustable Clamp Co. 
CLAMPS, BELT 
T. B. Wood’s Sons Co. 
CLAMPS, “C” 
Adjustable Clamp Co. 
Armstrong Bros. Tool Co. 
Brownie Mfg. Co. 
Graton & Knight Co. 
J. H. Williams & Co. 
MPS, HOSE, BRASS 
H. B. Sherman Mfg. 
LAMPS, PIPE REPAIR 
M. B. Skinner Co. 
CLEANERS, FLUE 
Worcester Brush & Scraper Co. 
CLIPPERS, BOLT 
H. K. Porter, Inc. 
CLUTCHES, FRICTION 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Conway Clutch Co. 
Dodge Manufacturing eee 
Edgemont Machine Co., Th 
The Hill Clutch Machine & Foundry Co. 
Kinney Mfg. Co. 
The Medart Company 
The Moore & White Co. 
“The Reeves’’—Reeves Pulley Co. 
A. L. Schultz & Son 
T. B. Wood's Sons Co. 
COCKS, AIR AND DRAIN 
American Injector Cz. 
The Wm. Powell Co. 
The D. T. Williams Valve Co, 
COCKS, BALL 
Detroit Lubricator Co. 
Kieley & Mueller, Inc. 
COCKS, CORPORATION 
Grabler Mfg. Co. 
The Wm. Powell Co. 
COCKS, GAGE 
American Injector Co. 
Jenkins Bros. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
COCKS, RUBBER PACKED 
Arthur eg & Co, 
coc STEAM AND SERVICE 
The Wm. Powell Co. 
Walworth Company 
Ze mS wi COCKS, Valve Co. 


STOP 
Grabler Mfg. Co. 
COILs AND —a COPPER AND BRASS 
Arthur Harris os 
Cc RS, SHAFT 


American odie Ge Company 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Pyott Foundry Co. 
Royersford Foundry & Machine Co. 
eg Pressed Steel Co. 
Wood's bya oO. 
LUMNS, WATER 
Nason Manufacturing Co. 
OMPOUND, _ JOINT 
Joseph Dixon Crucible Co. 
COMPRESSORS, AIR 
Curtis Pneumatic Machinery Co. 
Kellogg Mfg. Co. 
Worthington Pump & Machinery Corp. 
ONTACTORS, BELT 
T. B. Wood's Sons Co. 
CONTROLLERS, BOILER PRESSURE 
Mason Regulator Co. 
COPPERSMITHS 
Arthur Harris & Co. 
COUNTERBORES 
The Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 


COUNTERSHAFTS 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corp. 
Edgemont Machine Co., The 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
a oe Foundry & Machine Co. 
T. B. Wood's Sons Co. 
cou. _aearss, SMALL 
Birkle Machine Work 
N. A. Strand & Co. 
COUPLINGS, SHAFT 
pomess Pulley & Shafting Co. 
e Manufacturing Corporation 
The 7A Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Spiro—Bond Foundry & Machine Co. 
T. B. Wood's Sons Co. 


COUPLINGS, SHAFT, lUEXIBLE 

Birkle Machine Works 

Bond Foundry & Machine Co. 

Frederick Iron & Steel Co. 

The Hill Clutch Machine & Foundry Co. 

Lovejoy Tool Works 

The Medart Company 

T. B. Wood's Sons Co. 

COUPLINGS, SHAFT, FRICTION CUT-OFF 

Dodge Mfg. Corp 

Edgemont ‘Machine Co., The 

The Hill Clutch Machine & Foundry Co. 

Kinney Mfg. Co. 

The Moore & White Co. 

The Medart Company 

A. L. Schultz & Son 

T. B. Wood’s Sons Co. 

COUPLINGS, SHAFT, MARINE 
Bond Foundry & Machine Co. 
COVERING, PULLEY 
Chicago Pulley & Shafting Co. 
CRANES, HAND POWER 
Chisholm-Moore Hoist Corp. 
RANES, OVERHEAD, TRAVELING 

AND JIB 


Chisholm-Moore Hoist Corp. 
Curtis Pneumatic Machinery Co. 
The Yale & Towne Mfg. Co. 
CRAYONS, LUMBER 
Joseph Dixon Crucible Co. 
CUPS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
CUPS, OIL AND GREASE 
American Injector Co. 
Detroit Lubricator Co. 
Hunte¢ Pressed Steel Co. 
Penberthy Injector a 
The Wm. Powell 
D. T. Williams Valve Co. 
CUTTERS, BOLT, WIRE, ETC. 
H. K. Porter, Inc. 
CUTTERS, BELT 
Clipper Belt Lacer Company 
CUTTERS, EMERY WHEEL DRESSER 
The Vincent Steel Process Co. 
CUTTERS, GAGE GLASS 
Worcester Brush & Scraper Co. 
CUTTERS, GLASS 
American Saw & Mfg. Co. 
TTERS, MILLING 
Cleveland Twist Drill Co. 
Morse Twist Drill & Machine Co. 
The Standard Tool Co. 
ore, PIPE 
Armstrong Bros. Tool 
Armstrong Mfg. Co. 
Toledo Pipe Threading Machine Co. 
DIAPHRAGMS 
Whitehead Bros. Rubber Co. 
DIES, — 
Armstrong Bros. Tool 
Armstrong Mfg. Co. 
Morse Twist Drill & Machine Co. 
Toledo Pipe Threading Machine Co. 
DIPPERS, COPPER 
Arthur Harris & Co. 
DISCS, VALVE 
Jenkins Bros. 
DuwS, LATHE 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
DRESSERS, GRINDING WHEEL 
Lovejoy Tool Works 
Scandinavian Western Importing Co., Ltd. 
The Standard Tool Co. 
The Vincent Steel Process Co. 
DRILLING POSTS 
Armstrong Bros. Tool Co. 
Lovejoy Tool Works 
DRILLS, ELECTRIC 
The Black & Decker Mfg. Co. 
The Hisey-Wolf Machine Co. 
Stow Manufacturing Co., Inc. 
Standard Electric Tool Co. 
N. A. Strand & Co. 
Stanley Rule & Level Plant 
DRILLS, POST 
Champion Blower & Forge Co. 
The Crescent Machine Co. 
DRILLS, RATCHET 
The Armstrong Bros. Tool Co. 
Lovejoy Tool Works ~* 
LLS, TWIST 
Cleveland Twist Drill Co. 
Morse Twist Dril) & Machine Co. 
The Standard Tool Co. 
Whitman & Barnes, Inc. 
DRIVES, POWER 
The Toledo Pipe Threading Machine Co. 
DRUMS, CAST IRON 
The Hill Clutch Foundry & Machine Co. 
The Medart Company 
T. B. Wood's Sons Co. 
EJECTORS 
American Injector Co. 
Nason Manufacturing Co. (acid) 
Penberthy Injector Co 
ELIMINATORS, OIL 
The D. T. Williams Valve Co. 
ENGINE BOILER FITTINGS 
American Injector Co. 
The Wm. Powell Co. 
D. T. Williams Valve Co. 
ENGINES, GAS AND OIL 
Worthington Pump & Machinery Corp. 
EXPANDERS, BOILER TUBE 
Lovejoy Tool Works 
EXPELLERS, OIL AND MOISTURE 
The V. D. Anderson Co. 
EXTINGUISHERS, FIRE 
Geo. W. Diener Mfg. Co. 


FANS, VENTILATING, ELECTRIC 
Electric Blower Company 
Hartzell Propeller Co. 
Marathon Electric Mfg. Co. 
F. . 
The Bristol Company 
Clipper Belt Lacer Company 
Flexible — Lacing Co. 
FAUCETS, BRASS 
Grabler Mfg. Co. 
FEED WATER SOFTENER AND PURIFIER 
Dodge Manufacturing Corporation 
The Swartwout Company 


FEEDEE VAL STEAM HEATING 
Nason Manufacturing Ce. 


FILES 
American Swiss File & Tool Co. 
Delta File Works 
Grobet File Corporation of America 
Scandinavian Western Importing Co., Ltd. 
Simonds Saw & Steel Co. 

FIRE EXTINGUISHERS 
Geo. W. Diener Mfg. Co. 
FIRE PREVENTING EQUIPMENT 

Geo. W. Diener Mfg. Co. 


FITTINGS, 
8. G. Taylor Chain Company. 
FITTINGS, DRAINAGE 
Grabler Mfg. Co. 


Illinois Malleable Iron Co. 
Stockham Pipe & Fittings Co. 
FITTINGS, HOSE, BRASS 
Boston Woven Hose & Rubber Co. 
Tllinois Malleable Iron Co. 
. Sherman Mfg. Co. 
FITTINGS, HYDRAULIC 
Stockham Pipe & Fittings Co. 
Henry Vogt Machine Co. 
Walworth Co. 


FITTINGS, PIPE, BRASS 
Grabler Mfg. C 


‘0. 
Illinois Malleable Iron Co. 
. B. Sherman Mfg. Co. 


4 PIPE, CAST IRON 
Grabler Mfg. 


Stockham Bipe. & Fittings Co. 
FITTINGS, PIPE, MALLEABLE 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Stockham Pipe & Fittings Co. 
Walworth Company 
FITTINGS, PIPE, STEEL 
Bonney Forge & Tool Works 
Stockham Pipe & Fittings Co. 
Henry Vogt Machine Co. 
FLEXIBLE SHAFT EQUIPMENT 
ag Mechanical Engineering Corp. 
N. A. Strand & Co. 
FLOATS, ee te Pd COATED 


Arthur Harris & Co, 
FLOATS, COPPER 
The V. D. Anderson Co. 
Arthur Harris & Co. 
STANDS 


FLOOR 
Bond Foundry & Machine Co. 
Dodge Manufacturing a ne 
The Hill Clutch Foundry & Mashine Co. 
The Medart Company 
Royersford Foundry %e Machine Co. 
T. B. Wood's Sons Co. 
FLY WHEELS 

Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 

FORGES, BLACKSMITH AND RIVET 
Champion Blower & Forge Co. 

FRAMES, HACK SAW 
E. C. Atkins & Co. 
Simonds Saw & Steel Co. 
The Henry G. Thompson & Son Co. 
FRAMES, WALL 

Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
T. B. Wood’s Sons Co. 


FURNACES, INDUSTRIAL 

The Strong, Carlisle ‘& Hammond Co. 
FURNACES, LEAD MELTING 

Aeroil Burner Co., Inc. 

FURNACES, SOLDERING 
Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co. 
Selamanaehann Western Importing Co. 
P. Wall Mfg. Supply Co. 
Yost Manufacturing Co. 
GAGES, IRON, AMMONIA AND CHEMICAL 
Nason Manufacturing Co. 

GAGES, MACHINISTS’ 
Brown & Sharpe Mfg. Co. 
GAGES, WATER 

American Injector Co. 
Detroit Lubricator Co. 
Nason Manufacturing Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 


GASKETS 
The Cincinnati Rubber Mfg. Co. 
Graton & Knight Co. 
Jenkins Bros. 


EARS 
Bond Foundry & _—e Co. 
Brown & Sharpe Mfg. Co. 
Chicago Rawhide Mfg. Co. 

Dodge Manufacturing’ Corporation 
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The 

“VERITAS” 
WHEEL 

DRESSER 








SAFE 

Made in SIMPLE 
Sweden EFFECTIVE 
EASILY 

RENEWABLE 


MOST ECONOMICAL 


The * VERITAS” Grinding Wheel Dresser meets all the 
requirements of a tool for the general dressing and truing 
up of emery, carborundum and other grinding wheels. 
The roll consists of hardened steel plates with‘ U’’ shaped 
teeth which keep their sharpness until they are completely 
worn out. The spindle is provided with a lubricating 
cap. 


We carry a full line of circular files and torches 


Write for catalogue 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
107-109 Lafayette St., New York, N. Y. 


Minneapolis, Minn. Seattle, Wash. 


Montreal, Can. 

















LM 
To Get the Right Start—Equip with »M4EDARF>- 


Get the 






Wood Split 
PULLEY 
from Stock! 


What are the sizes, 
regardless of what 
quantities, you want 
shipped TODAY? 


Wire them—’phone them—they’ll go off our ware- 
house racks and on the cars in a jiffy. 

You can always get them from stock and for a fair 
price, at ““Medart’s” 

QYMR. SUPPLY DEALER—We have been engaged in the Pulley 
business for 45 years, and we know a great deal more about making 
good pulleys than many other concerns. 

FOUR PO Y in building Wood Split Pulleys is: Cheapness 
is suicidal: products must be the best in their class. e wouldn't 
think of running the sli mow gh ong of impairing the value of our 
most valued asset-—Our Good 

Get the “MEDART” Woop SPLIT PULLEY from 
stock! 


THE MEDART COMPANY 


(Formerly Medart Patent Pulley Co.) 
General Offices and Works: St. Louis, U.S. A. 
Office and Waren CINCINNATI 
CHICAGO, PHILADEPHIA, NEW YorK, SEATTLE, PITTSBURGH 


Shafting, C li Collars, H Beari Bearing Supports, Friction 
Clutches, Iron Pulleys, Steel Rim Pulleys, Gearing, Sprockets, Chain, Rope 
Sheaves, Rope Drives, Belt Tighteners, etc. 


Erm US CTC 


(i 
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Friction Clutches 


HE Edgemont Type “B’’ Clutch has won an enviable position 
in light and medium counter-shaft and line-shaft service. This 
shows a fertile field for jobbers, everywhere, that can be worked 
with good profit. Our catalog “H’”’ has all the data necessary to 
order the right clutch. It’s easy to order from it. Sent on request, 


THE EDGEMONT MACHINE CO. 


DAYTON, 
OHIO 








“VB” 


Victor Balata 


Belt 


Ampere 
CANVAS STITCHED 
° BELTING 


Sold Extensively by 
Mill Supply Houses 





Ask for Prices 

Victor Balata & Textile Belting Co. 
Main Sales Office, 38 Murray St., New York 

Chicago Warehouse: 345 W. Austin Ave. 








Factories: Easton, Pa. 








BARNESRED ArRoW 


HIGH SPEED STEEL HACK SAW BLADES 


ee 


MANUFACTURED BY 


W. 0. BARNES CO., INC. 
1297 Terminal Ave. DETROIT, MICH. 
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The Hill Clutch Machine & Foundry Co. 
The Medart Company 
GUNERATORS, ACETYLENE 
The Imperial ge Mfg. Co. 
— Baa 
ne Bro 


s., * 
LAZING CEMENT AND GUNS 
The McCallum Co. 
GOVERNORS, PUMP SPEED 
Kieley & a ety _— 
Mason Regula 
The Strong, Carlisle & Hammond Co. 
“Strong” 
GRAPHITE _—_ — PURPOSES 
Joseph Dixon Crucib 
GREASE, LUBRICATIN 


G 
Bond Foundry & "Machine Co., “Bondeline’”’ 


Joseph Dixon Crucible Co. 
Royersford Foundry & Machine Co. 
GRINDERS, BENCH AND FLOOR 
Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co. 
Chicago Pulley & Shafting Co. 
Hisey-Wolf Machine Co. 
Keller Mechanical Engineering Corp. 
Marathon Electric Mfg. Co. 
Royersford Foundry & Machine Co. 
Standard Electrical Tool Co. 
Stanley Rule & Level Plant 
eS DISC 
The Crescent Rng 
GRINDERS, ELECTRIC 
The Black r Decker Mfg. Co 
Hisey-Wolf Machine Co. 
Marathon Electric Mfg. Co. 
Standard Electrical Tool Co. 
N. A. Strand & Co. 
ag een VALVE 
The Black & Decker 
GUARDS, ELECTRIC LAMP 
Flexible Steel Lacing Co 
GUARDS, CABLE, HIGHWAY 
Williamsport Wire Rope Co. 
GUNS, GLAZING CEMENT 
The McCallum Co. 
GUNS, OIL AND GREASE 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
HAMMERS 
Stanley Rule & Level Plant 
HANDLES, FILE AND SOLDER IRON 
Hyro Mfg. Co., Inc. 
HAND SCREWS 
Adjustable Clamp Co. 
HANGERS, BALL BEARING 
Chicago Pulley & Shafting Co. 
S K F Industries, Incorporated. 
T. B. Wood's Sons Co. 
ee DOOR 
F. E. Myers & Bro. Co. 
rtannelinaed PIPE 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Walworth Company 
HANGERS, SHAFT 
American Pulley Company 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
S K F Industries, Incorporated 
Standard Pressed Steel Co. 
T. B. Wood's Sons Co. 
HEADS, EXHAUST 
The Swartwout Company 
HEATERS, CONCRETE AND ASPHALT 
Aeroil Burner Co., 
HEATERS, CONDUCTION, ELECTRIC 
Russell Electric Co. 
HEATERS, FEED WATER 
Arthur Harris & Co. 
The Swartwout Company 
Worthington Pump & Machinery Corp. 
HEATERS, GLUE, ELECTRIC 
Black & Decker Mfg. Co. 
Russell Electric Co. 
HEATERS, IMMERSION, ELECTRIC 
Russell Electric Co. 
HEATERS, GLUE, STEAM AND GAS 
Nason Manufacturing Co. 
HEATERS, SPACE, ELECTRIC 
Russell Electric Co. 
HEATERS, WATER 
Aeroil Burner Co., Inc. 
HIGH PRESSURE TUBE FITTINGS 
The Parker Appliance Co. 
HOISTS, CHAIN 
Chisholm-Moore Hoist Corp. 
Union Manufacturing Co. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
ISTS, ELECTRIC 
Chisholm-Moore Hoist Corp. 
The Yale & = Mfg. Co. 
OISTS, HAND 
Chisholm- ne. Hoist Corp. 
Wright Mfg. Co. 
The Yale & Towne Mfg. Co. 
HOISTS, PNEUMATIC 
Curtis Pneumatic Machinery Co. 
HOLDERS, BAG 
Weller Mfg. Co. 
HOLDERS, TOOL 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
OOKS, BELT 
The Bristol Company 
Flexible Steel Lacing Co. 
KS, CORNICE 
Patent Scaffolding Co. 


ay oy HOIST 
J. H. Williams & C 
HOR RSES, MASONS’ 
Patent Scaffolding Co. 
HOSE, COTTON 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
The Mechanical Rubber Co. 
Whitehead Bros. Rubber Co. 
HOSE, RUBBER 
Boston Woven Hose & Rubber Co. 
The Cincinnati Rubber Mfg. Co 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
HYDRAULIC LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Chas. A. Schieren Co, 
INJECTORS 
American Injector Co. 
Penberthy Injector Co. 
The Wm. Powell Co. 
IRONS, BRANDING 
Patent Scaffolding Co. 
oe HYDRAULIC 


Blackhawk a) Co. 
ACKS, LIFTING 
Templeton Kenly Co. 
JACKS, SCREW 
Templeton Kenly Co. 
JOINTERS, hn aaa 
The Crescent Machine Co. 
J. D. Wallace & Co. 
JOINTS, ay —peeeaaiae COPPER 
Arthur Harris & C 
a STRAM JACKETED 
Arthur Harris & 
ENIVES, MACHINE 
E. C. Atkins & Co. 
Simonds Saw & Steel Co. 
URLS 
American Swiss File & Tool Co. 
UACERS, BELT 
Clipper Belt Lacer Co. 
LADDERS, SAFETY 
Dayton Safety Ladder Co. 
Patent Scaffolding Co. 
LADDERS, STEP 
Patent Scaffolding Co. 
LAMP GUARDS 
Flexible Steel Lacing Co. 
LATHES, BUFFING AND POLISHING 
Brown & Sharpe Mfg. Co. 
Standard Electrical Tool Co. 
LATHES, ea tg ge ol ELECTRIC 
Marathon Electric Mfg. Co. 
LATHES, ee 
J. D. Wallace & 
LEATHER ‘SPECIALTIES 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Geo. Rahmann & Co 
LEATHERS, HAND 
Chicago Rawhide Mfg. . Co. 
Graton & Knight = 
LEGS, BENCH, STEEL 
Standard Pressed Steel Co. 
LEVELS 
Stanley Rule & Level Plant 
LIGHTS, “REELITE” 
Appleton gre Co. 
OCKS, INDUSTRIAL 
The Yale a Towne Mfg. Co. 
LUBRICANTS, BALL & ROLLER BEARING 
Bond Foundry & Machine Co. 
Royersford Foundry & Machine Co. 
LUBRICATORS 
American Injector Co. 
Detroit Lubricator Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
MACHINE TOOLS 
Brown & Sharpe Mfg. Co. 
The Crescent Machine Co. 
Royersford Foundry & Machine Co. 
MACHINERY CLUTCHES 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
Edgemont Machine Co., Inc. 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 
The Moore & White Co. 
A. L. Schultz & Son 
T. B. Wood's Sons Co. 
MACHINERY, COAL HANDLING 
Dodge Manufacturing Corporation 
MACHINERY, CONVEYING AND 
ELEVATING 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
MACHINES, GRINDING AND POLISHING 
Bond Foundry & Machine Co. 
Brown & Sharpe Mfg. Co. 
Hisey-Wolf Machine Co. 
Keller Mechanical Engineering Corp. 
Royersford Foundry & Machine Co. 
N. A. Strand & Co. 
MACHINES, HACK SAW 
Armstrong-Blum Mfg. Co. 
E. C. Atkins & Co. 
The Henry G. Thompson & Son Co. 
MACHINERY, ICE AND REFRIGERATION 
Henry Vogt Machine Co. 


MACHINES, PIPE CUTTING AND 
THREADING 
Armstrong Mfg. Co. 
The Oster Mfg. Co. 
Toledo Pipe Threading Machine Co. 
MACHINES, PUNCHING AND SHEARING 
Royersford Foundry & Machine Co. 
MACHINERY, WOODWORKING 
E. C. Atkins & Co. 
bigs * Crescent Machine Co. 
J. Dz allace Co. 
MALLETS AND HAMMERS, RAWHIDE 
Chicago Rawhide Mfg. Co. 
MANDRELS 
Morse Twist Drill & Machine Co. 
Hyro Mfg. Co., Inc. (hollow bench type) 
MATS AND MATTING, RUBBER 
Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
The Mechanical Rubber Co. 
MERCHANDISE CONVEYORS 
F. E. Myers & Bro. Co. 
METAL, BEARING 
Bunting Brass & Bronze Co. 
Dodge Manufacturing Corporation 
Frictionless Metal Company 
Arthur Harris & Co. 
The Medart Company 
Monarch Metal Co. 
Reeves Pulley Co, 
METERS, WATER AND OIL 
Worthington Pump & Machinery Corp. 
MILL LEATHERS, ALL KINDS 
Chas. Bond Co., Philadelphia 
The Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
MONORAIL SWITCHES AND 
TURNTABLES 
The Yale & Towng Mfg. Co. 
MORTISERS 
The Crescent Machine Co. 
Wappat Gear Works, Inc. 
MOTORS, ELECTRIC 
Marathon Electric Mfg. Co. 
MOVERS, CAR 
Advance Car Mover Co. 
Appleton Car Mover Co. 
Safety Wrench & Appliance Co. 
Weller Mfg. Co. 


ULE STANDS 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co, 
The Medart Company 
T. B. Wood's Sons Co. 


'S, LOCK 

The Cleveland Wrought Products Co. 
NUTS, MACHINE SCREW 

Clark Bros. Bolt Co. 
The Cleveland Cap Screw Co. 
Cleveland Wrought Products Co. 
Economy Screw Corporation 
Foster Bolt & Nut Mfg. Co. 
H. M, Harper Co. 

, WING 


Clark Bros. Bolt Co. 


OIL het ACCESSORIES 
The Wm. oe on 
RS, HAND 


P. Wall Mfg. on Co. 


OILERS, PU 
Standard Pressed Steel Co. 

OILING DEVICES 
American Injector Co. 
a Lubricator Co. 

m. Powell Co. 
The D. T. Williams Valve Coe. 
PACKING, AMMONIA 

Boston Woven Hose & Rubber Co. 
The Diamond Rubber Co., Inc. 
Goodyear Tire & Rubber Co., Inc. 
Greene, Tweed & Co. 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
beter Bros. Rubber Co. 


ACKING, HYDRAULIC 
Chicago Rawnide Mfg. Co. 

The Diamond Rubber’ Co., In 
Goodyear Tire & Rubber Co., "tee. 
Graton & Knight Co. 

Greene, Tweed & Co. 

Linear Packing & Rubber Co, 

The Mechanical Rubber Co. 
Quaker City Rubber Co. 

Chas. A. Schieren Co. 

I. B. Williams & Sons 

Whitehead Bros. Rubber Ca. 


PACKING, PISTON 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & —- Co., Ine. 
Greene, Tweed 
Linear Packing & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
PACKING, SHEET 
Boston Woven Hose & ggg Co. 
The Cincinnati Rubber Mfg. \. 
The Diamond Rubber Co., tos. 
cooteese Tire & Rubber Co., Inc. 
F. Goodrich Rubber Co. 
aJenkine °96"—Jenkins Bros. 
Linear Paeking & Rubber Co. 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
Whitehead Bros. Rubber Co. 
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New! Workace Radial Saw 


Anew directly connected motor 
driven overhead saw. Cuts any 


= angle; cross cuts; rips. Dados, 
i tenons, routs, bores, ‘sands, anything. 
4 The handiest tool yet devised for the 

carpenter, mill, maintenance depart- 


ment, lumber yard, shipping room, 
etc. 











FASTEST SELLING WOODWORK- 


ING MACHINE TODAY— 
ATTRACTIVE DEALER ‘ 
PROPOSITION 0 e a S 
r Made and Guaranteed by 
J. D. WALLACE & CO. 
2801 Wilcox St. Chicago, Ill 











‘““VINCENT ”’ the name that signifies good— 


Huntington Emery Wheel Dressers and PORTABLE FLEXIBLE 
Cutters—Vincent-Carbo Emery Wheel SHAFT MACHINES 

Dressers—Conical Emery Wheel Cut- for Grinding—Polishing— 
ters—Hardened High Speed Tool Bits.} |Drilling—Buffing—Rotary § 


as io Dri — 
(Sold through the distributors) Filin g Screw riving 


Nut Setting 
IF YOU DO NOT HAVE OUR CATALOG-—WRITE US end hundreds of other useful 


THE VINCENT STEEL PROCESS co. operations. Several Sizes. 


Manufactured by 
Incorporated in 1909 
Chicago Office 2519 Bellevue Avenue New York Office N. A. — & CO. ; ’ 
25 S. Jalecsen St. DETROIT, MICH. 41 Murray St. cago M6—} H. P. Capacity 


gianni, Wire Brushes for every SCHULIZ 
WORCESTER RN Heater or Boiler [ | 
. ¢ 
a? «| FRICTION CLUTCHES 
ee: Sectional and House Heating ' 
Flue Brushes. 


Write for samples and 
prices on this economical and 
efficient line. 
























Stock Clutches for use with pulleys, sheaves 
and gears; Cut-Off Couplings and Friction 
Clutch Pulleys. Special Clutches for any 
unusual service. 31 years clutch exper- 
ience. Ask for catalogue. 








WORCESTER 
BRUSH & SCRAPER CO. hesssesesnansa LSCHULT CHULIZ & SO SON. 


450 Park Ave., Worcester, Mass. 
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POWER TRANSMISSION - 








COCHECO 
LEATHER BELTING 


Al he fi hoi f en- 
alway the fit choice of en Qimh acks 


Sell on Sight! 


to buy the best in belting— 
and that is Cocheco. ; 
Their Visible Screw, Stability, 


lL. B. Williams q& Sons Workmanship &Duco Coloring “2x, 
Dover, N. H. Create Sales Appeal 


| 

== 2 co sigplen Love sea 
NEW Y BOST : e 

PHILADELPHIA - Templeton, Kenly & Ce. and Treach Bras | 


EST.189¢ 


Chicago, Ill.,U.S.A. 








have been famous 
for Years 
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MILL SUPPLIES 








PACKING, VALVE 
The Cincinnati Rubber Mfg. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Greene, Tweed & Co. 
Linear Packing & Rubber Co, 
The Mechanical Rubber Co. 
Quaker City Rubber Co. 
The Republic Rubber Co. 
PADLOCKS 
The Yale & Towne Mfz. Co. 
PAINT SPRAYERS 
Curtis Pneumatic Machinery Co. 


(compressors) 
AINTS, INDUSTRIAL 
Joseph Dixon Crucible Co. 
PANS, VACUUM 
Arthur Harris & Co. 
PEGS OR PINS, BELT LACING 

Chicago Rawhide Mfg. Co. 
Clipper Belt Lacer _ 
Flexible Steel Lacing 

PINS OR ELUGS, DRIFT 
The Cieveland Wrought Products Co. 

PIPE THREADING TOOLS 
Armstrong Bros. Tool Co. 
Toledo Pipe Threading ue Co. 


, STE 

National Tube Co. 

PLANERS, WOODWORKING 
The Crescent Machine Co. 
J. D. Wallace & Co. 

PLANES, HAND, ELECTRIC 
Wappat Gear Works, Inc. 

PLATES, FLOOR & CEILING 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 


PLIERS 
Bonney Forge & Tool Works 
PLUGS, BRASS AND FUSIBLE 
American Injector Co. 
The D. T. Williams Valve Co. 
The Wm. Powell Co. 
—— GRAIN 
Abrasive Com 
POLISH ING “MACHINES, PORTABLE 
Keller Mechanical Engineering Corp. 
, GLUE, AUTOMATIC ELECTRIC 
Russell Electric Co. 
POWER TRANSMISSION APPLIANCES 
American Pulley Company 
Arguto Oilless Bearing Co. 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing — 
Edgemont Machine Co., 
The Hill Clutch Machine a * Foundry Co. 
Kinney Mfg. Co. 
The Medart Company 
The Moore & White Co. 
Royersford Foundry & Machine Co. 
A. L. Schultz & Son 
S K F Industries, Incorporated 
Weller Mfg. Co. 
T. B. Wood's Sons Co. 
PRESSES, DRILL AND FOOT 

Royersford Foundry & Machine Co. 

PRIMING CUPS 
Detroit Lubricator Co. 

PROTECTORS, ELECTRIC LAMP 

Flexible Steel Lacing Co. 

PULLERS, CAR 
Weller Mfg. 


Co. 
PULLEYS, BALL BEARING 
S K F Industries, “Incorporated 
Chicago Pulley & Shafting Co. 
Hill Clutch Machine & Foundry Co. 
T. B. Wood's Sons Co. 
PULLEYS, CAST IRON 
Birkle Machine Works 
Bond Foundry & Machine Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
Weller Mfg. Co. 
T. B. Wood's Sons Co. 
ULLEYS, CONVEYOR 
American Pulley Company 
Dodge Manufacturing arenes 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
T. B. Wood's Sons Co. 
PULLEYS, CORK INSERT 
American Pulley Co. 
PULLEYS, FLANGE 
American Pulley Company 
Dodge Manufacturing Sareneaion 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 
PULLEYS, FRICTION CLUTCH 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Edgemont Machine Co. 
The Hil Clutch Machine & Foundry Co. 
The Medart Company 
The Moore & White Co. 
Reeves Pulley Co. 
A. L. Schultz & Son 
SKF Industries, Incorporated 
T. B. Wood's Sons Co. 


PUL , IRON 
Dodge Manufacturing Corporation 
Hill Clutch Machine & Foun 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 


PULLEYS, LOOSE 
americas Pulley Company 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch — & Foundry Co. 
The Medart Com 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
S KF Industries, Incorporated 
T. B. Wood’s Sons Co. 

MOTOn 


8, 

American Pulley Company 
Birkle Machine Works 
Dodge Manufacturing Corporation 
The Hill Clutch —" & Foundry Ca 
The Medart Com 
The Ohio Valley. Bulley Works, Inc. 
Reeves Pulley i 
os Mfg. Co. 

. B. Wood's Sons Co. 

PULLEYS, PAPER 

Birkle Machine Works 
The Ohio Valley — Works, Inc. 
Bockwood Mfg. 

PU ULLEXS, ROLLER BEARING 
Dodge Manufacturing Corporation 
Hill Clutch Machine & Foundry Co. 
The Medart Company 
Skayef Ball Bearing Co. 

PULLEYS, STEEL 
American Puiley Company 
Dodge Manufacturing Corporation 
'ULLEYS, EEL RIM 
The Medart Company 
ULLEYS, STEP "AND TAPER CONE 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
T. B. Wood's Sons Co. 
EYS, WOOD 
como Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Medart Company 
The Ohio Valley Pulley Works, Inc. 
Reeves Pulley Co. 
PUMP JACKS 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
Roper, Geo. D,, Corporation. 
PUMPS, AIR 
Leiman Bros. 


PUMPS, BOILER TEST 
Lovejoy Tool he 
ENTRIFUGAL 


MPS, 
Frederick Iron & Steel Co. 
Goulds Pumps, Inc. 
Geo. D. Roper Corp. 
Worthington Pump & Machinery Corp. 
PUMPS, DIAPHRAGM 
Frederick Iron & Steel Co. 
Goulds Pumps, Inc. 
PUMPS, ELECTRIC 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
Geo. D. Roper, Corp. 
Worthington Pump & Machinery Corp. 
MPS, GAS AND VACUUM 
Kinney Mfg. Co. 
Leiman Bros. 
Worthington Pump & Machinery Corp. 
UMPS, HAND AND POWER 
oo Pumps, Inc. 
Myers & Bro. Co. 
ae Geo. D., Corporation. 
PUMPS, JET 
American Injector Co. 
Roper, Geo. D., Corporation. 
PUMPS, MINE 
Goulds Pumps, Inc. 
F. E. Myers & Bro. Co. 
Roper, Geo. D., Corporation. 
Worthington Pump & Machinery Corp. 
PU S, OIL 


Detroit Lubricator Co. 

Goulds Pumps, Inc. 

Kinney Mfg. Co. 

Leiman Bros. 

Geo. D. Roper Corp. 

Worthington Pump & Machinery Corp. 

PUMPS, ROTARY 

Goulds Pumps, Inc. 

Kinney Mfg. Co. 

Roper, Geo. D., Corporation. 

Worthington Pump & Machinery Corp. 

PUMPS, SUMP, AUTOMATIC 

Goulds Pumps, Inc. 

The Penberthy Injector Co. 

Roper, Geo. D., Corporation. 

Worthington Pump & Machinery Corp. 
PUMPS, TANK 


Goulds Pumps, Inc. 

F. E. Myers & Bro. Co. 

Roper, Geo. D., Corporation. 

Worthington Pump & Machinery Corp. 

PUNCHES AND DIES 

Lovejoy Tool Works 

Royersford Foundry & Machine Co. 

Stanley Rule & Level Plant 
PUNCHES, METAL, LEVER 

Hyro Mfg. Co., Inc. 

W. A. Whitney Mfg. Co. 


aaa. 3 
Pollard Bros. Mfg. 
REELS, ELECTRIC CABLE 
Appleton Electric Co. 
TORS, ENGINE BLOWING 
Mason Regulator Co. 


RASPS 
Delta File Works 
Scandinavian Western Importing Co., Ltd. 
RATCHETS 


Armstrong Bros. Tool Co. 
Lovejoy Tool Works 


Cleveland Twist Drill Co. 

Morse Twist Drill & Machine Co. 
The Standard Tool Co. 

Whitman & Barnes, Inc. °c 


REAMERS, 
Black & Decker Mfg. Co. 
REDUC SPEED 
The Hill Clutch, Machine & Foundry Co. 
REELS, CTRIC CABLE 


’ 
Appleton Electric Company 
REGULATORS, BOILER FEED LINE 
Mason Regulator Co. 
REGULATORS, DAMPER HYDRAULIC 
Mason Regulator Co. 
RS, PRESSURE 
Mason Regulator Co. 
The Strong, Carlisle & Hammond Co. 
REGULATORS, STEAM FAN 
Mason Regulator Co. 
EATERS, BIBB 


RES 

M. B. Skinner Co. 
RESEATING TOOLS, VALVE 

The Black & Decker Mfg. Co. 

M. B. Skinner Co. 


RIVETS 
Russell, Burdsall & Ward Bolt & Nut Co. 
ROPE DRIVES 


Dodge Manufacturing Corporation 
The Hill Clutch, Machine & Foundry Co. 
The Medart Company 
T. B. Wood's Sons Co. 

ROPE, WIRE 
Williamsport Wire Rope Co. 

RUBBER DS, MECHANICAL 

The Cincinnati Rubber Mfg. Co. 


Goodyear Tire & Rubber Co., Inc. 

Graton & Knight Co. ~ 

Jenkins Bros. 

The Mechanical Rubber Co. 

Quaker City Rubber Co. 

The Republic Rubber Co. 

Whitehead Bros. Rubber Co. 
ULES 


Brown & Sharpe Mfg. Co. 
Stanley Rule & Level Plant 
ALAMAND 


8. 
Aeroil Burner Co., Inc. 
Geo. W. Diener Mfg. Co. 
SAND BLAST OUTFITS 
Leiman Bros. 
SAWS, B. 


Armstrong-Blum Mfg. = (Metal). 
American Saw & Mfg. Co. 
E. C. Atkins & Co. 
W. O. Barnes Co., Inc. 
The Crescent Machine Co. 
Simonds Saw & Steel Co. 
The Heary G. Thompson & Son Co. 
J. D. betes £ Co. 
WS, CIRCULAR 
E. C. Atkins r Co. 
Simonds Saw & Steel Co. 
J. D. Wallace & Co. 
AWS, COPING 
W. O. Barnes aoe Inc. 
, HACK. (Blades) 
American Sew & & Mf g- Co. 
E. C. Atkins & Co. . 
Arion Steel Co, 
Ea gg Blum — > Co. 
O. Barnes Co., In 
Simonds Saw & Steel “Co. 
The Henry G. Thompson & Son Co. 
Victor Saw Works, Inc. 
SAWS, HAND, ELECTRIC 
J. D. Wallace & Co. 
Wappat Gear Works 
SAWS, RADIAL, ELECTRIC 
J. D. Wallace & Co. 
SAWS, SWING, CUT-OFF 
E. c. Atkins & Co. 
The Crescent Machine Co. 
SCAFFOLDING 
Patent Scaffolding Co. 
SCALES 
The Fairbanks Company. 
SCREWDRIVERS, ELECTRIC 
The Black & Decker Mfg. Co. 
Hisey-Wolf Machine Co. 
N. A. Strand & Co. 
SCREWDRIVERS, HAND 
American Saw & Mfg. Co. 
SCREW PLATES 
Morse Twist Drill & Machine Co. 
SCREWS, CAP AND SET 
The Allen Mfg. Co. 
The Bristol Company 
Clark Bros. Bolt Co. 
Cleveland Cap Screw Co. 
Cleveland Wrought Products Co. 
Ferry Cap & Set Screw Co. 
Foster Bolt & = Mfg. Co. 
H. M. Harper 
Standard Poesset. Steel Co. 
The Strong, Carlisle & a d Co. 
SCREWS, MACHINE, BRASS AND IRON 
Economy Screw Corporation 
H. M. Harper Co. 


SCREWS, MINING 
The Strong, Carlisle & Hammond Co. 
SCR 8, SAFETY SET 
The Bristol Company 
Standard Pressed Steel Co. 
The Strong, Carlisle & Hammond Co. 
SCREWS, THUMB 


Economy Screw Corporation 
E Mey nd & Co. 


, OIL AND 8STEA 
The Strong, Carlisle & —_— Co, 
The Swartwout Compa 
The D. T. Williams Valve Co. 
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GROBET SWISS FILES , 
| <I e— You can’t Judge 


e 
For over a hundred years GROBET SWISS FILES have 4 a File by 
een recognized as the best files money can buy. heir fine ° 
DELTA its Looks 





qualities have won them this distinction® 


Cutting faster with more accuracy and precision — they pro- 
duce a better economy. Master Craftsmen recommend these 
files as the best files for economy and longer life. Test a Delta! 
Send for Catalog B. : 


Grobet File Corporation DELT A FiLceE WorRKS 


s _ of America BRIDESBURG PHILADELPHIA 
Fm. , ark Place ~ 


MOTOR PULLEYS 


























a 
SAFETY HOPPER CAR WRENCH 
A mill supply specialty with good sales possi- PAPER AND IRON 


bilities—and a 


Real Profit — 
33 1/3% on Selling Price 


Prompt shipments are made from 
our large stock of Paper and Iron 
Motor Pulleys, Flexible Motor 
Couplings and Adjustable Motor 
Rails. Let us fill your motor 











en . requirements. 
Every user of coal in —— lots is a prospec- 
tive purchaser. eacuieatecae rs “Macsine‘Wo RES 
SAFETY WRENCH & APPLIANCE CO. "7033. Bini ‘h SOT ING. = 
Springfield, Massachusetts iia 





456 N. Union Ave. » Chicago 














Every Fountain 
Hasa FILTER 


—and the Fountain illustrated, is for any 
installation requiring a rugged small Fixture 
with water pressure control and china bowl... 
The PURO line is complete—Many patterns 
to fit all needs. Profitable for distributor 
salesmen to sell. Write today for catalog. 


Repeat Sales Bring 
Repeat Profits 


What is perhaps the biggest advan- 
‘tage in handling HISEY Electric 
Tools, is that they give real customer 
satisfaction. Each order nets you a 
handsome profit. Once a Hisey cus- 








tomer—always a Hisey customer—is a 





Figure 40 proven fact that brings you a large per- 
PURO SANITARY DRINKI NG PUSH VALVE Fountain centage of profitable repeat orders. 
FOUNTAIN Co. ye ' rg et a E L E CT R | C Sold See een 
Haydenville Mass. U.S. A. _ Basin Slab adapter, $3.00. D iy } L L Ss sree 


PURO GRINDERS aay eee. 
FOUNTAINS BUFFERS . 


ELL S| >—[mperia]— 




















ROLLER 
BEARING Oxy-Acetylene 
HANGERS Welding and Cutting Equipment 


lubricated with 
Rollerine are best 
and cheapest. 


Torches, Regulators, Outfits 


and 
Automatic Acetylene Generators 





Royersford Fdry. & Mch. Co. 
Royersford, Pa. 


Write for Complete Catalog 
IMPERIAL BRASS MFG. CO., 511 S. Racine Ave., CHICAGO 
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SET-UP APPLIANCES 
Standard Shop Equipment Co. 
SETS OR SNAPS, RIVET 
The Cleveland Wrought Products Co. 
SHAFTING, FLEXIBLE 
N. A. Strand & Co. 
SHAFTING, STEEL 
Bond Foundry & Machine Co. 
Chicago Pulley & Shafting Co. 
Dodge Manufacturing Corporation 
The Hill Clutch Machine & Foundry Co. 
The Medart Company 
Royersford Foundry & Machine Co. 
A. L. Schultz & — 
T. B. Wood's Sons 
SHAPERS, WooDWORKING 
The Crescent Machin 

SHEARS, WIRE AND BOLT CUTTING 
H. XK. Porter, Inc. 

SHEAVES, MANILA AND WIRE ROPE 
The Hill Clutch Machine & Foundry Co 
The Medart yy ey 4 
T. B. Wood's cman 

HOVELS, HAND 
Ames Shovel ¥ Tool Co. 
SL EEVES, DREDGING 
Whitehead Bros. Rubber Co 
SLEEVES AND SOCKETS» DRILL 
Lovejoy Tool Works 
Morse Twist Drill & | paetes Co. 
The Standard Tool Co. 
SLEEVES, USE-EM-UP 
Lovejoy Tool Works 
SNOW ~ eed 
Aeroil Burner Co., In 
SOLDER, BAR AND WIRE 
Frictionless Metal Company 
SOLDER, SELF- FLUXING 
Chicago Solder Co. 
SPEED TRANSFORMERS 
The Hill Clutch Machine & Foundry Co. 
Reeves Pulley Co. 
SPROCKETS 
Hill Clutch Machine & Foundry Co. 
The Medart Company 
A. L. Schultz & Son 
The Webster Mfg. Co. 
STAMPINGS, BRASS, BRONZE, 
COPPER AND STEEL 
The Cleveland Wrought Products Co. 
S' S AND DIES, STEEL 
Joslin Mfg. Co 


STANDS, DRILL 
Stanley Rule & Level Plant 
STANDS, FLOOR 
Hill-Clutch Machine & Foundry Co. 
STANDS, — 
Pollard Bros. Mfg. Co., 
STANDS, VISE, PORTABLE 
H. P. Martin & Sons 
J. H. Williams & Co. 
STEELS, PAVING BREAKER 
The Cleveland Wrought Products Co. 
OCKS & DIES 
Armstrong Bros. \ ge Co. 
Armstrong Mfg. 
Toledo Pipe le Machine Co. 
STOOLS, STEEL 
Pollard Bros. Mfg. Co. 
STOPS, ENGINE 
The Strong, Carlisle & Hammond Co. 
TUDS, MILLED 
Cleveland Wrought Products Co. 
STRAINERS 
American Injector Co. 
Kieley & Mueller, inc. 
Kinney Mfg. Co. 
Mason Regulator Compan 
The Strong, Carlisle & Hammond Co. 
The Swartwout Company. 
STRAPS, LEATHER 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
Chas. A. Schieren Co. 
I. B. Williams & Sons 
SWAGES, UPSET 
E. C. Atkins & Co. 
Simonds Saw & Steel Co. 
TABLES, STEAM 
Nason ae Co. 
——_ STEEL 
Pollard Bros. ure Co. 
TANKS, COPPER 
Arthur Harris & Co, 
TAPE, FRICTION 
Boston Woven Hose & Rubber Co. 
The B. F. Goodrich Rubber Co. 
TAPS 
Greenfield Tap & Die Corp. 
Morse Twist Drill & ee Co. 
The ee Tool Co. 
‘OOLS, BOILERMAKERS’ 
Lovejoy ha Works 
TOOLS, BORING 
Armstrong Bros. Tool Co. 
J. H. Williams & Co. 
TOOLS, MACHINISTS’ 
American Swiss File & Tool Co. 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
Brown & Sharpe Mfg. Co. 
Delta File Works 
H. K. Porter, Inc. 
Grobet File Corporation of America 
Scandinavian Western Importing Co., Ltd. 
Stanley Rule & Level Plant 
J. H. Williams & Co. 
Whitman & Barnes, Inc. 
TOOLS, MECHANICS’ HAND 
American Swiss File & Tool Co. 
J. H. Williams & Co. 
TOOLS, PLUMBERS’ AND STEAM- 
FITTERS’ 


Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 


Toledo Pipe eee Machine Co. 
Walworth Compan 
J. H. Williams % Co. 
TOOLS, RAILROAD 
Lovejoy Tool Works 
TOOLS, SAW 
E. C. Atkins & “— 
a By: & Co. 
OLS, VALVE RESEATING 
The Bink & Decker Mfg. Co. 
M. B. Skinner ©* 
TORCHES, BLOW 
Clayton & Lambert Mfg. Co. 
Geo. W. Diener Mfg. Co. 
Scandinavian Western Importing Co. 
P. Wall Mfg. Supply Co. 
i THAWING 
Aeroil Burner Co., In 
TORCHES, WELDING AND CUTTING 
The Imperial Brass Mfg. Co 
TRACK SYSTEMS, ‘OVERHEAD 
Chisholm-Moore Hoist Sor. 
The Yale & Towne 
ACTORS, INDUSTRIAL 
The Yale & ae Mfg. 
TRAILERS, INDUSTRIAL 
Chase Foundry & Mfg. Co. 
The Yale & Towne Mfg 
La rg VARIABLE SPEED 
The Moore & White Co. 
Reeves Pulley Co. 
TRAPS, AIR AND SEDIMENT 
The V. D. Anderson Co. 
Kieley & Mueller, Inc. 
The Swartwout Company 
RAPS, RADIATOR 
The Strong, Carlisle & Hammond Co. 
TRAPS, STEAM 
The V. D. Anderson Co. 
G. M. Davis Regulator Co. 
Kieley & Mueller, Inc. 
Nason Manufacturing Co. 
The Strong, Carlisle & Hammond Co. 
D. T. Williams Valve Co. 
The Swartwout Company 
TRAPS, VACUUM 
The Strong. Carlisle & Hammond Co. 
TRESTLES, SAFETY, EXTENSION 
Patent Scaffolding Co. 
TROLLEYS 
Chisholm-Moore Hoist Corp. 
Curtis Pneumatic Machinery Co. 
Saginaw Stamping & Tool Co. 
Union Manufacturing — 
The Yale & Towne Mfg. 
TRUCKS, HAND 
The American Pulley Company 
The Fairbanks Company 
Pollard Bros. Mfg. Co. 
Saginaw Stamping & Tool Co. 
Standard Pressed Steel Co. 
Lng LIFT 
The Yale & Towne Co. 
TUBE cou EPLINGS 
The Parker Appliance Co. 
TUBES, ,BOILER 
National Tube Comp 
TU. BING, "RUBBER 
Graton & Knight Co. 
Whitehead Bros. Rubber Co. 
TURNBUCKLES 
Brownie Mfg. ae 
—— 
NIONS. BRASS AND IRON 
The Fairbanks Company 
Grabler Mfg. Co. 
Illinois Malleable Iron Co. 
Walworth Company. 
VACUUM PANS 
Arthur Harris & Co, 
VALVE vee 
Chicago Rawhide Mfg. Co. 
Graton & Knight Co. 
VAL ALVE-UNIONS 
Nason oR agg te 
AL ALANCED, FLOAT 
Arthur Harris & ta 


Mason Regulator Co. 
BLOW OFF 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth pee x2 
LVES, CHECK 
The a. Company 
Illinois Malleable Iron Co. 
Jenkins Bros. 
The Parker Appliance Co. 
The Wm. Powell Co. 
The D. T. Williams Valve Co. 
Walworth Company. 
ES, COLD WATER, BALATA 
Victor Balata & Textile Belting Co. 
A ENCY 


VALVES, 

The Strong, Carlisle & Hammond Co. 

VALVES, FLUSH 
Imperial Brass Mfg. Co. 
VALVES, GATE, GLOBE AND ANGLE 

The Fairbanks Company 

Illinois Malleable Iron Co. 

Jenkins Bros. 

The Wm. Powell Co. 

The Strong, Carlisle & Hammond Co. 

Henry Vogt —— Co. 

Walworth Company 

The D. T. Williams Valve Co. 
VALVES, HYDRAULIC 

The Fairbanks Company 

Jenkins Bros. 

The Wm. Powell Co. 

Henry Vogt Machine Co. 

Walworth Company 

The D. T. Williams Valve Co. 
VALVES, NON-RETURN 

The Strong, Carlisle & Hammond Co. 


VALVES, POP, SAFETY AND RELIEF 
Detroit Lubricator Co. 
The Wm. Powell Co. 
Walworth Company 
VALVES, PRESSURE REDUCING 
G. M. Davis Regulator Co. 
Kieley & Lana mea Inc. 
Mason Regulat Co. 
The Strong, Carlisle & Hammond Co. 
Walworth Company 
VALVES, PUMP, RUBBER 
The Cincinnati Rubber Mtge. Co. 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Jenkins Bros. 
The Mechanical Rubber Co. 
Whitehead Bros. Rubber Co. 
VALVES, RADIATOR 
Detroit Lubricator Co. 
The Fairbanks Company 
Jenkins Bros. 
The Wm. Powell Co. 
Walworth Company 
The D. T. Williams Valve C 
VALVES, STOP, CHECK, ANGLE, 
NEEDLE, TC. 


The Parker Appliance Ky 
VALVES, THROTTLE 
Detroit Lubricator Co. 
Jenkins Bros. 
Walworth Company 
The DD. TF. Williams Valv 
VISES, BENCH, WITH. “CLAMP 
Bonney Forge & Tool Works 
VISES, DRILL PRESS 
Charles Parker Co. 
The Skinner Chuck > 
Yost Manufacturing 
VISES, MACHINISTS’ 
Bonney Forge & Tool Works 
Charles Parker Co. 
Columbian Vise & Mfg. Co. 
Walworth Company 
Yost Manufacturing C 
VISES, PATTERN MAKERS’ 
Charles Parker Co. 
Yost Manufacturing Co. 
VISES, PIPE 
Armstrong Bros. Tool Co. 
Armstrong Mfg. Co. 
Charles Parker Co. 
Columbian Vise & Mfg. Co. 
Toledo Pipe Threading Machine Co. 
Walworth Company 
J. Williams re Co. 
Yost ee Co. 
ES’ WOODWORKERS’ 
Charles Sacher Co. 
Columbian Vise & Mfg. Co. 
Yost Manufacturing Co. 
ASHERS, BRASS 
Economy Screw Corporation 
WASHERS, BRASS, BRONZE, COPPER, 
STEEL, CAST IRON AND GALVANIZED 
The Cleveland eeaeaaed Products Co. 
ao 
ASHERS, LEATHER 
Chicago Rewhide Mfg. Co. 
Graton & Knight Co. 
WASHERS, RUBBER 
The Diamond Rubber Co., Inc. 
The B. F. Goodrich Rubber Co. 
Goodyear Tire & Rubber Co., Inc. 
Graton & Knight Co. 
The Republic Rubber Co. 
WATER LEVEL CONTROL 
The Bristol Company 
Nason Manufacturing Co. 
WELDING AND CU! TTING EQUIPMENT 
The Imperial a Mfg. Co. 
——— 
The Fairbanks ooo 
WHEELS, "BUFFING 
c. B. Hunt & Son. 
WINCHES 


A. L. Schultz . Son 
WH ELS, GRINDING 
Abrasive Pn 
E. C. Atkins & Co. 
WINCHES 

Stephens-Adamson Mfg. Co. 

WIRE ROPE 
Williamsport Wire Rope Co. 

WOODWORKERS, VARIETY 
Crescent Machine Co. 

J. D. Wallace & Co. 

WRENCH SETS 
Armstrong Bros. Tool Co. 
Bonney Forge & Tool Works 
J. H. Williams & Co. 

WRENCHES, ADJUSTABLE 
Bonney Forge & Tool Works 
Walworth Company 
J. H. Williams & Co. 

WRENCHES, HOPPER CAR 
Advance Car Mover Co. 

Safety Wrench & Appliance Co. 

WRENCHES, OPEN END 
Armstrong Bros. Tool Co. 

Bonney Forge & Tool Works 

Brownie Mfg. Co. 

J. H. Williams & Co. 
ss. PIPE 

Armstrong Bros. Tool 

Bonney Forge & Tool Works 

Walworth Company 

J. H. Williams & Co. 
WRENCHES, SOCKET 

American Swiss File & Tool Co. 

Armstrong Bros. Tool Co. 

The Black & Decker Mfg. Co. 

Blackhawk Mfg. Co. 

Bonney Forge & Tool Works 

J. H. Williams & Co. 
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Specialties for Mill Supply Jobbers 
Who are Seeking Opportunities for Sales and Profit 














EXPERIENCED 
ENGINEERS 


approve the design of Davis 
Pressure Control Equipment. 

Fifty years and more on the 
market gives this line of auto- 
matic valves wide acceptance. 

Leading distributors find it 
profitable to recommend and 
sell Davis Valves. 


G. M. DAVIS REGULATOR CoO. 
408 Milwaukee Avenue Chicago, Ill. 














MS7-Gray 


GUARANTEED 
to contain 
no Rosin 






Not a Single Consumer 
is on Our Books 


That means that our distribution is 100% 
through the supply trade. We have found 
from many years experience the way to 
create business for our distributors. The 
plan will work as well for you as it has 
for others. 


WIZARD Belt Dressing is an oil com- 
pound that preserves belts and gives them 
a soft, clinging surface. Half-pound bars. 
List, $3.00 a dozen. 





Smith-CourtneyCo., 
Richmond, Va., sold 
over $2,000.00 worth 


of WIZARDS in 1928. Ask for the selling plan 











RICHMOND BELT DRESSING MFG., CO., Inc. 
Richmond, Va. 





The No. 401 Champion 
Steel Rivet Forge 


cun be seen working on 99 out of every 
100 structural steel buildings being built 
in the United States today. The same 
may be said of all railroads, bridge build- 
ers, boiler makers, tank builders, etc. 
The No. 401 Forge has not only been 
adopted by this class of trade in the 
United States, but also throughout the 
entire world. 


Carried in stock by all the leading mill 
supply jobbers. 


Write for No. 55 catalog 


Champion Blower & Forge Co. 


Lancaster, Pa. 





THE CORRECT 
Grinder and Buffer 


This outfit is ideal for grinding tools, 
preparing metal surfaces for welding, and 
for countless other uses in machine shops, 
garages, repair shops, service stations, 
blacksmith shops and wherever men work 
in metals. 

Our specialization in the production 
of small, high grade motors makes our 
prices 25 to 50 per cent below the aver- 
age. Your best investment of the year 
will be the purch of a M h 
Grinder and Buffer. Write for Bulletin. 


We ully co-operate with mill 
supply houses. 


MARATHON ELECTRIC 
MFG. CO. 
50 Island St., Wausau, Wis. 











oe 
7 









Jobbers:! 


Write us for 
catalog. 





BROWNIE N22 


MADE RIGHT PRICED RIGHT 
CLAMPS—Unbreakable, Nickel Plated, Udylited, Plain. 
Made of tough malleable iron with steel screws. 
TURNBUCKLES—Udylited, Plain, Strong and Durable, will 
stand a powerful strain, 

BROWNIE MFG. CO., Inc. : Fort Wayne, Indiana 


Slammed Around! 


—Under the jerks of the long 
handle, or the quick thrusts of a 
pounding gasoline engine drive— 
Frederick Diaphragm Pumps 
have to be rugged, and—they 
are. 


That’s why they sell! 
Write for prices 


The Frederick Iron & Steel Co. 


Frederick, Maryland 








Specify the Genuine— No Substitute Equals the Original 


The Genuine 


Td rg MARK ” 
oreensen 
Hand Screws may be identi- 
fied by the registered trade 
mark stamped on every jaw. 
Without that mark they are 
not “JORGENSEN” Peer- 
less. 
Distributors— We have a 


proposition for you. Ask 
for it. 





Adjustable or 
Non-Adjustable 


ADJUSTABLE CLAMP CO., 413 N. Ashland Ave., Chicago, Il. 








ECONOMY THUMB SCREWS 


The new “Economy” Thumb Screw is similar to a 
round head machine screw, threaded up to the head. 
The steel key is forced into the slot of the screw under 
pressure and can’t loosen. The result is an all-steel 
screw, with wide binding surface, standard threads 
and bright tumble finish. Pleases every mechanic 
who has had to work with old style cast and malleable 
thumb screws. 


No delay in shipment. Complete stocks of all sizes 
Also made in brass and bronze. A good seller Send 
for Dealer’s Sample Outfit. 


ECONOMY SCREW CORPORATION 


Manufacturers of Standard Round, Flat, Fillister and Oval Head Iron 
and Brass Machine Screws, Brass Washers and Soldering Terminals. 


5215 Ravenswood Ave., Chicago, III. 
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jou will 
/appreciate 
this 


The plant you see below produces wire rope—nothing else. 
Their employees are trained specialists in building a quality 
product. 


If we could visualize to you our vast distributing organiza- 
tion throughout America, you would understand why 


WILLIAMSPORT 
WIRE rictory Certitied’ ROPE 


has become so much preferred by men who “know their 
ropes. 


But its growth is due not alone to the superior, uniform 
quality of material and the service we give in every field, 
but to the PROTECTION against substitution of ropes of 
the wrong grade (tensile strength) by use of the Telfax 
System of tape marking. This or any such protection is 
obtainable in no other make of wire rope. 


Let us show you how this protection is worth to you more 
than the rope costs—and it costs nothing to get. 


WILLIAMSPORT WIRE ROPE CO. 


Main Office and Works: WILLIAMSPORT, PA. 
General Sales office: PEOPLES GAS BLDG., CHICAGO 


The Largest Exclusive Wire Rope Plant in America 
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Hack Saw Blades 


change new acquaintances 


into lifelong friends 


PERSISTENT education- 
al advertising in magazines 
which blanket the hack- 
saw buying markets is 
helping Thompson dis 
tributors to win an in 
creasing amount of new 
business. The unvarying 
uniformity of temper, cut- 
ting accuracy, speed and 
toughness of Milford and 
Milflex Blades hold this 
new business, changing 
mere acquaintances into 
lifelong friends. 


Because Milford and Mil- 
flex Blades meet all de- 
mands, and because users 
stay sold, more distribu- 
tors are standardizing on 
these blades. They are 
reaping the returns which 
inevitably follow concen- 


trated effort with a com- 
plete line of meritorious 
products—less investment, 
more frequent turnover, 
increased profit and great- 
er goodwill. That’s busi- 
ness! 


Tie to Milford and Milflex 
and you sell blades which 
embody over a_half-cen- 
tury’s experience in manu- 
facturing metal-cutting saws 
exclusively. There’s money 
in it. 


The Henry G. 
Thompson & 
Son Co. 
Established 1876 
New Haven, 


Conn., 
's 


USA. 


[OM PSON 
























. Mil Flex 
_ STRAIGHT SET 
Hand Frame Sizes Only 


A tough, tast cutting blade for sawing in. 


awkward places and on intricate work. 
Demanded by electricians, plumbers, 


sheet metal workers, tadio workers 
‘everywhere. 


TUNGSTEN ALLOY STEEL 


Hard Teeth for fast cutting and long life. 
Soft Back for flexibility. 


8”, 10”, 12” Lengths 


14 and 18 teeth in Straight Set for cast 
iron, bronze, tool steel, small solids. ~ 


"94 teeth Wavy Set for brass, iron pipe, 


heavy tubing. — 
32 teeth Wavy Set for thin.tubing, light 


- BX, wiremold, thin sheet metals. 
Use the right 








blade* for the job. 
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Twelve Standardized Models 
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a vedo a Oss} Yibaas basta 
to Dominate Your Hand Truck Market 


Because Pressed Steel Hand Tracks 
give such superior, economical service . . every 


you sell becomes a salesman ‘for 
more 


Because of the “ oe et tat Vist ae Che's ;1 
. - the only track of its kind in the world . . it 
cannot be confused with any other make of 
truck. users come back to author- 
ized A dealers. A: nation- 
wide advertising becomes a direct stimulant to 


your hand truck sales. 


Because are standardized in 
twelve stock models serving practically every 
hand track need . . it involves little in money 
and floor space to carry the complete 


line. 





PATENTS PENDING 
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THE PULLEY CO., 4200 Wissahickon Ave., Philadelphia 
Pressed Steel: Palleys, Hangers, Hand Trucks, Miscellaneous Stampings 











The steel hexagon nut 
fits snugly into the trim- 
looking shell. The Ferry 
Patented Acorn Nut 
is a finished product. 
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The finish of a product 
is evidence that its maker 
took pride in its manufacture. 


And often the buyer receives a 
very definite impression of quality 
from external appearance. 


Ferry acorn nuts, brass or steel covered, 
hide unsightly bolt ends and add neatness 
and good looks to the entire assembly. 


The cost of the ‘quality look’ is very small 
compared with its sales advantages. 


Ferry acorn nuts are specially suited for 
nickel or chromium plating. Samples and 
quotations on request. 


THE FERRY CAP AND SET SCREW CoO. 
Cleveland, Ohio 
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